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FINANCIAL SKYLINE: New York banks will be convention hosts (See page 40) . 




















How a banker brought 
new business to his city 





Not long ago, the Civic Development 
Committee of a growing midwestern 
town invited a large national corpora- 
tion to establish a plant in the town. 
When the company showed interest, the 
Committee immediately faced the prob- 
lem of developing a plan for the neces- 
sary financing. 

One of the Committee members—a 
banker—brought the problem to The 
Northern Trust. Our Banking Depart- 
ment helped the banker and his Com- 
mittee to develop a practical solution, 
and then worked closely with them in 
making the financial arrangements. 

The result? The company accepted 
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the Committee’s proposal and the plant 
was built, creating hundreds of new 
jobs and bringing substantial new busi- 
ness to the town. The banker profited 
through obtaining a large new commer- 
cial account and many additional per- 
sonal accounts from the company’s 
executives and employees. 

In addition to business development 
assistance, The Northern Trust pro- 
vides its correspondents with a full 
range of comprehensive banking, bond 
and trust services. If you are interested 
in knowing how The Northern Trust 
can be of service to you, one of our 
officers will be happy to call upon you. 
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A Program That Has 
Our Stamp of Approval 


Sms: Many years ago you published 
a story on the very important project 
of the Kiwanis Pacific Club—“Stamps 
for the Veterans in our Government 
Hospitals”—and the notice brought 
stamps from financial institutions from 
all over the world. 

This project has been in operation 
since December 1951 and we have dis- 
tributed approximately 1,502,200 stamps 
to about 10,000 veterans in the various 
Government hospitals. It has been a 
wonderful aid to them mentally, and is 
also educational for them. 

Many banks and other financial 
institutions contribute regularly. Any 
stamps except those in common use are 
accepted, although foreign stamps and 
U.S. commemorative issues are espe- 
cially sought. All contributions should 
be sent to Kiwanis Pacific Club, 1150 
Divisadero Street, San Francisco 15, 
California. 

PETER N. WILLIAMS, 

Secretary-Manager, 
The Western Loan Association, 
San Francisco 15, California 
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Right Neighborly 


Sirs: I read your fine publication 
with great interest, particularly those 
articles which point up better ways of 
advertising banks, their services, and 
personnel. By advertising, I do not 
mean flashy attention-getters, but 
methods that are appropriate, attrac- 
tive, and based upon sound advertising 
principles. 

I felt that you would be interested 
in an endeavor we have found very 
successful. It is a newspaper series 
devoted to “personalizing” the members 
of First State Bank who meet the 
public—from tellers to officers. 

Working closely with the advertising 
firm of Guthrie-Greer-Associates, we 
have managed to picture each person in 
an informal setting according to the 
individual’s personality, taste, and 
interests. The accompanying commer- 
cial message develops the impression 








Top Hand... 


‘Yeu Top Hand on his own 








that here is someone like the “neighbor 
next door”’—friendly, yet businesswise 
capable of delivering the most efficient 
and professional banking service at 
First State Bank. 

HENRY CLAY, President, 

The First State Bank & Trust Co., 

P.O. Box 1033, 

Bryan, Texas 
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Golden Opportunity 
For Good Will 


Sirs: Golden Days in Fairbanks 
commemorate the discovery of gold by 
Felix Pedro on the now famous Pedro 
Creek. Each year, a week is set aside 
to celebrate this occasion. A large mid- 
way is built on one of the downtown 
streets; there are many boat and car 
races, picnics, dances, and a _ parade. 

This year, First National Bank had 
all of its employees in the main office 
dress up in old-time costumes. It also 
set up a Golden Money Tree in the 
lobby; it was an ordinary tree that 
was sprayed gold and had a large num- 
ber of Fairbanks Chamber of Com- 
merce Gold Dollars tied to its branches. 
Everyone was invited into the lobby to 
guess the number of gold coins on the 
tree and possibly win a $500 U.S. 
Savings Bond. 

The high point in Golden Days for 
the bank was the large parade. Our 
float was built in four sections. First, 





September, 1960 


BURROUGHS 
CLEARING HOUSE 


EDITORIAL AND BUSINESS OFFICES 
DETROIT 32, MICHIGAN 


Editor ............Harry V. Odle 
Sr. Associate Editor. .Lester Mason 
Associate Editor. .Thomas L. Carry 
Business Manager.: .John L. Rose 
Circulation Mgr. ..G. R. Heinzman 





SEPTEMBER, 1960 
Founded 1916 Vol. 44, No, 12 





CONTENTS 
Page 
BRUINOR si vnnved ceneb eee St Sn 
Trends in Fimance........... 3 
ees PHOS oii a So's ds ck et en 17 


Creating a Sales-Minded Bank. . 37 
By Harry V. Odle 


It’s On to New York for 


A.B.A.’s Convention ....... 40 
Linking Profit-Sharing With 
Performance ..........++. 42 
By Dwight J. Townsend 
Meeting the Challenge of 
Catapulting Growth ....... 44 


By Lloyd S. Bowles 


Calling a $60,000 Tune ...... 47 
By Fred Copeland 


How Banks are Stretching 
Their Supply Dollars ...... 48 
By Lester Mason 


Washington Viewpoint ....... 51 
By John Donoghue 

The Personality Spotlight .... . 55 

Instormationall.iiis.scsscaicccees 79 

Canadian Banking .......... 97 
By James Montagnes 

The Booklet Counter ........ 101 

Court Decisions ............ 103 
By Frederick C. Fiechter, Jr. 

Products and Services ....... 119 

Index to Advertisers .........120 





COPYRIGHT © 1960 BY 
BURROUGHS CORPORATION 


Accepted as controlled circulation pub- 
lication at Mount Morris Illinois. 
Published monthly. Send Form 3579 
to Detroit 32, Michigan 


BPA 











a tractor was reconstructed into an old- 
time locomotive with R. W. Groff, 
assistant vice-president, as engineer. 
On the second float, President E. F. 
Stroeker represented Felix Pedro with 
all his mining gear including a burro. 
This was followed by a mountain of 
gold and the bank’s Golden Money Tree. 
The grand finale was an old-time saloon 
and can-can girl scene made up of 
many of the officers and female em- 
ployees of the bank. The float won 
first prize in the commercial division 
competition. 

PETER B. ScHust, Assistant Cashier, 

First National Bank of Fairbanks, 

Fairbanks, Alaska 








THESE SIX SCARBOROUGH 
INSTALMENT LOAN INSURANCE COVERAGES 


SAFEGUARD YOUR BANK’S ENTIRE CONSUMER CREDIT OPERATION 


CHECK AND MAIL 
THIS AD 
FOR 
FREE LITERATURE 




































L 
CHATTEL MORTGAGE 
NON-FILING INSURANCE 


Ends need to file, record or 
release chattel mortgages and 
conditional sales contracts. 
Pays your losses for not so 
doing. Follows the property to 
any of the 50 states and D. of 
C. You are covered everywhere 
without filing. Drastically 
lowers clerical overhead. 
Better protection than filing 
and generally at less cost. 
Check square for booklet. 


L 
LENDERS SINGLE INTEREST 
AUTOMOBILE INSURANCE 


Protects your loan security 
when borrower agrees, but 
fails to carry or renew fire, 
theft and collision insurance 
on his automobile. Covers 
you if policy is cancelled with- 
out your knowledge, if policy 
lacks the loss-payable clause 
or is voided for technical rea- 
sons. Ends the costly, tedious 
follow-up. Attractive rate. 
The Non-Filing policy gives Check square for booklet. 
you better protection than filing 
your chattel mortgages in all 
50 states. It drastically lowers your 
operations overhead. So do the 
Automobile and Boat policies. 
The Appliance policy can 
double your dealer loan business 
in a single year. The Creditors 
Group policies protect your loans 
to the hilt and build strong 
customer good will. Check the 
squares, attach this 
advertisement to your letterhead 
and mail to Scarborough. 
Literature by return mail. 



















L 
LENDERS 
BOAT INSURANCE 


Protects your bank if the 
borrower fails to carry marine 
insurance as required under 
the terms of your lending 
instrument or if the insurance 
carried is insufficient to cover 
the loss. Not only covers 
interest of bank in the prop- 
erty, but also the bank's 
liability for injury or damage 
to third persons. Check the 
square for informative folder. 


SCARBOROUGH & COMPANY 


BANK INSURANCE 






























LENDERS ALL RISKS 
APPLIANCE INSURANCE 


Reimburses your bank for 
skips, other losses. Pays full 
purchase, damage, replace- 
ment costs so dealer can 
resell customer. Banks pro- 
moting this feature have 
doubled dealer: business ina 
single year. Premium usually 
costs only 1/30 of 1% more 
than self-insurance. No need 
now to self-insure. Check the 
square for booklet. 















SINCE 1919 CJ 
CREDITORS GROUP FIRST NATIONAL BANK BUILDING CREDITORS GROUP ACCIDENT 
LIFE INSURANCE CHICAGO 3 AND HEALTH INSURANCE 


Pays your bank the outstand- 
ing instalment loan balance 
upon the borrower's death. 
Covers loans of every cate- 
gory. Eliminates the unpleas- 
ant act of collecting or repos- 
sessing from the family, en- 
dorsers or cosigners. Loans 
in default are insured till writ- 
ten off. Easy to include exist- 
ing or single-payment loans. 
Check square for booklet. 


Provides adequate loan pro- 
tection to the bank and bor- 
rower in the event sickness or 
accident incapacitates the 
borrower. All payments are 
made directly to your bank for 
the period of disability covered 
(based on doctor's reports). 
For informative folder, check 
the square above, attach this 
ad to your letterhead and mail 
4o Scarborough. 
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TRENDS IN FINANCE 








**Double or Nothing’”’ 
Collection System 


The increasing use of instalment 
credit has placed new emphasis on the 
collection of overdue accounts and a 
novel method known as the Direct Col- 
lector System. 

DCS is a direct mail method of collec- 
tion that provides a money back guar- 
antee with a simple proven method of 
collection. of past due accounts at a 
cost of 75 cents to $1.25 per account 
regardless of the amount due. It is dis- 
tributed by Newman Industries of Los 
Angeles, which handles the franchise 
operation for National Mercantile Clear- 
ing House. 

NMCH has offices in major cities 
throughout the United States and Can- 
ada to handle troublesome accounts that 
do not respond to the five dunning 
notices that make up the DCS system. 
Under the program, NMCH has proven 
to be 84 per cent effective in bill collec- 
tion. If the system does not bring in at 
least four times the amount paid for it 
from debtors it is used on, NMCH 
states that it will return twice the orig- 
inal investment. 

Further details about the unique pro- 
gram may be obtained from the Na- 
tional Mercantile Clearing House, 4856 
N.W. 7th Avenue, Miami 37, Florida. 
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Reserve Board Eases 
Its Credit Screws 


The Federal Reserve Board on August 
8 moved to give the nation’s banks an 
actual surplus of lendable and investible 
funds by releasing more reserves in 
the amount of $600 million which, by 
the usual arithmetical calculations 
would let commercial banks expand 
credit by $3.6 billion. It followed this 
action by approving a new round of re- 
ductions in Federal Reserve Bank redis- 
count rates to 3 from 3% per cent, as 
of August 12. 

Unlike previous relaxing actions by 
the money managers, which did not add 
appreciably to bank free reserves (the 
difference between excess reserves and 
rediscounts) the latest action promises 
to give banks a fairly reliable surplus of 
funds, assuming loan demands do not 
rise at a faster pace. Therefore more 
pressure was put upon the existing level 
of prime interest rates. 

Manufacturers Trust Company, New 
York City, First Pennsylvania National 
Bank and Trust Company, Philadelphia, 
and Commerce Trust Company, Kansas 
City, were among the first to drop their 
rates on August 22. They cut the prime 
rate from 5 to 4% per cent, as did 
First National City Bank of New York 
and Chase Manhattan the next day. 
Other major banks were expected to 
follow suit. 

Latest moves. The actions taken by 
the Board August 8: (1) reduced from 
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Outlines direct mail program for troublesome accounts 


18 to 17% per cent effective September 
1 the reserves required to be maintained 


by central reserve city banks in New 


York and Chicago against net demand 
deposits, freeing an estimated $125 mil- 
lion in reserves. By 1962, under existing 
law, the board is required to eliminate 
the differential against central reserve 
cities. The differential now is 1% per 
cent and by September 1 will be cut to 1 
per cent. Elimination of the differential 
will add about $175 million more to re- 
serves in the two cities. 

The Board also (2) increased, effec- 
tive August 25, the amount of vault 
eash that country banks may count as 
reserve. Under the new rule, they may 
count as reserves vault cash in excess 
of 2% per cent of their net demand de- 
posits; since last December 1 they have 
been able to count as reserves vault 
cash in excess of 4 per cent of net de- 
mand deposits. 

It was also ordered (3) that from 
September 1, banks in reserve cities and 
in central reserve cities will be allowed 
to count as reserve any vault cash in 
excess of 1 per cent of their net demand 
deposits as compared with a present re- 
quirement of 2 per cent of such de- 
posits. The combined effect of (2) and 
(3) is to add $480 million to bank re- 
serves. About $300 million had been 
added to reserves under the previous re- 
laxation. 

Since all banks at a recent date held 
$2.2 billion of vault cash, it follows that 
$1.4 billion of potential reserves can be 
released through action yet to be taken. 
If the 1 per cent post-September 1 
differential on reserve requirements of 
New York and Chicago banks is re- 
moved another $250 million would be 
added to commercial bank reserves. 

Future prospects. The score to date is 


(as of September 1) some $900 million 
has been added to bank reserves, leav- 
ing some $1,650 million to go if the 
Reserve Board carries out by 1962 the 
provisions of existing legislation. 

In the big banks in the larger cities it 
was pointed out that they derived small 
benefit from the vault cash provision 
and only nominal relief from the change 
in central reserve city reserve require- 
ments. 

Previous action by the Reserve Board 
consisted in approval of a reduction 
of rediscount rates by all reserve banks 
to 3% from 4 per cent and release of 
vault cash for reserves sufficient to pro- 
vide about $300 million of new reserves. 
Also, the Reserve banks bought suffi- 
cient Government securities to increase 
their open market account to within 
$200 million of the previous peak. 
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Consumer Credit Key to 
Expansion, Claims NACM 


Consumers are not too far in debt for 
the health of the economy, according to 
the latest Monthly Business Letter of 
the National Association of Credit Man- 
agement. Branding ideas to the contrary 
as a “popular misconception,” the as- 
sociation states, “growth in discretion- 
ary spending power has far outstripped 
the rise in consumer debt.” 

Growth pattern. This excess, reflect- 
ing the consensus of 35,400 credit execu- 
tives across the nation, provides “a vast 
pool of purchasing power which must be 
tapped, if we are able to have continued 
growth of our productive capacity.” 

“Long range, ours is a growth econ- 
omy,” says NACM. “Our ability to pro- 
duce at a rate of $500 billions annually 
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California File has caught on with dealers, who are helping bank push municipal and state bond sales 


has already been demonstrated. Yet 
only five years ago, the best economic 
talent told us we would not reach that 
level until 1965. Now in just a couple of 
years, we will have to support a $600 
billion production economy.” 

Stimulate consumption. The credit as- 
sociation’s statement adds that the way 
to do this and avoid unemployment is 
to increase consumer sales by nearly 
one hundred billion dollars. “This means 
we must provide for a rapid-velocity in- 
crease in the total living standards of 
the American people,” adds NACM. 

“Normal population growth cannot 
take up this expansion. Our capacity to 


produce is running ahead of population 
growth. The difference must come from 
a change in individual desires—and in- 
creasing use of goods and services—a 
rise in our general standard of living. 
To accomplish this, the importance of 
consumer credit to marketing cannot be 
overemphasized,” it maintains. 
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Community Stimulant 


California state and municipal bonds 
are receiving added impetus from a fine 
educational program being conducted 
by the Bank of America, San Francisco. 





a LIFESAVER for Community Bank Trust Officers 
Who Need Assistance “FROM THE TRUST VIEWPOINT" 








Yes ... Studley, Shupert Trust Investment 
Council services go far beyond mere statistical 
data and generalized analyses of 

economic conditions. Instead, the Council 
augments its Members’ trust department 
personnel with a staff of experienced, 


TRUST investment competent, trust-minded specialists . . . 
ey ; and these assist Members in attaining the 
te re. = Jy specific trust objectives of individual accounts. 


We invite you to investigate the advantages 


of Council Membership. Write Dept. BC. 
STUDLEY, SHUPERT TRUST INVESTMENT COUNCIL 


1617 Pennsylvania Boulevard, Phila. 3, Pa. 


24 Federal Street, Boston 10. Mass. 





Tax advantages. Its campaign has 
been bolstered by a new pamphlet en- 
titled “Tax Exempt Municipals vs. Tax- 
able Income,” which is designed to assist 
tax payers in reaching an informed 
judgment on the desirability of invest- 
ing funds in California tax exempt 
municipal bonds. The booklet is shown 
on page 6. 

The pamphlet contains tables which 
indicate the approximate yields that 
various incomes must earn to equal 
tax-free incomes from municipal bonds 
paying from 1 to 6 per cent interest. 
These yields are given in one-quarter 
per cent graduations and comparable 
corporate equivalents are also shown. 
Several thousand pamphlets’ were 
mailed to customers and dealers in the 
original promotion, which has since been 
encouraged by individual requests from 
dealers for large quantities of the 
pamphlet, according to Farrington 
Tweedy, assistant vice-president. 

Area studies. The California File is 
another promotional factor that is help- 
ing the sale of municipals, adds Mr. 
Tweedy. It consists of seven booklets 
on various sectors of California, which 
have recently been offered at no obli- 
gation to readers of various business 
and trade magazines and newspapers. 
The series is illustrated above. 

The pamphlets describe the various 
areas, point out the principal industries, 
growth factors, population, and the like, 
to provide very strong arguments for 
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Hawalls Personal 
INCOME 1) 
Is 


Hawaii's personal income has risen 
from $689 million in 1950 to $1290 
million in 1959. The economy of the 
newest state of the Union is booming. 

lf you want a general picture of 
Hawaii's economy, write for our com- 
prehensive information booklet on 
the Islands. Or if you are seeking 
specific information, the Department 
of Economic Research of First 
National Bank will be glad to supply 
the facts for you. 








Write to: 


FIRST 
NATIONAL 
BANK 


OF HAWAII 


P. 0. Box 3200, Honolulu 1, Hawaii 
or our San Francisco Representative Office 
Suite 601, 155 Sansome Street 
San Francisco 4, California 
Serving Hawaii since 1858 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


(FORMERLY BISHOP NATIONAL BANK) 











FOR CALIFORNIA 
MUNICIPALS 


; i's THE MUNICIPAL BOND DEPT. OF 
OF AMERICA 


Outlines attractive yields 


investments in any or all of the areas 
considered. 

Copies of the tax exempt pamphlet 
or the booklets can be obtained from 
N. Harris Ades, Assistant Cashier, 
Municipal Bond Department, Bank of 
America, 300 Montgomery Street, San 
Francisco 20, California. 
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| Critie Hits Ostrich-Like 


Tacties of Insurance Firms 


Insurance companies may force them- 
selves out of business if they withdraw 
from fields of insurance as they undergo 
unprofitable cycles, warns the head of 
one of the world’s largest insurance 
groups. 

Writing in the current issue of the 
Journal of Insurance Information, J. 
Victor Herd of New York City, chair- 
man of the board and president of the 
America Fore Loyalty Group, says: 
“While prudent acceptance and rejec- 
tion of individual risks, year in and year 
out, is absolutely essential to under- 
writing success, it is equally necessary 
that, within bounds, we see various 
kinds and classes of coverage through 
their adverse phases if we are properly 
to discharge our responsibility in the 
public interest.” 

Mr. Herd stresses, however, that the 
profit motive must prevail if the insur- 
ance business is to perform and pro- 
gress. “Management should not be sat- 
isfied with anything less than 6 per cent 
underwriting profit on its property cov- 
erages on an average, and something 
less than that, say 4 per cent perhaps, 
on an average, on the traditional cas- 





ualty insurance including workmen’s 
compensation.” 

Mr. Herd points out that all fields of 
insurance at one time or another ex- 
perience unprofitable periods. Were un- 
derwriters to retire during these same 
periods of unprofitability it would be 
only a matter of time before they would 
all be out of the insurance business, he 
adds. 

The insurance business, Mr. Herd 
comments, has failed “as an industry to 
inform the public objectively as to its 
urgent necessity for rate increases from 
time to time. There is no reticence on 
the part of other regulated industries, 
monopolistic or otherwise, in going to 
the public direct to state their cases.” 
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New Factors Strike 
Shrinking Gold Supply 


A significant change came over the 
money and banking picture in July and 
August as the United States, which had 
a period of only small losses of gold in 
the first half of this year, began to ex- 
perience a fresh movement of the pre- 
cious metal into foreign-owned holdings. 

Little concern. In the five weeks end- 
ed August 10 gold losses of this country 
were $340 million contrasted with $134 
million in the preceding 6-month elapsed 
period of 1960. This brought the U. S. 
gold stock to $19,082 million, the lowest 
level since early 1940. 

The new exodus of gold into foreign 
official holdings may run to a few hun- 
dred million dollars in coming weeks 
but is not currently a matter of con- 
cern either to the U. S. Treasury or to 
Federal Reserve officials. It is easily 
explained by the higher level in money 
rates in Great Britain, West Germany, 
some other European countries and in 
Canada as compared with the United 
States. This has resulted in some short- 
term but substantial flows of funds 
abroad. These dollars eventually pass 
into possession of central banks, some 
of which have had a settled policy of 
converting most of such _ short-term 
gains into metallic reserves. The central 
banks of England, Switzerland and of 
the Netherlands are examples of insti- 
tutions following such policies. 

However, the Swiss National Bank 
and Deutsche Bundesbank have stopped 
paying interest on foreign accounts, 
stemming some outflow of gold. 

Fund usage. Figuring in the decision 
of foreign banks to take gold in New 
York in July and August instead of in 
London was the slight rise in the Lon- 
don price to a premium over the U. S. 
Treasury’s selling price in New York. 

Not all the gold lost by the United 
States recently was on the international 
money market account. Recently pay- 
ments were made to the International 
Monetary Fund by Spain, Australia and 
Tunisia. Also, since May, five Latin 
American countries have made gold 
payments to the recently organized In- 
ter-American Bank. To the extent these 
payments were made in gold these coun- 
tries became buyers of gold to restore 
their gold stocks. Others, such as Spain, 
bought gold with their excess dollars. 
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Unlike some previous occasions, when 
a portion of United States gold losses 
in 1958 and 1959 reflected foreign fears 
for the dollar as a result of the Treas- 
ury deficit of over $12 billion for fiscal 
year 1959, the present moderate exodus 
has nothing to do with foreign confi- 
dence in dollars. Testimony to this is 
the spectacular rise in foreign bank 
holdings of United States Treasury se- 
curities, which rose $295 million in the 
five weeks in which we were losing $340 
million of gold. Foreign holdings of U. S. 
Treasury securities are now at a new 
all-time high of $5,367 million, an in- 
crease of $1,196 million over the cor- 
responding date a year ago. Foreign 
holdings of bankers acceptances, com- 
mercial paper and other short-term in- 
vestments have shown in recent months 
no important shrinkage. 

Trade aspects. The apparent incon- 
sistency of foreigners adding to hold- 
ings of relatively low yielding invest- 
ments in the United States when they 
could replace them with higher yielding 
ones abroad is explained by their nec- 
essity for maintaining larger U. S. bal- 
ances because of rising international 
trade and capital movements which 
necessitate larger supplies of banking 
funds in the United States. 
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Labor Group Sponsors 
Capitalist Movement 


The Engineers and Scientists of 
America, a national independent labor 
organization of scientists and profes- 
sional engineers, has organized an open- 
end management type investment com- 
pany for its members which might indi- 
cate the beginning of a trend. 

Primarily, the investment policy of 
the fund will be to buy common stock in 
diversified industries. This shows the 
faith of the directors of the fund in 
future industrial expansion. Capital 
appreciation, rather than income, is 
their objective. Although single pur- 
chases may be made at any time, regu- 
lar periodic accumulation is stressed. 

The fund will have professional in- 
vestment management from Yates, Heit- 
ner, and Woods, St. Louis, Missouri. 
American Diversified Securities Com- 
pany, 1028 Connecticut Avenue, N.W., 
Washington, D.C., the business address 
of the fund, is the business manager. 
Riggs National Bank, Washington, D.C., 
is the custodian and disbursing agent. 
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Japanese Bankers Admire 
U.S. Show of Unity 


A team of 12 leading Japanese “local” 
bankers, completing a five-week tour of 
banks and allied agencies across the 
United States, told an interviewer for 
Burroughs Clearing House in Washing- 
ton that the most impressive character- 
istic they observed about banks in the 
United States is the way every de- 
partment in a bank seeks helpfully and 
harmoniously to assist every other de- 
partment. 

Picked up ideas. Sigetaro Hirano, 
spokesman for the group, said that 
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American Express 
Field Warehouse Receipts 


Field warehousing means collateralizing a loan by putting inventories to 
work . . . a principle that has helped many industries achieve great savings 
and profits . . . helped banks to new and safer loans. 

American Express Field Warehousing puts those loans on a sound basis 
. . . provides the finest protection for inventory collateral. Their efficient 
administration of field warehouses provides: monthly IBM* commodity 
reports; extensive legal liability and fidelity bond protection; lender- 
controlled releases; frequent inspections; and many more advantages. 

For information, contact your nearest American Express office, or write 
for a free copy of “Inventory in Action.” 

*Registered Trademark of IBM Corporation. 

American Express Field Warehousing Corporation 
65 Broadway, New York 6,N. Y. Offices Nationwide 
A member of the 110-year-old American Express family 


Telephone people 
make good 


neighbors 


On the pole or at the switchboard, telephone 
people everywhere have common cause. 


It’s service, sweetened always with plain, 
old-fashioned courtesy. 


Behind it are countless miles of wire, 
forests of poles, tons of electronic equip- 
ment and multiple millions of telephone 
receivers to keep the whole nation in closer 
touch. 


To bankers this service is vital. And 
wherever and whenever possible they match 
it with the many financial services that 
help all private enterprise function more 
efficiently. 


The Chase Manhattan Bank, a leader in 
financial counseling to business and indus- 
try, is proud to share in commercial bank- 
ing’s long service to the telephone com- 
panies of America. 


THE 
CHASE 
MANHATTAN 
BANK 


CHARTERED IN 1799 
Head Office: New York 15, N.Y. 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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» TELEPHONE CREW TAKES TIME OUT FOR LUNCH PHOTO BY ELLIOT ERWITT 
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unity of purpose among the various ele- 
ments of a bank was the most striking 
impression. Mr. Hirano, president of the 
Japan Local Banks Association, is also 
president of the Shizuoka Bank, Ltd., in 
the city of Shizuoka. 

The basic purpose of the Japanese 
bankers’ cruise through American bank- 
ing centers was to pick up ideas in the 
field of credit to small business, an area 
where the Japanese bankers feel they 
have not fully measured up to the job. 
An important question facing them was 
whether there is a need for government 
action to stimulate what is essentially 
a private banking function, as is done 
in this country through the operations 
of the Small Business Administration 
and the financing and loan-guaranty 
activities of the Department of Agri- 
culture. 

The tour was arranged by the In- 
ternational Cooperation Administration, 
which assigned a career official, Frank 
W. Fletcher, to act as host and guide. 
Since few of the visitors spoke any 
English, the services of interpreters 
were put to good use. 

Alert to other ideas. Japanese “local” 
banks are similar to independent banks 
in this country. Mr. Hirano’s own bank 
has deposits of about $300 million, 
which is fairly large for a “local bank.” 
The smallest bank having membership 
in the J.L.B.A. has deposits of about 
$1 million. It is noteworthy that the 
J.L.B.A. is distinct from the National 
Bankers Association, which includes the 

















ONE BANK ‘ 

SERVES | 
_ ALL ARIZONA | 
| j 


65 OFFICES 
Resources Over $600 Million 4 


President 4 


# 





: MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION ‘ 


Sete Bre cds Seine pitta ilk Curse oil neil ib atte ait as in 





10 








Visiting Japanese contingent was looking for credit ideas 


other 14 large or “city” commercial 
banks and the 62 mutual banks. 

While small business lending was the 
principal study objective, the visiting 
bankers’ team was alert to pick up new 
ideas in other fields of banking en- 
deavor, such as modern management 
practices and general operating pro- 
cedures of up-to-date banks heavily 
engaged in small business financing. 

The Japanese spokesmen listed their 
study tour objectives as follows: 1. 
Management methods of small business 
financing organizations. 2. Lending and 
credit surveys. 3. Modernization of 
management and the mechanization of 
office work. 4. Types of small business 
financing organizations and their func- 
tions. 5. Outline the financing of housing 
programs. 6. Position of small business 
in the economy and its problems. 7. 
Work being done by the government 
and private service organizations for 
the promotion of small business. 8. Ac- 
tivities of small business associations in 
connection with the financing of small 
scale industries, and 9. Credit guaran- 
tee systems. 

During their five-week tour, the Jap- 
anese bankers made visits to San Fran- 
cisco, Denver, St. Louis, Buffalo, New 
York City, Philadelphia and Washing- 
ton. In Washington, their visits included 
an imposing list of Federal agencies, 
such as the Small Business Adminis- 
tration, Development Loan Fund, Fed- 
eral Reserve Board, Federal Deposit In- 
surance Corp., Housing and Home Fi- 
nance Agency, and the Department of 
Labor. In addition, the group visited 
the headquarters of the National Small 
Business Men’s Association and the 
A.F.L.-C.1.0. 
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NYC Time Deposits 
Edging Upward 

Time deposits at banks are slowly 
coming back into popularity as the mar- 


_ ket yield on competing investments fall. 


Major New York clearing house banks 
have built up their time deposit total 
to $4,590 million from $4,468 million 
June 29 and $4,396 million on Dec. 30, 
1959. Nearly all the gain has been in 
foreign deposits, diverted from other 
employment, such as in Treasury bills 
and bankers acceptances. 

Running controversy. Falling interest 
rates in the “outside of banks” area 
promise to bring corporate pressure on 


banks to accept time deposits for their 
accounts. This will renew an old con- 
troversy, for the big banks of New York 
and Chicago still are following their tra- 
ditional policy of refusing corporate 
time deposits. 

A few big banks in other cities, par- 
ticularly Philadelphia, do accept cor- 
porate time money under certain condi- 
tions. Also, it is well known that a cor- 
porate treasurer, by shopping around 
among smaller banks which need de- 
posits more than do some big banks, can 
make a deal of sorts for interest on 
money temporarily idle. Banks pay 3 
per cent on time deposits for 6 months 
or longer, under Reserve Board rules, 
with proportionately shorter deposits 
bringing a lower return. 

The Philadelphia viewpoint on corpo- 
rate time deposits is diametrically op- 
posed to the view held by some of the 
major banks in New York and Chicago. 
An officer of the Philadelphia National 
Bank says that his bank for years has 
followed a rule of accepting corporate 
time deposits and that currently the 
bank is paying 2% per cent for 90 days 
and 3 per cent for six months’ deposits. 

Serve purpose. “We make a small 
profit on such deposits,” he says, “know- 
ing full well that when outside invest- 
ments yield more than we are allowed to 
pay we will lose the funds, whereas when 
the yield in short-term investments, 
such as Treasury bills, falls we will get 
the deposits back. Currently we find 
We can use such corporate time de- 
posits against commitments for short- 
term municipal advances. Also, it may 
be noted that Philadelphia banks often 
have been heavy buyers of funds in the 
Federal funds market and any corporate 
time deposits we get when we are tight 
are helpful in meeting that situation.” 

In the light of “feelers” by corporate 
treasurers, some of the big central re- 
serve city banks have been at pains to 
reemphasize their time deposit policy. 

Not too stable. They are willing to pay 
maximum interest rates on foreign bank 
deposits (considered fairly stable) and 
on bona fide individual savings deposits, 
which of late have shown a tendency to 
rise. But they have two cogent reasons 
for refusing time deposits by domestic 
corporations. 

No. 1 reason is that such deposits are 
“flighty,” or easily lured away by any 
minor and temporary change in interest 
rates in short-term investments. A bank 
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uf a loan rejection threatens a break... 














When you refer a customer to Heller for financing, you 
may still hold this customer and his deposit balance even 
though you may find it necessary to reject his loan 
application. Banks refer applicants to us because we help 
businesses to grow. After a “referred” customer outgrows 
our services, we refer him back to his bank. Loan officers 
are better prepared to counsel with our new brochure in hand. 
Ask for “Heller and Its Relationship With Banks.” 


WALTER E. HELLER & COMPANY 
105 W. Adams St., Chicago 90 ° 342 Madison Ave., New York 17 
9141 E. Jefferson Ave., Detroit « Fulton National Bank Building, Atlanta 
Walter E. Heller & Company of California, 849 S. Broadway, Los Angeles 14 
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when you refer him tt HELLER for financing 


One billion dollars 
annually for industry 








Walter E. Heller & Company, Dept. BCH-9 
105 W. Adams St., 

Chicago, Illinois 

Gentlemen: 


{_] Please send me your brochure ‘Heller and 
Its Relationships with Banks.” 


(_] Have Heller executive call on me. 











Your Name Title 
Bank 

Address_ 

City Zone__State. 
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accepting such a deposit cannot plan to 
employ it either in a term loan or a 
short-term investment. No. 2 reason is 
that if a reward is offered on time de- 
posits a certain amount of seepage 
would be created against non-interest 
bearing demand deposits and a bank 
might wind up by losing demand de- 
posits to the same degree it gained the 
more costly time deposits: in other 
words there would be no important net 
gain of deposits for the bank. 


¢ e 


Insurance for Banks 


The idea that only established banks 
with large reserves can afford a sound 
and adequate insurance program is 
patently fallacious, according to Paul 
Sunderland, Hartford Accident and In- 
demnity Company, Hartford, Connecti- 
cut. 

Mr. Sunderland, who is supervisor 
of Hartford’s business extension de- 
partment, points out that the larger 
bank may well weather heavy financial 
loss, because of its reserve strength. 
But the smaller bank, striving to put 
its capital to most productive use, can- 
not afford a large loss, he adds. It ac- 
tually has a greater need for adequate 
insurance protection than the financially 
stronger institution. 

Mr. Sunderland’s views on bank in- 
surance are presented in the booklet 
Protection Pattern for Banks, which 
contains reprints of three articles that 
he wrote for the Hartford Agent. 
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Smaller bank vulnerable 


Insurance stands as the bank’s first- 
line of defense against three principal 
sources of financial loss: crime, includ- 
ing employee dishonesty; damage 
claims for bodily injury or damage to 
property of others; and physical loss, 
such as caused by fire, windstorm, ex- 
plosion, and the like, adds Mr. Sunder- 
land. 

He outlines the various types of cov- 
erage available to banks, and provides 





ideas on the amounts that banks should 
earry, if any, of blanket bond insur- 
ance, safe depository liability insur- 
ance, fire insurance, and other protec- 
tion, in line with American Bankers 
Association suggestions. 

Copies of the booklet may be obtained 
by writing to C. Richard Ficks, Busi- 
ness Development Department, Hart- 
ford Fire Insurance Company Group, 
Hartford 15, Connecticut. 
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Mutual Fund Taps 
Foreign Money Market 

An open-end investment company— 
The Income Fund of Boston, Inc.—has 
reached across the Atlantic to place $1.5 
million in bank loans on more favorable 
terms than were available in this.coun- 
try. It is believed to be the first time 
in the 20 years since the enactment by 
Congress of the Investment Company 
Act that a U. S. mutual fund has been 
permitted to borrow funds from banks 
outside the United States. 

Historic significance. A check in the 
sum of $1.5 million was turned over to 
Joseph Furst, president of the Fund, at 
the Boston Safe Deposit and Trust Com- 
pany, where officers of the Fund and the 
foreign banks described the occasion as 
“an historic moment.” 

In announcing the loan, Mr. Furst 
said The Income Fund of Boston, Inc. 
follows the policy of many British and 
Scottish investment companies, which 
borrow money whenever they can re- 
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Wells Fargo American Trust has been 
the ‘‘bankers’ bank’ in the West since 
Gold Rush Days. Today, through our 
more than 100 banking offices in 
Northern California, we offer a service 
noted for extraordinary thoroughness. 
Your inquiries are invited. 
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invest it at a higher rate of income. 

Act vague. Section 18 (f) of the In- 
vestment Company Act of 1940 gives an 
open-end investment company the right 
to borrow-from banks, but Section 2 of 
the same Act defines the word “bank” as 
used in the Act to be a United States 
bank or trust company. However, the 
Act does not provide the right to borrow 
from foreign banks. 

In addition, two regulations of the 
Federal Reserve System—Regulations 
T and U—would also appear to prohibit 
such a bank loan. The bank loan also 
had to be cleared with the central bank 
in the foreign country from which the 
loan was made, since the loan would 
necessarily result in the transfer of a 
gold or foreign exchange balance from 
the lending country to the U.S. 

Favorable terms. Mr. Furst, who initi- 
ated and handled all the details of the 
transaction, said the loan was made at 
the prime rate of interest in New York 
without any deposit balance, “on much 
more favorable terms than a similar 
bank loan was available at that time in 
this country.” He said: 

“This loan may be a very important 
one, because the clearances which it was 
necessary for us to obtain from the 
S. E. C., the Federal Reserve Bank and 
the central bank in the foreign country 
may now and in the future make avail- 
able to us and to others in this country 
very substantial amounts of capital at 
a lower net rate of interest or on more 
favorable terms than such capital might 
be available here.” He pointed out that 
this was particularly true at the time 
the bank loan was arranged, “when 
money was at its tightest here.” 
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Novel Student Fund 


Security First National Bank of Los 
Angeles is pioneering an unusual stu- 
dent loan program at Stanford Uni- 
versity’s Graduate School of Business. 

Low interest. The bank will loan 
money to Stanford which, in turn, may 
loan up to $4,000 to a single student dur- 
ing his two-year business school course 
of study. Under terms of the agreement 
the school will set up a reserve which is 
10 per cent of the money loaned by the 
bank. 

This reserve, created by gifts, en- 
ables the school to loan $10 for every 
dollar donated to the fund. 

The loans carry 1 per cent simple 
interest while the student is still in 
school and 5 per cent upon graduation. 
Students are legally obligated to begin 
paying on the principal and interest 
six months after graduation. 

Traditionally, universities and col- 
leges have relied upon gifts for student 
loan funds. But this source has become 
increasingly inadequate. 

Alumni-inspired. Credit for the Stan- 
ford Plan goes to Elden Smith, Stan- 
ford class of ’30, now chairman of Se- 
curity First’s_executive committee. As 
a member of the school’s new advisory 
council, made up of 30 distinguished 
business leaders, he and two others were 
assigned to come up with an answer to 
the student loan problem. 

Helping him work out the broad out- 
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He 
"feured. 
toured 
Europe 
without 

a dime 

of his 


own! 


They caught him a few weeks later, but he 
had already spent many of the tens and 
twenties stuffed inside his brief case. 
Funny thing, too. The bank where he 
worked regarded him as an “honest, 
trusted” employee. These days he has 
lots of company. Dishonest employees are 
stealing from banks at a record rate. Good 
reason why you should review your bank’s 
insurance program now with your inde- 
pendent agent or broker. Bankers Blanket 
Bonds (including special catastrophe pro- 
| tection) written by Fireman’s Fund and 
» National Surety can give your bank full 
' protection from fraudulent, dishonest or 
criminal acts. Look to the Fund of Experi- 
ence — safeguard your bank’s financial 
resources—before one of your employees 
heads South, or North, East, or West. 


NATIONAL SURETY CORPORATION 


Central Bonding Offices: 

3333 CALIFORNIA STREET. SAN FRANCISCO 
110 WILLIAM STREET, NEW YORK 
Branch Offices in Principal Cities in America 


FIREMAN'S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
4 NATIONAL SURETY CORPORATION 
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lines of the plan were William Herbert 
Carr of San Francisco, vice president- 
finance of California Packing Corpora- 
tion, and Robert S. McNamara of 
Detroit, group vice president, Ford 
Motor Company. 

“We took a typical businessman’s ap- 
proach,” said Smith. “The problem was 
to provide student financing, on a sound 
basis, without eating into the school’s 
gift funds. We felt that gift funds 
would be better applied to improving 
the plant and increasing teacher sal- 
aries.” 

“ ¢ 


Insurance Protection 


The relative merits of permanent and 
term life insurance protection and the 
ways in which each can serve the in- 
surance buyer are given through analy- 
sis in a new booklet issued by Equi- 
table Life Assurance Society, New York 
City. 

Prepared as a sales tool for its rep- 
resentatives, the 16-page booklet, A 
Place for Everything—and Everything 
in its Place, attempts to shed new light 
on areas where inaccuracies, loose gen- 
eralizations and questionable conclu- 
sions sometimes are encountered. 

It points out that permanent or cash- 
value insurance, and term insurance 
both have a place in the general scheme 
of things. Broadly speaking, permanent 
insurance is the type that will work out 
best for the policyholder in the great 
majority of cases, it adds. Permanent 
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“Jim, this report from 
First National Bank 
will help you decide 

about Arizona!” 









Businessmen who have seen 
“Arizona’s Challenge of the ’60’s,” 
agree it gives them important pro- 
jections on Arizona’s future popu- 
lation, employment, bank deposits, 
income and other vital facts. This 
booklet is yours for the asking. 
Contact us and see how Arizona’s 
oldest bank can serve you. 

Bese} Devel p 
First National Bank 


Phoenix, Arizona 
Alpine 8-7212 


t Dept. 
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A Guide for Equitable's Field Force... 
for the Sale of Permanent Insurance 
or of Temporary Coverages. 


2 





Effective sales tool 


protection provides cash value that can 
be used for education of children, bor- 
rowing of money for business or emer- 
gency, or even to maintain premiums on 
the insurance policy. 

Group insurance policies, the use of 
insurance as an investment, compara- 
tive costs of the policies, and returns 
on the various types of protection are 
among the items discussed in the report. 
It should serve as an excellent refresher 
for the insurance man or provide a 
quick briefing for the layman who wants 
to know more about life insurance. 
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Diversification Earmarks 
Expanding Finance Group 

Ingenuity and expansion are trade- 
marks of the fast-stepping Financial 
General Corporation, New York City’s 
modern-day counterpart of the Morris 
Plan Corporation of America. 

New fields. Arthur J. Morris, the 
father of instalment credit banking, is 
chairman of Financial General, which 
has substantial investments in 16 banks 
and 5 insurance companies, as well as 
holdings in several other businesses. 
Total assets of these companies are in 
excess of $725 million. 

In 1958 the Corporation launched a 
wide program of expansion and diversi- 
fication in new areas of investment. 
Spearheading the effort is Major Gen- 
eral George Olmsted, president of the 
firm, who has authorized subsidiaries 
to enter the aircraft leasing business, 
approved acquisition of a 50 per cent 
interest in a large urban redevelopment 
project in Newark, New Jersey, bought 
working control of Atlas Plywood Cor- 
poration, and acquired majority inter- 
ests in several banks in the Washing- 
ton, D.C. area. 

Latest addition to the expanding 
chain is the Arlington Trust Company, 
Arlington, Virginia, which had total as- 
sets of $43,423,587 and $40,207,486 in 













deposits as of June 15, 1960. It has a 
controlling interest in the bank and has 
offered to purchase 37,500 shares of the 
bank stock now outstanding, in addition 
to 15,000 shares to be issued October 1. 
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Significant Shorts 


The August issue of Fortune contains 
a rundown on the top 15 Wall Street 
brokerage firms. Merrill Lynch, Pierce, 
Fenner & Smith heads the list by a wide 
margin. The leaders on the basis of 
gross income in millions include: Merrill 
Lynch, $136 million; Bache, $38; Francis 
I. du Pont, $31.2; E. F. Hutton, $30; 
Paine, Webber, Jackson & Curtis, $29.1; 
Dean Witter is next followed by Wal- 
ston, $27.2; Goodbody, $24.8; Shearson, 
Hammill, $24; Loeb, Rhoades, $23; 
Harris, Upham, $22; Reynolds, $21.6; 
Hayden, Stone, $21.5; Eastman Dillon, 
Union Securities; and Thomson & Mc- 
Kinnon, $18 million. 


o 


The largest FHA insured loan ever 
granted has been made by Security 
First National Bank, which has provided 
more than $16% million in interim fi- 
nancing funds for the Barrington Plaza 
development in Los Angeles. The Plaza 
will consist of four structures—a 26- 
story apartment building, twin 17-story 
apartment edifices and a two-story com- 
mercial office building. Included in. the 
project are 712 apartments, which will 
house some 2,500 persons. 
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A “second line of credit” is being 
offered to Moto-Mower dealers and dis- 
tributors by the manufacturer “to en- 
able them to profit from credit selling.” 
Under the program, Moto-Mower will 
finance instalment sales at the retail 
level, while floor planning the dealer in- 
ventory at no cost. 


e 


Adrian M. Massie, chairman of the 
trust committee, Chemical Bank New 
York Trust Company, New York City, 
will be one of the key speakers at the 


Studley, Shupert Trust Investment 
Council, October 13-14, Sheraton Hotel, 
Philadelphia. 


The meeting will be devoted to trust 
matters and include an appraisal of 
the management of corporations in 
relation to trust investments. 


a 


A new financing plan has been ar- 
ranged for nearly 10,000 DuMont and 
Emerson dealers whereby James Tal- 
cott, Inc., New York City factoring 
firm, will provide inventory financing 
for them and 200 regional distributors. 


a7 


Dun & Bradstreet, Inc., is introduc- 
ing a new Personal Investment Course, 
tailored to meet the needs of the small 
investor. The course, prepared by top 
investment authorities, will be avail- 
able around October 1 and consist of 
13 weekly study units. 
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THE BEST LOAN COLLATERAL 


Even though inventories are in plain sight, they are often overlooked as 
prime collateral for secured loans. 


So MR. LOAN OFFICER — the next time you see INVENTORY in 
plain sight on a financial statement — why not call in Lawrence. The use 
of Lawrence Field Warehouse Receipts enables your bank to make safe 
and profitable inventory loans. It also makes it possible for you to provide 
your customers with needed working capital on a secured basis. 


LAWRENCE ON WAREHOUSE RECEIPTS eas -+ IS LIKE CERTIFIED ON CHECKS 


oveoderhoesoncincaeeliig THE LAWRENCE CoMPANY iabene 


‘RATIONWIDE FIELD WAREHOUSING 
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BANKING NEWS 





Cenvention Caravan 


An opportunity to discuss mutual 
problems and exchange views on current 
events as they affect the financial world 
will be given delegates attending the 
annual round of national meetings and 
conventions that open this month. Stim- 
ulating, fact-filled programs, which 
have been billed as the best ever by the 
various convention chairmen, await 
those attending. Working on the theory 
that all work and no play is precisely 
that, the chairmen have also seen to it 
that their programs are rounded off with 
varied entertainment activities. 

Topping the list of meetings this year 
is the 86th annual convention of the 
American Bankers Association which 
will be held at the Waldorf-Astoria 
Hotel, New York City, from September 
18-21. Since this is the largest of all 
the financial meetings, details will be 
found in a separate story which begins 
on page 40 of this issue. 

Atlantic City, New Jersey, will be the 
scene this year of the 59th annual con- 
vention of the National Association of 
Supervisors of State Banks. Irving C. 
Rasmussen, NASSB president, and Min- 
nesota Commissioner of Banks, is work- 
ing with New Jersey Banking Commis- 
sioner Charles R. Howell, the host super- 
visor, on the program. 

Hotel Dennis. The meeting, which will 
run through September 20-23, will be 
held at the famed Hotel Dennis. The 
convention opens at 10 a.m. September 
21 with a general session. This will be 
followed by two other general session 
meetings . and social activities are 
planned for the afternoon of Septem- 
ber 22. 

The largest and most outstanding 
convention ever held by the safe deposit 
industry is promised those attending the 
annual convention of the National Safe 
Deposit Association. The meeting will 
be held at the Chalfonte-Haddon Hall, 
Atlantic City, New Jersey, September 
22-24. 

Outstanding speakers who will appear 
on the program include John W. Rem- 
ington, outgoing president of the Amer- 
ican Bankers Association, and president 
of the Lincoln Rochester Trust Com- 
pany, Rochester, New York; and Edward 
P. Clark, first vice-president of the Na- 
tional Association of Mutual Savings 
Banks, and president of the Arlington 
(Massachustts) Five Cents Savings 
Bank. The convention will also feature 
a safe deposit discussion panel com- 
posed of attorneys whose firms are coun- 
sels for large New York City Banks. 

Loan officers. Denver, Colorado’s new- 
est hotel, the Denver Hilton, will be the 
scene of the 46th annual fall confer- 
ence of Robert Morris Associates from 
September 25-28. The national associa- 
tion of bank loan officers and credit men 
has arranged for a representative group 
of speakers and panelists to discuss sub- 
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American Bankers Association—Annual Con- 
vention, September 18-21, Waldorf-Astoria Ho- 
tel, New York City. 

National Association of Supervisors of State 
Banks—Annual Convention, September 20-23, 
Hotel Dennis, Atlantic City, New Jersey. 
National Safe Deposit Association—Annual 
Convention, September 22-24, Chalfonte-Had- 
don Hall, Atlantic City, New Jersey. 

Robert Morris Associates—Annual Fall Con- 
ference, September 25-28, Denver Hilton Hotel, 
Denver, Colorado. 

Mortgage Bankers Association—Annual Con- 
vention, October 3-6, Conrad Hilton Hotel, 
Chicago, Illinois. 

National Consumer Finance Association— 
National Convention, October 4-7, Bellevue 
Stratford Hotel, Philadelphia, Pennsylvania. 
NABAC, the Association for Bank Audit, 
Control, and Operation—Annual Convention, 
Octeber 10-12, Statler Hilton Hotel, Los An- 
geles, California. 

National Association of Bank Women—An- 





Fall Schedule: Banking and Financial Conventions 


nual Convention, October 10-13, Huntington- 
Sheraton Hotel, Pasadena, California. 
Financial Public Relations Association—An- 
nual Convention, October 30-November 3, Stat- 
ler Hilton Hotel, Boston, Massachusetts. 
Western Regional Trust Conference—Ameri- 
can Bankers Association, November 3-5, Arizona 
Biltmore Hotel, Phoenix, Arizona. 

National Agricultural Credit Conference— 
American Bankers Association, November |4- 
15, Denver Hilton Hotel, Denver, Colorado. 
United States Savings and Loan League— 
Annual Convention, November 14-18, iami 
Beach, Florida. 

Mid-Continent Trust Conference—American 
Bankers Association, November 1!7-18, Drake 
Hotel, Chicago, Illinois. 

Investment Bankers Association — Annual 
Convention, November 27-December 2, Holly- 
wood Beach Hotel, Hollywood, Florida. 
National Credit Conference—American Bank- 
ers Association, January 23-25, 1961, LaSalle 
Hotel, Chicago, Illinois. 








Busy days ahead for delegates to nation’s financial meetings 


jects of interest to all delegates at the 
business sessions. Special entertainment 
for both men and women has been sched- 
uled which includes a show patterned 
after the Old West and a three-day post- 
convention tour to fabulous Las Vegas, 
Nevada. 

The Mortgage Bankers Association of 
America will hold its 47th annual con- 
vention at the Conrad Hilton Hotel, Chi- 
cago, Illinois, from October 3-6. The 
organization announces that it has em- 
barked on something entirely new in the 
area of financial convention program 
presentation. 

The emphasis this year will be on 
broad aspects of the country’s economic 
development rather than upon specific 
developments within the mortgage in- 
dustry itself. The opening session of 
the program will have for its theme, 
“The City on Trial.” As its name sug- 
gests, the American city will be tried 
on the charge of failure to meet the 
challenges of the times and the need of 
our growing urban population. To add 
realism to the event, the trial will be 
held amid a court room scene, with wit- 
nesses, a judge, and jury. 

Political debate. Other sessions will 
cover a discussion of the how and why 
of economic growth, and a full-scale de- 
bate on political issues facing the Amer- 
ican nation. More than 3,000 delegates 
are expected to attend. 

The National Consumer Finance As- 
sociation has chosen a theme, “The Chal- 
lenge of Change,” for its 46th conven- 
tion which will be held at the Bellevue 
Stratford Hotel, Philadelphia, Pennsyl- 
vania, October 4-7. The theme will be 
carried out at each of the convention 
sessions and will deal with the changes 
that will take place in the nation dur- 
ing the next decade. 

Six sessions are planned in all and 
they will cover the subjects of change in 
advertising, personal relations, educa- 


tional services, industry research, oper- 
ational techniques, and the problems and 
prospects for the Sixties. 

NABAC, the Association for Bank 
Audit, Control, and Operation, has 
dubbed its 36th annual meeting in Los 
Angeles, California, this year as “the 
convention with a mission.” The con- 
vention will be held at the Statler Hilton 
Hotel from October 10-12. 

Foreign contingent. More than 2,000 
delegates from every state in the union, 
plus a contingent of foreign bank repre- 
sentatives are expected to attend. Percy 
E. Warner, vice-president and treasurer 
of the Title Insurance and Trust Com- 
pany, Los Angeles, is general chairman 
of the event. 

NABAC’s previous conventions have 
often been referred to as “working meet- 
ings”, and this year’s session is no ex- 
ception. Since the organization’s mem- 
bership is composed of those who are 
vitally concerned with bank operations 
there will be a heavy concentration of 
outstanding speakers on this subject. 

A panel discussion entitled “Mechani- 
zation Becomes a Reality,” will be mod- 
erated by Oliver L. Dalrymple, vice- 
president and cashier, Seattle-First Na- 
tional Bank, Seattle, Washington. Dele- 
gates’ wives are being urged to attend 
the fourth session where Dr. W. Ballen- 
tine Henley, president, College of Osteo- 
pathic Physicians and Surgeons, Los 
Angeles, will speak on “The Role of the 
Executive’s Wife in Her Husband’s Suc- 
cess.” 

NABW meeting. Five-hundred dele- 
gates are expected at the annual con- 
vention of the National Association of 
Bank Women, according to Mrs. Louise 
Crew, general chairman. Mrs. Crew is 
also assistant cashier at the Pasadena, 
California, office of the first Western 
Bank and Trust Company. The conven- 
tion will be held in Pasadena at the 
Huntington-Sheraton Hotel for four 
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working days from October 10-13. 

Prominent speakers from the fields of 
education, government, law, and medi- 
cine, plus the banking profession, are 
on the agenda. Entertainment includes 
a_tour of the Hollywood area, and a 
visit to Disneyland. 

The Financial Public Relations Asso- 
ciation, which is also known for its 
working meetings, has planned a full 
program for its convention in Boston, 
Massachusetts, from October 30-Novem- 
ber 3. Over 50 sessions are planned at 
the four-day event which will be held 
at the Statler Hilton Hotel. Convention 
officials say the sessions will offer thor- 
ough coverage of all phases of financial 
public relations, advertising, and busi- 
ness development. 

National figures. Outstanding.. na- 
tional figures have been lined up as 
guest speakers. They include Carl Bim- 
son, vice-president of the American 
Bankers Association, and president of 
the Valley National Bank, Phoenix, Ari- 
zona; Al Capp, the Creator of the comic 
strip “L’il Abner’; and Dr. Laurence 
H. Hall, rector of St. Paul’s Episcopal 
Church, East Cleveland, Ohio. 

The annual convention of the United 
States Savings and Loan League will be 
held at Miami Beach, Florida, from 
November 14-18. This year’s meeting 
will follow the pattern which has been 
set in previous years, with topical 
forums, and shop talk sessions scheduled 
for the benefit of the attending dele- 
gates. The general sessions will be 
under the direction of W. O. DuVall, 
League president. Delegates from all 
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Mock trial, political debate add interest to regular convention program 


Scene for Mortgage Bankers conclave in Chicago, Illinois 


parts of the country are expected to 
attend. 

The Investment Bankers Association 
of America will convene at the Holly- 
wood Beach Hotel, Hollywood, Florida, 
from November 27-December 2. Since 
this is the last major convention of 
1960, specific plans had not yet been 
announced at press time. 

Other meetings. The A.B.A. sponsors 
two regional meetings this year and a 
National Credit Conference in the early 
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With offices of our own in all 3 states, we can 


and do supply prompt, on-the-spot, objective 
information and service in California, Oregon 


and Washington. 


SAN FRANCISCO and other California cities...PORTLAND, Oregon... SEATTLE and 


TACOMA, Washington ¢ HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 


part of 1961. The Western Regional 
Trust Conference will be held at. the 
Arizona Biltmore Hotel, Phoenix, from 
November 3-5. The Conference will 
draw delegates from 11 western states 
and will feature speakers prominent in 
the trust field. The other regional meet- 
ing is the Mid-Continent Trust Confer- 
ence which will be held in Chicago, IIli- 
nois, November 17-18 at the Drake 
Hotel. 

A National Agricultural Credit Con- 


to grind! 


THE BANK OF 
CALIFORNIA 


NATIONAL 


Member Federal 
Deposit Insurance 


ASSOCIATION Corporation 


Burroughs Clearing House 











ference,.also sponsored by-the.A.B.A., 
will be held at the Denver Hilton Hotel, 
Denver, Colorado, November 14-15. The 
National Credit Conference is scheduled 
for the LaSalle Hotel, Chicago, Illinois, 
January 23-25, 1961. 
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FPRA Publishes Report 
on Charge, Check-Credit 


Two of the newest types of bank 
credit, charge account and check-credit, 
are explored in a recent report pub- 
lished by the Research Committee of the 
Financial Public Relations Association. 

James Fox, vice-president, Chase 
Manhattan Bank, New York City, com- 
piled the material on charge-credit. He 
stated that “charge-credit banking is a 
new service which has proven that it can 
both profit a bank and enhance its pub- 
lic image. It offers a unique opportunity 
for a bank to serve its community, with 
specific benefits to merchants and con- 
sumers.” 

However, Mr. Fox pointed out that 
the plan is threatened by a lack of 
understanding, often by bankers them- 
selves, and that “Charge plan bankers 
have a continuing communications task 
to perform to win understanding and 
acceptance of this new banking service.” 

T. W. Gormly, vice-president, Pitts- 
burgh (Pennsylvania) National Bank, 
discusses the reactions of the banking 
fraternity, other financial institutions, 
retail outlets, and the mass market to 
check-credit programs. Discussing the 
public relations aspects of the program, 
Mr. Gormly points out that while it may 
be too early to make a final judgment, 
the evidence to date strongly suggests 
that the effect on public relations has 
been favorable. 

Copies of the report are available at 
$1 each from the Financial Public Re- 
lations Association, 231 South LaSalle 
Street, Chicago 4, Illinois. 
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Loan Volume Increases 


Consumer instalment loan volume in 
banks throughout the country took a 
sharp upturn in the second quarter ac- 
cording to the quarterly report of In- 
stalment Credit Commission of the 
American Bankers Association. The in- 
crease was noted in all categories, with 
the exception of home appliances, where 
volume dipped slightly. 

Biggest improvement, according to 
the Commission, was in the field of 
automobile loans, with most banks re- 
porting a larger volume without an ex- 
pansion of terms. The report cautioned 
bankers to keep a close watch on the 
automobile market in view of the large 
inventory of approximately 1 million 
cars, and the prospects that model 
changeovers will come earlier than usual 
this year. Such a situation, the report 
said, could result in pressure on banks 
to extend credit terms in an effort to 
move unsold cars. 


Other increases in business 





were | 


noted in both F.H.A. and individual bank | 
home improvement loans, and in the | 


number of personal loans. The report 
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STATE-WIDE MIDLAND 
COURIER SERVICE... 


offers fast clearing of New York State 
items through 2,000 miles of daily truck 
runs serving most upstate cities and many 
smaller communities as well. 











HOME-TOWN 
KNOWLEDGE... 


of local conditions is available from 
Marine Midland bankers in 98 communi- 
ties. They can help you help your custom- 
ers do better business in New York State. 


11 banks with 174 offices 
serving 98 communities. 


. New York State's 
first family 
of home-town banks 


The Marine Trust Company of Western New York—Buffalo * The Marine 
Midland Trust Company of New York—New York City * Genesee Valley 
Union Trust Company—Rochester * Marine Midland Trust Company of 
Southern New York—Binghamton-Elmira * Marine Midland Trust Com- 
pany of Central New York—Syracuse * Marine Midland Trust Company of 
the Mohawk Valley—Utica * The Northern New York Trust Compu 
Watertown ¢ Chautauqua National Bank of J t * The 
Manufacturers National Bank of Troy—Troy « Marine Midland Trust 
Company of Rockland County—Nyack * Auburn Trust Company—Auburn 





Members Federal Deposit insurance Corporation 
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“Reach-in” deposit 
drawer in Mosler’s 
New Picture Win- 
dow makes a hit with 
Mrs. Walter Minford. 
Timothy and Bobby 
are in tow. She can 
see what she’s doing, 
doesn’t have to reach 
over the top and feel 
for papers. Drawer 
extends up to 14”. 


“You can’t park kids,” says Mr. L. H. 
Skeen, President, Inter City National 
Bank, Bradenton, Florida. “In spite of the 
fact that we’re located in a suburban shop- 
ping center with 1,500 parking spaces, our 
Mosler Drive-In Window gets a lot of use 
by all customers but particularly by ladies 
who have young children to worry about 
...children who can’t be parked yet are 
hard to manage on foot. We’re using one 
Mosler Drive-In now, but we anticipated 
growth by installing three altogether.” 


Mr. Skeen pointed out that drive-in win- 
dows are even more valuable in downtown 
areas where parking is a problem. 


“‘Exactly what we wanted”’ 


Mr. E. S. Reasoner, Director of the Bank 
and Chairman of the Equipment Commit- 
tee, in describing how Mosler equipment 
was selected, said: “Our committee was 
made up of businessmen, not bankers. We 
talked with bankers in surrounding cities 
and counties. We checked thoroughly. The 


Burroughs Clearing House 













































'. Window skirt reaches 
_ to curb, makes posi- 
tioning of car easy 
for Mrs. Joan How- 
ard. (That's Marie 
getting a breath of 
air.) Trucks and 
sports cars are han- 
dled with equal ease 
_ by Mosler’s New Pic- 
ture Window. 





Intercom system (it’s 
automatic...no but- 
tons )is commented on 
by customers. Voices 
are heard clearly by 
| Teller inside and Mrs. 
Jacquelyn Sinclair 
and Bobby, outside. 





Modern design com- 
bined with modern 
convenience (Mosler 
equipment contrib- 
utes to both) attract 
extra business. Teller 
easily handles phone 
and services Mrs. 
Catherine Jelskis at 
the same time. In rear 
seat: Carol and Paul. 


opinion we got was unanimous: ‘“There’s 
nothing better than Mosler.’ It didn’t take 
long to find out Mosler is the most re- 
spected firm in the business. Mosler had... 
and gave us...exactly what we wanted.” 

Other Mosler equipment at Inter City 
includes a vault door (“People seem im- 
pressed that we have the latest and the 
best”); Night Depository (“We were 
amazed at how much it is used”) ; Safe De- 
posit Lockers (“Our customers comment 


Ventilating Equipment (“This item was a 
‘sleeper.’ Many of our older customers 
notice it. It seems to give them a sense of 
security in using our safe deposit room’’). 


Problem Solving a Mosler Specialty 


Mosler design and manufacturing experi- 
ence is at your service. Write for Mosler’s 
“AUTO BANKING IDEA 


Book” or information The Mosler Safe Company 


on any problem involv- 


World’s Largest Builder of Safes and Vaults 


Dept. C-360, 320 Fifth Avenue, New York 1, N. Y. 
In Canada: Mosler-Taylor Safes Ltd., Brampton, Ont. 


favorably on them”) ; Safe Deposit Room ing banking equipment. 
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Time and Temperature Clocks 


People want to know the time and tempera- 
ture every minute of the day. A PECO- 
McClintock Time and Temperature illumi- 
nated clock will capture the attention of all 
who pass by, day or night. 

This friendly service quickly builds wide- 
spread recognition of your established place 
in the daily life of the community. It is 
prestige at its very finest and an investment 
that works for you every minute . . . because 
it’s NEW every minute! 

Attention getting PECO-McClintock 
clocks are available in over 100 styles and 
price ranges—starting as low as $2800. Mail 
this coupon today for all the facts. 


Please send me complete information on 
your full line of PECO McClintock Chime 
Clocks and Time and Temperature 
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PROTECTION EQUIPMENT CO.,Inc. 
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Be it known that, by set of Bank of urn 
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safe for the busting 
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also stated that the number of frauds 
reported by all banks has declined sub- 
stantially, and that there has been no 


| change in the loan rate structure. 
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Bank Recruits ‘Navy’ 
To Push Boat Loans 


Land-locked Nevada is recruiting a 
navy that some day may challenge the 
U. S. fleet in number of “ships” afloat. 
Nevada’s “Navy” is being promoted by 
Bank of Nevada, Las Vegas. 

Bank of Nevada recently ran a highly 
successful advertising program to help 
boat dealers in Southern Nevada (Las 
Vegas, Henderson and Boulder City) 
sell pleasure boats. 

The campaign used the slogan: “Join 
the Nevada Navy with a Bank of 
Nevada bank-way loan.” It ran three 
successive weeks in the Las Vegas Sun, 
Las Vegas Review-Journal, Henderson 
Home News and Boulder City News and 
The Vegas Valley Times. No other 
| media was used. 
| Inerease 49 per cent. A. M. Smith, 
| president of the Bank, said the cam- 
| paign results far exceeded expectations. 
| Bank-way boat loans rose 49 per cent 
|above the comparable period the 
| previous year, and many customers 
'complimented the bank on its light- 
_hearted approach. Boat dealers in the 

area were especially pleased with the 
| support Bank of Nevada gave their 
| sales efforts at the peak of the boat sell- 
| ing season. 

| Wood cuts were used to illustrate the 
| ads. Boat dealers were supplied posters 
| which carried wood cut art and the 
| headline: “Join the Nevada Navy! Float 
| Your Loan The Easy Way With Bank of 
| Nevada’s bank-way Plan.” 

A brochure, available at all bank 
offices, used the same wood cut art and 
| the old mariner theme in the text. The 
/cover page proclaimed: “The Nevada 
Navy Needs You! Join Now.” Illustra- 








ta hereby comminioned «e ADMIRABLE ADMIRAL ia the Nevads Nery, and 
cotitled to all the privileges and rights of this exalted reak, : 
fa hereby charged with the responsibility of heeplag the estore of Newnds 


and enjoyment of all residents and visitors to 
© the sovereign State of Nevada, through the exercise of good beating practices, 
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Admiral’s “commission” helps bank promote marine loans 


tions inside also included public domain 
drawings to signify other type loans 
which can be obtained from Bank of 
Nevada. 

Admiral commission. A popular 
printed piece of the campaign was an 
“Admirable Admiral” commission. The 
commission went to all dealer customers 
who signed for a bank-way boat loan. 
Printed on parchment paper, the com- 
mission carried an illustration of an 
eagle with a 13-star United States flag. 

As could be expected, the commission 
certificates were received with good 
humor. Dealers reported that many 
lenders were having their commissions 
framed. Undoubtedly many will be dis- 
played in the owner’s boat. 

“The campaign was just unorthodox 


Woodcuts used for illustration 
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First City National Bank was among the first banks to recognize 
the almost unlimited future of the petrochemical industry. Financing 
all phases of its operations has become an important function of the 
Bank’s Oil and Gas Department. If petrochemicals are in your planning, 
talk over your plans with men who know the business — the men of the 
First City National Oil Department. Come in to see us, 


FIRST CITY 
NATIONAL BAN K or Houston 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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SOON! First City Na- 
tional will be serving 
you in the newest, best 
equipped, most mod- 
ern banking quarters 
in Texas. / 
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enough to attract a great deal of atten- 
tion and should produce results beyond 
the initial increase in boat loans,” states 


John M. Beville, assistant cashier 
and advertising manager for Bank of 
Nevada. “There has been general criti- 
cism on the part of dealers in most 
businesses that. banks never help them 
obtain loan business. Our Nevada Navy 
ads certainly seem to have erased any 
such attitude toward Bank of Nevada.” 
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Special Benefits Granted 
Newly-Wed Personnel 


Employee relations got a big boost at 
the Equitable Savings and Loan As- 
sociation, Brooklyn, New York, recently 
when the firm announced a new policy 
for employees who get married. A two- 
week honeymoon vacation with pay, in 
addition to regular vacation, awaits any 
staff member who gets married during 
his or her employment at the associa- 
tion. 

In the case of male employees with 
at least two years service, wedding vows 
also bring an automatic $400 per year 
increase in salary. The association face- 
tiously added that the major benefit for 
bachelors is that they are bachelors. 
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A.B.A. Recommends 
Simplified Endorsements 


In an effort to simplify endorsement 
stamps for checks, the Bank Manage- 





ment Commission of the American 
Bankers Association has recommended 
a three-step program to facilitate iden- 
tification of endorsers by banks han- 
dling the checks. 

Changes which have been recom- 
mended include: (1) use of different 
colored inks by various banks; (2) de- 
letion and abbreviation of wording now 
used on endorsement stamps; (3) a pre- 
determined placement of the endorse- 
ments by various groups of banks. 

With regard to step one, the Com- 
mission recommends the use of green 
ink by Federal Reserve Banks and 
branches and black ink by correspondent 
banks acting as collecting agents for 
other banks. The stamp is to be used on 
all items processed regardless of their 
source; however, red ink may be used in 
branch offices if desired. Red ink should 
be used by all other banks while the ink 


.used by clearinghouse associations proc- 


essing items for members should be 
purple. 

Delete wording. The Commission rec- 
ommends that as soon as possible and 
practical, banks may delete the wording 
“Pay to the Order of Any Bank, Banker, 
or Trust Company,” and substitute “Pay 
Any Bank.” This procedure should be 
followed unless bank legal counsel 
might deem it advisable to retain the 
words “banker” or “trust company” in 
the bank endorsement to comply with 
state laws and regulations. 

In most states, it is necessary that a 
bank handling an item for collection 
give a guaranty of prior endorsements 





by using the words “Prior Endorse- 
ments Guaranteed” on endorsement 
stamps. It is recommended that this 
phrase be abbreviated by using the let- 
ters “P.E.G.” Such an abbreviation, in 
time, will be recognized throughout the 
banking system just as the letters 
“N.P.” are recognized as meaning “No 
Protest.” 

In order to give official recognition 
to such an abbreviation, the Bank Man- 
agement Commission has amended the 
current A.B.A. uniform transit instruc- 
tions. 

Local consideration. Where the word- 
ing “Payable through the ............ Clear- 
inghouse Association” is used, the Com- 
mission suggests this phrase be deleted 
if it is not required by a state law. This 
matter should be considered by each 
clearinghouse association with a view 
toward amending its rules to eliminate 
this unnecessary language. 

The problem of the feasibility of plac- 
ing endorsement stamps in specific loca- 
tions on the backs of checks is being 
studied by the Technical Committee on 
Mechanization of Check Handling and 
by representatives of the Federal Re- 
serve System. 
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Bank of America Displays 
U.S. Pioneer V Satellite 


Bank of America recently turned a 
working—but unlaunched—man-made 
satellite into a lobby display to drama- 
tize the major role it is playing in fi- 
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DURA-GRIP CHECK COVERS 


made by Coast Book Cover, 2930 South Vail Avenue, Los Angeles 22, Calif. 
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Bank 
Address 


City 


| want: (2 flat style ( folding 2 personalized 


They’re 
thin... thin... thin! 





A depositor’s delight—in a wide range 
of attractive colors. They’re used. by 
the world’s largest banking systems. 
Also in folding and “personalized” 
styles. Send for a free sample and 
your nearest distributor. 
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Stand-by satellite draws crowds 


nancing the space exporation activities 
of many West Coast companies. 

Thousands of persons jammed the 
lobby of the bank’s main office in Los 
Angeles, California, to view the Pioneer 
V, one of three “stand by” satellites 
made in case of failure in launching the 
model now orbiting the sun 29,000,000 
miles out. 

The other two working models are on 
display at the Museum of Science and 
Industry, Chicago, Illinois, and Morrison 
Planetarium, in San Francisco. 

Pioneer V, the “paddlewheel” satellite, 
is equipped with solar cells which con- 
vert sunlight into electricity to charge 
the batteries operating its equipment. 
It is considered one of the most success- 
ful space probes to date. 

Robert L. Gordon, vice-president and 
manager of the Los Angeles main office, 
said much of the work done by firms 
making component parts for Pioneer V, 
as well as by the prime contractor, 
Space Technology Laboratories, was fi- 
nanced by Bank of America. 

The banking industry in general, he 
pointed out, has played a significant 
role in helping finance U.S. leadership in 
space. 

Shown inspecting the new “Banking 
in the Space Age” display, just prior to 
its public debut, are Mr. Gordon and his 
pretty receptionist, Barbara Bessett. 
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Bank Hosts Businessmen 


District National Bank, Chicago, Illi- 
nois, played host to over 250 guests at 
a recent luncheon meeting of Chicago’s 
Central Manufacturing District Club. 
The mayor of San Francisco, California, 
George Christopher, was the principal 
speaker at the meeting. He told the 250 
guests some of his experiences on a 
recent trip to Russia, which included a 
three-hour dinner meeting with Preimier 
Nikita Khrushchev. 

Prominent figures from the fields of 
government, the professions, and busi- 
ness were among those attending the 
meeting. They included Chicago’s Mayor 
Richard J. Daley, U.S. Congressmen, 
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Interested 
in 
doing 
business 
in 
Canada? 


If so, you will find concise, helpful 


information in the completely 
revised new edition of The Bank of 
Nova Scotia’s memorandum on 
Income Taxes and Other Legislation 
Affecting Canadian Enterprises. 

You can obtain your free copy of 
this BNS booklet by filling in and 


mailing the coupon below. 


The Bank of Nova Scotia, 
New York Agency, 
37 Wall Street, N.Y. 


Gentlemen: 


Please send me a free copy of your newly-revised booklet on 


Income Taxes and Other Legislation. 
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THE BANK OF NOVA SCOTIA 


New York Agency: 37 Wall Street. Chicago Representative: 
Board of Trade Bidg. General Offices: 44 King St. West, Toronto. 
London Offices: 24-26 Walbrook, E.C.4; 11 Waterloo Place, S.W.1. 


Correspondents wherever men trade. 
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THE FIRST NATIONAL CITY BANK OF NEW YORK, of course / 
Member Federal Deposit Insurance Corporation, naturally 
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From left: Eugene Murphy, board chairman of Brinks; Richard J. Daley, Chicago’s 





mayor; George Christopher, San Francisco’s mayor; and Jerry Stergios, president 
and board chairman, The District National Bank 


Businessmen attend notable luncheon program by Chicago bank 


judges, and mayors from surrounding 
cities. Eugene E. Murphy, chairman of 
the board of Brinks, Incorporated, 
served as toastmaster for the event, 
and he was backed up by Jerry Stergios, 
chairman and president of the District 
National Bank, who acted as official 
host. 

The bank spent two months planning 
the meeting. William S. Scanlan, vice- 
president of the bank, developed a check 
list which was used to make sure that 
the luncheon went off smoothly. The 
list included plans for invitations, din- 
ing room arrangements, the program, 
press releases, and even parking and 
transportation facilities. The advance 
planning was so successful that an 
overflow crowd attended, and many of 
the guests had to be accommodated in 
a room which adjoined the club’s main 
dining room. 

Mr. Stergios is a well known figure 
in Chicago financial circles. In addition 
to his activities at the bank, he is also 
president of Bankers Dispatch Corpora- 
tion, a firm which provides specialized 
transportation facilities for both banks 
and other industries. The company was 
organized in 1953 to transport bank 
clearings, and is the largest carrier of 
its type. 

Originally organized to serve banks, 
the company has branched out to other 
industries, and present plans call for 
a nation-wide expansion with the use 
of airplanes to speed shipments. 


. . . 


Nine New York City Banks 
Get Branch Approval 


Formal authority for major New 
York City commercial and savings banks 
to branch for the first time across county 
lines into suburban Nassau (Long Is- 
land) and Westchester counties was 
granted by the New York State Banking 
Board August 10 under provisions of 
New York’s new omnibus banking law. 

At its meeting the Board considered 
15 applications, approved 9 and disap- 
proved 6 and had left for its next meet- 
ing 22 more applications for branches 
in the new greener pastures. 

The banks contemplating such cross 
county line branches still face legal tor- 
pedoes under litigation initiated by the 
Franklin National Bank of Long Is- 
land, which is seeking to have the new 
banking law declared unconstitutional. 

In this legal roadblock action the 
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Franklin lost the first round when Jus- 
tice Birdie Amsterdam in the Supreme 
Court of New York County, a celebrated 
woman judge, refused to enjoin the 
State Superintendent of Banks from 
acting on the branch applications. 

Proposed branch. The Chase Manhat- 
tan Bank won approval for a proposed 
branch in Great Neck Plaza, in Nassau 
County. The Chemical Bank New York 
Trust Co. got approval for a branch in 
Massapequa, Nassau County, and one 
in Eastchester, in Westchester County. 

Four savings banks, the Williams- 
burgh, the Fulton, the Roosevelt and the 
Dime Savings of Brooklyn got sanction 
for one branch each in Nassau. One say- 
ings bank upstate, the Savings Bank of 
Utica, got approval for a new office in 
Oneida County. 

Both the Chase Manhattan and the 
Chemical figured in the rejection list. 
The Banking Board gave no reasons but 
it was unofficially stated that it consid- 
ered banking facilities adequate in the 
areas where the banks sought to estab- 
lish branches that were denied. 

Coincidentally with the action by the 
New York State authorities the First 
National City Bank of New York ob- 
tained from the Comptroller of the Cur- 
rency approval for two new branches, 
one in Plainview, Nassau County, and 
one in Harrison, Westchester County. 
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Municipal Securities 
Information Program 


The Investment Bankers Association 
of America has inaugurated an educa- 
tion and public information program on 
municipal securities which is designed 
to broaden the market and foster a bet- 
ter understanding of such securities. 
Eugene M. Becker has joined the IBA 
staff to head up the project. 

A native of Illinois, Mr. Becker 
has served as press analyst with the 
United States European Command, 
Paris, France, and has had considerable 
experience in his field. 
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New Book Stresses Bank 
Development. Conservation 
The problems involved in business de- 
velopment and conservation programs 
for banks are discussed in a recently 
published book written by H. T. Rie- 
deman, vice-president, The Arizona 
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Bank, Phoenix, Arizona. Entitled New 
Business and Conservation Practices, 
the book was written to stimulate 
thinking among bank officers, directors, 
and their business advisers on the ac- 
tivities involved in business development 
and conservation. 

The author points out that some sort 
of “offensive” and “defensive” develop- 
ment and conservation program is es- 
sential to every bank. Even for a bank 
to stand still, it must replace an average 
loss of 10 per cent of its accounts 
annually. To continue its growth, the 
book points out, a bank must adopt 
“offensive” measures to acquire a sub- 
stantial amount of new business each 
year. 

Copies of the book are available at $6 
each from the Bankers Publishing Com- 
pany, 89 Beach Street, Boston 11, Mas- 
sachusetts. 
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Bank Launches 
Newcomer Service 


A novel service for new residents has 
been introduced by the First National 
Bank of Arizona, Phoenix. Called New- 
comers Information Service, it is a pro- 
gram whereby the bank makes available 
to all new residents of the state perti- 
nent facts they need to know about their 
new community. 

Each of the bank’s 60 branch offices 
has a newcomer representative whose 
job is to provide information for new 
residents. Upon request, a newcomer 
will be given a street guide of his new 
community; a booklet published by the 
bank entitled “Helpful Hints for Ari- 
zona Newcomers;” a “Sightseers Guide 
to Arizona;” and a folder listing the 
bank’s many services and various 
branch office locations. 

Each newcomer representative main- 
tains a card index file which includes 
names and addresses of local utility 
offices, city, county, and state officials, 
location of schools, churches, clubs, and 
other organizations. A reference library 
is also available for new citizens who 
have specific questions regarding de- 
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tails of Arizona’s tax structure, hunting 
and fishing regulations, directory of 
manufacturers, etc. 

The bank launched the program with 
an intensive advertising campaign using 
all types of media, including news- 
papers, radio, television, and bill boards. 
A special brochure was also produced 
which contained information about the 
program for all bank employees. 

Arizona’s new resident population is 
estimated to average 50,000 annually. 
“We believe an informed citizen is an 
asset to any community,” said Board 
Chairman Sherman Hazeltine. “The 
bank feels this new service will greatly 
benefit our new neighbors as well as the 
entire community and the bank.” 
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MBA Sees No Change 
in Mortgage Interest Rates 

Home mortgage interest rates are ex- 
pected to stay at present levels for the 
remainder of 1960 and at about the 
same rate in 1961, according to the 
Mortgage Bankers Association of 
America. 

In making its forecast, the MBA also 
told prospective homeowners not to de- 
fer buying a house in anticipation of 
lower rates because a sharp drop is “not 
economically justified when considering 
current business developments.” 

The organization pointed out that 
mortgage interest rates are still low in 
comparison with other periods of the 
past. “What leads to confusion in the 
minds of many today,” the MBA said, 
“is a comparison between rates of the 
past two years when the financial econ- 
omy was operating under easy money 
conditions. All interest rates were at 
phenomenal levels then as compared 
to today when they are at a more nor- 
mal level than they have been in the last 
two decades.” 
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Ads Promote Auto Loans 


A series of auto loan ads from the 
State Planters Bank of Commerce and 





























Trick photo dramatizes point 


Trusts, Richmond, Viriginia, points up 
the savings that can be realized by 
financing new cars through the bank. 
The ads tie in new car financing. with 
the bank’s Thrift/Loan program and 
show how the average customer can 
save $360 dollars in 36 months while he 
is paying off his loan at the same time. 

As an added feature, new car Thrift/ 
Loan customers receive a rebate of % 
per cent of the loan finance costs. As a 
result the ads point up that the new car 
buyer can usually buy extra equipment 
with the money he saves through a 
Thrift/Loan. 

The ad pictured above is the fourth 
in the series. A deliberately distorted 
photograph is used to emphasize how 
the customer can put the squeeze on 
auto loan costs. The copy expands on 
the advantages of a Thrift/Loan. 


Materials which bank is using in its newcomers program 


Intensive advertising campaign utilized all types of media to launch program 
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BRANDT 


MODEL 502 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Abbreviated Keyboard Type. Con- 
sists of two units, a coin dispenser and a sepa- 
rate, small, simplified keyboard. The keyboard 
unit may be placed apart from the coin dispenser 
unit anywhere in the teller’s work area. Lighter 
key pressure required than with manually oper- 


ated machines. Coins are delivered directly to 


customers by means of a delivery chute. 


products. 


MODEL 500 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Full Keyboard Type. Consists of two 
units, the same coin dispenser as the Model 502 
and a separate keyboard having a full range of 
keys, thus requiring the depression of only a 
single key to make a coin payment ranging from 
1¢ to 99%, inclusive. Keyboard may be placed 


anywhere, to suit the convenience of the operator. 








Brandt, the leader for over 70 
years, serves your complete coin 


handling needs with these fine 





MODEL 450 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Single Unit, Delivery Chute Type. 
Coin dispenser and keyboard combined into a 
single unit. Only one key is depressed to pay 
any amount from 1¢ to 99%, inclusive. Coins are 
delivered direct to customer by means of a de- 
livery chute. 


MODEL 250 BRANDT AUTOMATIC CASHIER. 
Similar to the Model 450 except that it is oper- 
ated manually instead of electrically. 





MODEL 350 BRANDT ELECTRIC AUTOMATIC 
CASHIER — Trap Door Type. The teller depresses 
a single key to make payment of amounts from 
1¢ to 99%, inclusive. Coins fall into a hopper at 
front of machine. A slight backward pressure on 
the trap door at the base of the hopper allows 
the coins to fall into the teller’s hand; coins are 
passed to the customer by the teller. 


MODEL 150 BRANDT AUTOMATIC CASHIER. 
Similar to the Model 350 except that it is oper- 
ated manually instead of electrically. 


MODEL SL BRANDT COIN SORTER AND 
COUNTER — Motor Driven. Sorts and counts 
mixed coins, pennies to half dollars, inclusive. 
Features “quick take-apart” construction permit- 
ting quick, easy access to many of the working 
parts. Auxiliary items such as stand, bagging 
attachments, built-on inspection pan and others 
for use with this machine can be furnished if 
they are desired. 


MODEL CHM BRANDT COIN COUNTER AND 
PACKAGER — Motor Driven. Handles all coins 
from pennies to silver dollars, inclusive. Mechan- 
ical improvements make for speedier packaging 
or bagging of coins with less effort. A number 
of auxiliary items including stand, crimper and 
others are available for use with this equipment. 
Hand operated machine is also available. 


Brandt also manufacturers a variety of coin storage trays 
as well as a complete line of coin wrappers and bill straps. 


Brandt® Cashier® 





— BRANDT AUTOMATIC CASHIER COMPANY e WATERTOWN, WIS. 


Established 1890 














Bank Sparks Restoration of Historical L.A. Monument 


By Robert Bergen 
Los Angeles Correspondent 








Mexican-Americans strolling the out- 
skirts of The Plaza, where the City of 
Los Angeles was founded in 1781 (and 
other Americans, too, if they believe no 
one is looking) often stop briefly to 
caress the unusual knob on the massive 
doors of one of the nation’s most 
unusual banks. 

The knob, hand wrought 250 years 
ago in Mexico in the shape of the Hand 
of Fatima, was brought to this country 
after a long and diligent search by the 
Bank of America, to adorn the door of 
its Pueblo de Los Angeles Branch. 

Legend has it that whoever touches 
this hand will be granted good fortune. 
And so it has worked out, for everyone, 
it seems, who has been in any way con- 
nected with the bank. 

Living monument. Bank of America’s 
Pueblo de Los Angeles Branch is a liv- 
ing monument to the kind of leadership 
that has made banking an integral part 
of almost every American community’s 
growth. 

Situated in a former slum that until 
recently was anything but economically 
dynamic, and founded purely on senti- 
ment, the branch nonetheless has sur- 
prisingly become a paying proposition. 
Joseph M. Chavez, Jr., officer in charge, 
reports that its assets have grown at 
the rate of 20 per cent per month from 
the beginning. 

Pueblo de Los Angeles Branch opened 
May 14, 1959, in a flourish of costumes 
that took participants back to the time 
when a group of soldiers and friars 
founded the City of Los Angeles on the 
site. 

Slum area. By 1926, when Christine 
Sterling saw the plaza for the first 
time, the area had degenerated into a 
slum, and she began to work toward 
restoring the birthplace of the city to 
a place of prominence. By 1953, the 
State Legislature established the Plaza 
as an historical monument and was later 
joined in the project by the City and 
County of Los Angeles. The entire area 
is now administered by Pueblo de Los 
Angeles, Incorporated, a non-profit or- 
ganization. Mrs. Sterling is the man- 


ager as well as its biggest booster. 

The idea behind the restoration was 
to lease the old buildings to companies 
that would restore them physically and 
authentically, and operate them accord- 
ing to their original purpose. Secure in 
this knowledge, Mrs. Sterling went to 
see Walter J. Braunschweiger, who is 
now retired but at the time was execu- 
tive vice-president at Bank of America. 

In explaining her problem, Mrs. Ster- 
ling pointed out that what was needed 
for the area was a company that would 
take the lead and set an example for 
others to follow. She added that a bank 
would serve as a catalyst in the area. 

Original building. Mr. Braunschweig- 
er didn’t hesitate. A building at 101 East 
Sunset Boulevard, one of the city’s 
original edifices, was selected. At the 
time it was the home of a small Chinese 
restaurant and a “Joke and Trick” shop. 

Ricardo Hopping, El] Pueblo’s art di- 
rector, was dispatched to Mexico for 
authentic building materials. In addition 
to the Hand of Fatima, he imported 
hand carved Zaguan doors, representing 
hospitality, four inches thick and weigh- 
ing 200 pounds each. The Mudejar tile 
of the lobby floor, in Spanish-baroque 
design, was hand painted and baked in 
clay ovens over wood fires in Guadala- 
jara, Mexico. 

The interior walls, stairs, furniture 
and fixtures are of ebenon and cedar 
from Chiapoas, Mexico. Ebenon is popu- 
larly called “ironwood” and is so hard 
that workers fashioning the custom- 
made furniture complained that it dulled 
their tools. 

Arms collection. Hopping and his 
helpers put together the largest all- 
Mexican arms collection north of the 
border and mounted it along one wall 
of the bank. The barrels of one brace 
of dueling pistols are inlaid with 24- 
carat gold. 

Hand-sewn baroque draperies, in the 
crimson and gold of imperial Spain, 
hang in royal folds as they do in the 
National Palace in Mexico; and the 
colorful flags of Latin America march 
in review, as one enters the bank, in 





JOSEPH M. CHAVEZ, JR. 


Hand gives touch of good fortune 


tribute to solidarity in the Western 
Hemisphere. Only employees who speak 
Spanish as well as English are em- 
ployed. 

Bank of America’s act of leadership 
was the spark that pushed restoration 
of the historic area off dead center, Mrs. 
Sterling said. “It gave us the heart to 
go ahead.” She noted that it also set a 
high standard for authenticity for the 
other restorations which she is sure 
will come. 

Success of the bank commercially sug- 
gests that Pueblo de Los Angeles will 
be the first historical monument in Cali- 
fornia to pay its own way. 

Mr. Chavez, still a little bewildered by 
it all, reports that 90 per cent of the 
business community surrounding the 
unique branch has “adopted” it. He sees 
no flattening out of its growth curve for 
some time to come. 

Sometimes, if you watch closely as 
Mr. Chavez locks up at night, you will 
see his fingers linger on the Hand of 
Fatima knob much longer than is ordi- 
narily required to merely close a door. 


Bank retains Spanish atmosphere in branch on site of founding of City of Los Angeles 


Building containing restaurant, joke and trick shop .. . 
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is transformed into functional and profitable branch 
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in Michigan and the Great Lakes area, 
knowing every business is our business 


Serving as banker, financial advisor and trust agent for all kinds of businesses in the Great Lakes area: Steel, Automotive, 
Heavy Industry, Chemicals, Pharmaceuticals, Trucks and Trailers, Machine Tools, Business Machines and many, many others. 


NATIONAL BANK OF DETROIT 


Member Federal Deposit Insurance Corporation 
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Jackson, Miss. Exposed brick walls, blue carpeting 

and walnut paneling blend in the interior design of 

the new Battlefield Park branch of the First National 
Bank. Drop ceiling is functional and attractive 


Tucson, Ariz. Valley National Bank’s remodeled Broadway 

branch presents a marked departure from convention interior 

design. The motif is called “Continental Italian”. Walls, ceil- 
ings, and furnishings carry a combination of patterns 








Bank Building Corporation of America 
Ellsworth, Kans. An unusual quarry tile floor is one of 
the features of the newly-remodeled Citizens State 
Bank. The mammoth vault door dominates the modern 
lobby. Drop ceiling bathes entire teller area in light 


Clayton, Mo. A recent expansion and remodeling program at the St. 

Louis County National Bank resulted in this large and beautiful 

lobby. New stand-up and sit-down check writing desks and addi- 
tional tellers stations add to convenience and bank efficiency 
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Ogden, Utah. The spacious lobby of the new Commercial 
Security Bank presents a striking example of beauty and 
convenience. Cast concrete grille panels, teak wood-faced 


counters and huge planters have been used effectively 








Bank Building Corporation of America 
Evansville, Ind. New headquarters office of the Citizens 
National Bank features a distinctive lobby design. A 
focal point in the unusual recessed lighting pattern. 
The tellers counter blends walnut and marble 


‘ Bank Building Corporation of America 
Leominster, Mass. The overhead strip lighting emphasizes 
the spaciousness of the Leominster Saving Bank’s new lobby. 
Comfortable furnishings and stand-up, sitdown check writing 
desks are features. Radiant system heats or cools 


The Cunneen Company 
Springfield, Pa, First Pennsylvania Banking and 
Trust Company recently completed this compact 
and modern office in the Springfield Shopping 
Center. Interior colors include tan and charcoal 


Burroughs Clearing House 
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HAMMERMILL SENTRY SAFETY 


ON THE FRONT 
SHOUTS OF YOUR CHECKS AND... 
a 


Printed by offset on Primrose Hammermill Sentry Safety 










































































@ New Hammermill Sentry Safety protects your checks on both sides. Now endorsers can relax, too. 


If ink eradicator is used to remove the writing on either side of a Hammermill Sentry Safety check, 
a rash of warning words—STOP*STOP+STOP-— pops out from the sensitized surface design. 


Demonstrate to yourself how Hammermill Sentry Safety protects your checks. Write your name 
on this insert and try ink eradicator on it. 


You can order Hammermill Sentry Safety in seven appealing colors and white. Ask your bank 
stationer for samples and more information. Or write to Hammermill Paper Company, Erie 6, Pa. 


HAMMERMILL SENTRY SAFETY the paper you can bank on 























Seven Banks Complete Remodeling and New Building Projects 


Continued bank growth seen in new and expanded customer facilities 















Geneva, Ala. Large spans of marble and glass face the new 

home of the Citizens Bank. Among the modern features of 

the building is the pre-stressed concrete roof, and a heat 
pump that is used as an air conditioner and heater 
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Portland, Texas. Precast white concrete panels, separated by 
aluminum stripping, present a striking exterior for the Port- 
land State Bank. Building site includes an off-street parking 
lot and drive-ways to serve drive-up tellers window 





Brooklyn, N. Y. Central bookkeeping and consumer credit 

departments are housed in this new Fulton street office of 

the Lafayette National Bank. Sheltered, drive-up windows 
have been included in this unusually shaped building 
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Fort Worth, Texas. The University State Bank was recently 
expanded to provide more room for the lobby and second 
floor. The addition included a new community room and 
added 5,500 square feet of space, plus a new entrance 
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Brattleboro, Vt. Extensive modernization of the Ver- 

mont National and Savings Bank gave the entire build- 

ing a facelifting. Yellow brick contrasts with Swedish 
imperial red granite and black granite base 
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Waltham, Mass. The main street office of the Newton- 


Waltham Bank and Trust Company has been com- 
pletely remodeled. Improvements included walk-up 
windows, and a rear entrance to the parking lot 
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Greenville, N. C. Stucco, Georgia marble, and North 

Carolina blue stone have been blended in the new con- 

temporary-styled main office of the Guaranty Bank 
& Trust Company. Overhang protects pedestrians 
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Every 
2 minutes... 
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' Every 
2 minutes... 





.-..a seller sells, a buyer buys in the big, high-speed government 
bond market at the Continental Bank 


We’re one of the largest and most active primary markets for U. S. Government Bonds La 
in the world. Every two minutes, here at the Continental, a transaction is completed. 

Phone us to sell, and chances are the sale will be made before you hang up. Phone us 
to buy, and we’ll probably have what you want right at hand, or certainly very close by. 

Our correspondents use this market freely. So do their customers. Why don’t you? Just 
phone the Continental—STate 2-9000, Chicago. 


CONTINENTAL DLLINOIS 


NATIONAL BANK AND TRUST COMPANY OF CHICAGO Member F.D.I.C., 
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Lobby display graphically 
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explains the WPNB sales concept and how it is implemented 


(reating a Sales- Minded Bank 


Instead of imposing a selling program on an existing staff 
this bank’s first step was to select sales-minded personnel 


OR years, banks have been open- 

ing suburban offices in order to 

keep pace with population 
growth. Consequently, it may seem 
surprising to see a bank which origi- 
nated in a suburb open an office in 
the “central city.” 

This reversal of the usual trend 
was accomplished by Western Penn- 
sylvania National Bank, which start- 
ed in suburban McKeesport, Pennsyl- 
vania, 89 years ago, and expanded 
into Downtown Pittsburgh. And be- 
hind this amazing success story is 
a carefully developed sales program, 
which is also a reversal of the usual 
trend. 

The average bank starts a sales 
program by seeking to install sales 
orientation into their existing staff. 


September, 1960 





By 
HARRY V. ODLE 


Editor, Burroughs Clearing House 


However, the WPNB sales pro- 
gram is unusual because it started 
first with personnel, and only re- 
cently was formalized into a sales 
program by that name. 

Now the third largest bank in the 
Pittsburgh area and ninth largest 
in Pennsylvania, WPNB started as 
First National Bank of McKeesport 
in 1871. 

Early in the fifties, it had only one 
office and total assets of $30,181,336. 
Now, WPNB has total resources of 
more than $200,000,000 and 24 com- 
munity offices. The newest office is 
the one in Pittsburgh’s Golden Tri- 


angle. It is located in the H. K. 
Porter Building, one of Pittsburgh’s 
spanking-new all-steel skyscrapers. 

Now, after proving the success of 
its formula, WPNB has officially 
designated a “Sales Department,” 
complete with sales manager and re- 
gional sales offices. 

“We started first with the ingre- 
dients of the program, and named it 
last,” says Thomas M. Watt, execu- 
tive vice president, who has been 
sales manager until last month. 

Western Pennsylvania National’s 
first step toward a successful sales 
program was to create apparatus for 
selection of sales-oriented personnel. 

“Then with a staff already strongly 
oriented to the sales approach, we 
determined to identify our selling 
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Aptitude tests help bank pick sales-oriented employees 


efforts as a sales program to help 
both our staff members and our cus- 
tomers better understand what the 
bank is trying to accomplish,” Mr. 
Watt explained. 

Applicants seeking positions at 
officer level are given a battery of 
psychological tests that extend over 
three days. Major consideration is 
given in the tests to the applicants’ 
customer contact capabilities. The 
bank also uses psychological tests 
drawn up by consultants to test non- 
officer applicants. Thus, in the eight 
years that this testing has been used, 
WPNB developed a staff of people 
who are highly sales-oriented. 

To illustrate the sales-mindedness 
of the WPNB staff, Mr. Watt de- 
scribed a typical promotion for the 
opening of a new office (five were 
added during 1959). 

In addition to heavy newspaper 


Through a highly aggressive program, WPNB is constantly “making news” 


Display shows numerous publication references to the bank 


and radio advertising, Public Rela- 
tions & Marketing Director R. J. 
Casey sent letters to 8,000 residents 
of the area, with a return card en- 
closed. The recipient was asked to 
answer a few “market research” 
questions. More than 1,600 cards 
were returned, for an outstandingly 
successful direct mail campaign. (Al- 
though the Public Relations Depart- 
ment is separate from the Sales De- 
partment, they work together very 
closely. Mr. Casey is a member of the 
sales committee. ) 

For weeks prior to the opening, 
the manager of the proposed office 
and other representatives called on 
businessmen in the area, seeking 
their accounts. 

Then, on the Saturday before the 
opening, an “invasion team” of 86 
male employees of the bank con- 
ducted a house-to-house canvass of 





the area. The team, representing 41 
per cent of WPNB’s male employees, 
was recruited with only one memo 
circulated among all officers—graph- 
ically illustrating the sales orienta- 
tion of the bank’s staff. “We have a 
lot of ‘eager beavers’,”’ Mr. Watt said. 


FTER a luncheon and “pep talk” 

by President M. A. Cancelliere, 

the team members visited 887 homes 

in the Pleasant Hills Area, to tell the 

residents that the new bank facility 
would soon be available. 

There were 1,400 people in attend- 
ance on opening day, and within a 
few months the new office had to have 
additional personnel because of the 
volume of business. 

Now that the Pleasant Hills Office 
has been launched, the manager is 
“on his own” because WPNB believes 
in local autonomy. Each manager is 
thoroughly trained before he receives 
his assignment, then is given free- 
dom of action. He can and does make 
his own decisions, without unneces- 
sary red tape. Because of this system, 
the bank says it has no “branches” 
in the usual sense. The various com- 
munity offices—including the origi- 
nal one—are equals in status and 
authority. 

Mr. Cancelliere, author of this 
“community banking concept,” con- 
siders that this is the reason for 
WPNB’s success in the sales field. 

“We feel that there is no ‘secret 
formula’ for a successful sales pro- 
gram,” he states. “As we see it, the 
program depends on two basic fac- 
tors, hard work and good organiza- 
tion. We do not believe in sporadic 
contests, giveaways, etc. We feel that 
our program is a long-range per- 
manent part of our organization. We 
therefore do not look for anything 
but long-range results. 


in its area 


Parade focuses attention on opening of Drive-Thru office 
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Fred Masten, Jr., points out a home visitation route to 
homas Watt, executive vice-president 


Calls spark sales program 


“Our concentration on organiza- 
tion enables us to structure the bank 
in a manner which gives our com- 
munity office managers great free- 
dom of action with sufficient time to 
concentrate on sales. Thus our plan 
of organization may be considered 
the keystone of our sales program.” 

He explains that managers are 
relieved of routine administrative 
duties, such as supervision of book- 
keepers. Bookkeeping is being taken 
over by three regional electronic 
bookkeeping centers, and accounting 
is gradually being taken-over by the 
bank’s new data processing center. 

“Whenever possible, we try to re- 
lease our top salesmen (our man- 
agers) from operations work,” Mr. 
Cancelliere adds. 

WPNB managers are backed-up 
by a central “pool” of specialists, 
including credit men, and by local 
advisory boards. Members of the 
advisory boards are considered part 
of the bank’s sales team, and as such, 
they attend regular meetings at 
which they are given “ammunition” 
by some member of the bank’s man- 
agement committee. 


HE management committee (com- 
posed of the president and nine 
department heads) meets every Mon- 
day to discuss the bank’s program 
and policies. Each member is as- 
signed to attend one or more advi- 
sory board meetings each month. 
Many of the bank’s community 
office managers are products of the 
bank’s officer development program, 
in which each trainee receives sev- 
eral years of intensive training. 
Trainees are rotated among the vari- 
ous departments of the bank, and 
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Two employees visit home, extend an 
invitation to opening of bank office 


also serve in the Sales Department. 

Now that the sales program has 
been formalized, officers participat- 
ing must file written reports on 
every call. 

All officers classify their calls in 
one of three categories: 1. the cus- 
tomer who is now using all the bank’s 
services that he needs; 2. the cus- 
tomer who is using only part of the 
available bank services, and 3. the 
prospective customer. 

The bank hopes to have completed 
well over 4,000 calls during the cur- 
rent year. Subsequent periods will 
demand even more calls as more pros- 
pective customer names are added to 
the rolls. 

The master lists were compiled 
from checking account customers 
plus those customers who our man- 
agers believed represented great 
potential to the bank. The lists were 
prepared in the sales department and 
reviewed by the local manager for 





On the run, eager members of a WPNB “invasion force” 
embark on house calls prior to new office opening 





call team, greets local resident 


any desired additions or deletions. 

Managers know that sales calls are 
as important as any other phase 
of community office management. 
Proper scheduling of the call pro- 
gram is the most critical area for an 
office manager. 

The sales manager and Fred C. 
Masten, Jr., his assistant, review the 
call reports and give the managers 
assistance where needed. 

The sales department is centered 
at the new Porter Building Office, 
and the bank also has located a trust 
office there. This is especially con- 
venient, since Allegheny County’s 
Courthouse is only three blocks away. 
More than 2,000 lawyers have offices 
in the vicinity. 

Less than a mile away, another 
WPNB facility, the Washington 
Trust Office, will soon be razed as 
part of Pittsburgh’s Lower Hill Re- 
development Program, but the bank 

See A SALES-MINDED BANK—Page 111 
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President M. A. Cancelliere serves on 





Meeting will air current problems, 


consider constitutional changes, 
and offer Manhattan festivity 


In to New York 
OF AD'S COMENTHO! 


OME 8,500 bankers and their 
wives will soon converge upon 
Manhattan and its many attrac- 

tions, as the 86th annual convention 
of the American Bankers Association 
gets under way September 18. 

The four-day meeting will call for 
some quick shifts in scenery as the 
delegates scurry around to attend 





SEE COVER: This striking view 
includes new skyline addition, The 
Chase Manhattan Bank’s mammoth 
new head office, towering in the 
center * of the Wall Street section 





convention sessions, visit friends 
and correspondents, and take in the 
entertainment highlights. It will be 
the sixth time the A.B.A. has held its 
annual conclave in New York City. 
The Waldorf-Astoria will be the 
focal point for much of the activity, 
but the Commodore Hotel, the Hotel 
Roosevelt, the Belmont Plaza and the 
Astor are also being pressed into 
service, for some of the meetings. 
Among the top-flight speakers 
who will address the delegates are: 
W. Randolph Burgess, United States 
Ambassador, North Atlantic Treaty 





Organization, Paris, France; Dr. 
Felipe Herrera, president, and Rob- 
ert Cutler, United States executive 
director, the Inter-American De- 
velopment Bank, Washington, D.C.; 
John J. McCloy, chairman of the 
board, the Chase Manhattan Bank, 
New York City; Dr. Gabriel Hauge, 
chairman of the finance committee, 
Manufacturers Trust Company, New 
York City; and John W. Remington, 
the outgoing A.B.A. president. 

Mr. Remington, who is also presi- 
dent of the Lincoln Rochester Trust 

See THE A.B.A. CONVENTION—Page 108 


MANHATTAN MELANGE ... Some familiar sights for A.B.A. delegates as they mix pleasure with business 


Clockwise from left: Theater row, Waldorf, Rockefeller Center, Idlewild, boat tour, Statue of Liberty, Fifth Avenue 
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PROGRAM—8é6th ANNUAL CONVENTION, 


MONDAY, SEPTEMBER 19, 1960 


Savings and Mortgage Division: 


Hotel Roosevelt, Grand Ballroom—10:00 A.M. 


Address of the President: “Competition and the Changed 
Concept of Savings” 
Louis S. Finger, President, Andover Savings Bank, 
Andover, Massachusetts 
Symposium: “Banks Can Win in Savings Competition” 
Address: “The Savings Market” 
Robert W. Sparks, Banking Consultant, New York 
City 
Address: “How to Compete with Credit Unions” 
Roger L. Currant, President, Fall River National 
Bank, Fall River, Massachusetts 
Address: “How to Compete with S & L’s” 
S. Edgar Lauther, President, Irwin Union Bank and 
Trust Company, Columbus, Indiana 
Address: “Modern Approach to Savings Competition” 
Dr. James B. Cohen, Assistant Dean in Charge of 
Graduate Studies, Bernard M. Baruch School of 
Business and Public Administration, The City 
College, New York City 


State Bank Division: 


The Waldorf-Astoria, Grand Ballroom—10:00 A.M. 


Address of the President 
Harry Eaton, President, Twin Falls Bank and Trust 
Company, Twin Falls, Idaho 

Address: “There Is a Way Home” 
The Honorable Robert E. Smylie, Governor, State of 
Idaho, Boise, Idaho 

Remarks: 
Dick Simpson, First Vice-President, National Associ- 
ation of Supervisors of State Banks, and Bank Com- 
missioner of Arkansas, Little Rock, Arkansas 


National Bank Division: 


The Waldorf-Astoria, Grand Ballroom—2:00 P.M. 


Address of the President 
John S. Coleman, Chairman of the Board, Birmingham 
Trust National Bank, Birmingham, Alabama 
Remarks: 
The Honorable Ray M. Gidney, Comptroller of the 
Currency. Washington, D. C. 
Address: “How It Looks to an Ex” 
General Kenneth C. Royall, Senior Partner in the law 


firm of Royall, Koegel, Harris & Caskey, New York 
City 


Trust Division: 


Belmont Plaza Hotel, Moderne Room—2:00 P.M. 


Greetings 
Robert M. Lovell, Chairman, Trust Division, New York 
State Bankers Association, and Senior Vice-President, 
The Hanover Bank, New York City. 

Address of the President 
Charles W. Hamilton, Senior Vice-President and Trust 
Officer, The National Bank of Commerce, Houston, 
Texas 

Address 
Robert N. Hilkert, First Vice-President, Federal Re- 
serve Bank of Philadelphia, Pennsylvania 


TUESDAY, SEPTEMBER 20. 1960 


First General Session: 


The Waldorf-Astoria, Grand Ballroom—9:15 A.M. 


Call to Order 
John W. Remington, President, American Bankers As- 
sociation, and President, Lincoln Rochester Trust 
Company, Rochester, New York 


AMERICAN BANKERS ASSOCIATION 


Greetings 
William S. Gray, President, New York Clearing House, 
and Chairman of the Board, The Hanover Bank, New 
York City 

Address of the President 
Mr. Remington 

Address: “Commercial Bank Preparedness for Emergency 
Operations.” John J. McCloy, Chairman of the Board, 
The Chase Manhattan Bank, New York City 

Election of Officers 

Address: “Does Money Really Matter?” 
Dr. Gabriel Hauge, Chairman of the Finance Commit- 
tee, Manufacturers Trust Company, New York City 

Consideration of Proposed Constitutional Changes 


WEDNESDAY, SEPTEMBER 21, 1960 


Second General Session: 


The Waldorf-Astoria, Grand Ballroom—9:15 A.M. 


Call to Order 
Mr. Remintgon 

Addresses: “The Inter-American Development Bank” 
Robert Cutler, United States Executive Director, The 
Inter-American Development Bank, and 
Dr. Felipe Herrera, President, The Inter-American 
Development Bank, Washington, D.C. 

Report of the Resolutions Committee 

Inauguration of Officers 

Address: “New Economic Horizons” 
The Honrrable W. Randolph Burgess, United States 
Ambassador, North Atiantic Treaty Organization, 
Paris, France 


AGRICULTURAL BREAKFAST 


Monday, September 19, 1960 


Commodore Hotel, Century Room—8:00 A.M. 


Call to Order 
John H. Crocker, Chairman, Agricultural Commission, 
American Bankers Association, and Chairman of the 
Board, Citizens National Bank, Decatur, Illinois 
Address: “A Banker’s Responsibility to the Changing 
Needs of Agriculture” 
Archie K. Davis, Chairman of the Board, Wachovia 
Bank and Trust Company, Winston-Salem, North 
Carolina 


ENTERTAINMENT—LADIES' PROGRAM 


Sunday, September 18, 1960 


4:30 P.M.—Reception, The Waldorf-Astoria, Grand Ball- 
room 

9:00 P.M.—900 seats available for Radio City Music 
Hall 


Monday, September 19, 1960 


12:30 P.M.—Ladies’ Luncheon and Fashion Show, The 
Astor, Ballroom 

12:30 P.M.—Boat tour of New York Harbor 

9:00 P.M.—900 seats available for Radio City Music 
Hall 

Evening—1,500 seats available for Ice Show, Madison 
Square Garden 


Tuesday, September 20, 1960 


12:30 P.M.—Ladies’ Luncheon and Fashion Show, The 
Astor, Ballroom 

12:30 P.M.—Boat tour of New York Harbor 

8:00 and 10:00 P.M.—Musical Revue, The Waldorf- 
Astoria, Grand Ballroom 
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This bank has found a motivation key 
by hinging the year-end bonus toa 
14-point rating of staff members 


LAVAL MG PROPTT-SHARING 
WET PERFOR MANGE 


By 
DWIGHT J. TOWNSEND 


Vice-President, The Barnitz Bank, 
Middletown, Ohio 


HERE is little doubt that, in 

banker’s heaven, every bank em- 

ployee is accurate, smiling, help- 
ful, cooperative and_ salesminded. 
Unfortunately, live bankers are not 
always so lucky. Employees with a 
perfect combination of efficiency and 
personality are notoriously hard to 
come by. All too often the most effi- 
cient teller does not have a ready 
smile, the smiling receptionist is curt 
with other staff people, and the good 
salesman is snail slow with routine 
work. 

Assuming that the shortcoming in 
an employee is far outweighed by 
his good qualities and there is no 
question of replacing him, the prob- 
lem becomes one of what to do. Indi- 
vidual conferences and management 
guidance can of course often work 
out a specific problem. The grumpy 
employee is spoken to, the shy are 
encouraged, the lazy seller is paid 
for his efforts through contests and 
incentives. But these are largely 
mechanical solutions to surface 
problems. 

Most bankers realize that the basic 
problem is how to stimulate staff 
people to see their own importance 
in the organization, to feel they have 
a stake in the bank, and to realize 
that their own future depends on the 
bank’s future—in a word, to “care” 
about the bank as more than just a 
job. It is only then that a person 
starts to search for ways to improve 
his own performance, begins to show 
real enthusiasm and_ voluntarily 
solves many of his own problems. It 
is one thing to lecture people at regu- 
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From left to right: William W. Raines, vice-president (Operations) ; 


Miss Louise Crosthwaite, teller; 


Vice-President Dwight J. Townsend 


Ratings are followed up with individual conferences 


lar staff meetings on the value of 
good customer relations, and some- 
thing else again to build a real desire 
in them to give that kind of service. 

In our bank we have tried to moti- 
vate our people to have a genuine 
interest in the bank’s performance 
and progress by literally sharing 
with them the results of their effort. 
If a bank is, as we are fond of say- 
ing, people, it seemed to us that every 
person on our staff must make a 
direct contribution—large or small 
—to the bank’s income. Then why 
not have each staff member share in 
the bank’s profits in proportion to 
the contribution he has made in earn- 
ing that profit? Using this concept, 
we developed a profit-sharing pro- 
gram based on staff performance 
ratings. 

Now, of course, neither profit- 
sharing nor performance ratings are 


anything new. Our bank had had a 
profit-sharing bonus plan for almost 
twenty years along with thousands 
of other banks. But, like most others, 
we paid this money out to the em- 
ployee in the form of a Christmas 
gift based on a percentage of his 
salary. 

In years past, when many of to- 
day’s medium-sized banks such as 
ours were quite small with very few 
employees, this type of profit-sharing 
was no doubt effective. Staff mem- 
bers had a family feeling and a per- 
sonal interest in the organization 
merely because the group was small. 

But as banks and their employees 
groups have grown in size, such an 
automatic bonus offers little incen- 
tive to the employee. It is all too soon 
taken for granted and the staff 
annually sees the coasters receive the 
same percentage as the go-getters. 


Burroughs Clearing House 
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Our bank has doubled in size in 
the past ten years, our one office has 
grown to three, and our staff has 
tripled. And not only the bank has 
changed. We have found that today’s 
young people, who after all make up 
the bulk of bank staffers, seem to be 
mentally asking the question, “What 
does it mean to me?” more often than 
formerly. Against this background, 
the automatic percentage bonus 
seemed to have turned into little 
more than a gesture. 

Our plan for tying profit-sharing 
to performance is based on a fairly 
standard rating program. Each staff 
person is rated every quarter by 
three supervisory people. In assign- 
ing raters, we attempt to achieve a 
balance of point-of-view. One of the 
raters is the employee’s immediate 
superior, at least one must be a 
senior officer of the bank and at least 
one a member of the Public Relations 
Committee. Naturally in some cases, 
a single person fills more than one 
of these qualifications. 


HE employee is rated on fourteen 

characteristics, with five possible 
levels in each. Six additional char- 
acteristics are added for supervisory 
people. All the rater has to do is 
check the appropriate box on the rate 
sheet to give his appraisal of each 
characteristic. The sheets are then 
collected together and scored. Each 
category is graded separately 1, 2, 3, 
4 or 5 depending on the level checked, 
and the scores for all three sheets are 
averaged together. 

After ratings are made, we follow 
up with individual conferences with 
half of our staff. We alternate the 
half which has conferences, meaning 
that each employee has a chance to 
see and discuss his ratings twice a 
year. 

Early in December, the scores for 
the year’s ratings are averaged to 
get the average rating for the year. 
Employees are then placed in one of 
three groups: those with scores of 
4.0 or above, excellent; 3.2 to 3.9 
good; and below 3.2 fair. If the 
average for any individual is very 
close to the dividing line, the four 
quarterly scores are studied for a 
pattern of improvement or decline in 
performance during the year. If the 
scores show a rising pattern, the per- 
son is put in the higher group; if a 
falling pattern, in the lower group. 

The method in which the actual 
profit-sharing fund for employees is 
created depends, of course, on the 
particular bank, but it seemed to us 
important that it actually be tied to 
the operating income if we were to 
have a true incentive program. If a 
set dollar amount was established 
each year by management, the profit- 


September, 1960 











ENT 



































THE BARNITZ BANK 


S and that the Kew 






MIDDLETOWN - OHIO 


December 19, 1959 


compensation for 


ined by our rating een — ae 
the amount of extra 
receives more truly 


cram. By means 
compensation 


reflects his 


ition, it gives whe Progress during 


ry one of us the 


11 have the ha 
Ppi- 
Year will bring 


With personal regards, 


a rN Dear Ruth, 
iggy ee en phon learning 
methods, adaptability to 7 am happy to e 
oes. nelose your extra 
Aa As you know 
a fund ch» re R oe share of the bank’ 
hand, effort, + Program, 
Ss : ch each Person 
ndividual contri 
Sirecton, "make the year, In add 
es Opportunity to en 
own efforts, 
A Consider prompt action’ 
iheamate I want you to know tha 
work our starr a ne. 
Apuiry mant © and philoso . See Sole 
ce = convey our bank; we en 
year. If we all 
t 
ae ahead, I > dine 
SALES EFFORT n arger profit-sharing tT 
bank a > end of 1960, ss i 
It is my hope that yo 
JUDGMENT - est of Christmase ane (aot et 
lems and sound many 
fre ‘nd reek snaly good things to you. 
oer aie Wied 
to 
plan work. 
LEADERSHIP 
Consider ability to 
structions and see 
followed. 
ke a ee 
WRITTEN 
Consider ability to w 
ive letters, reports, 





Cenersty_setee ‘gar, mete, “ast fo catepsied, Be G66: 


ee 


Oo 3 ee 








wer broadened repenainig? fecine't “pam te shar aed spoil "and ace euarely 
as D Oo oO a ew s+ 
UNDERSTANDING OF POLICY 2 


Steere Reyer 


o 5 








«Se 


Rating form used, and the letter accompanying last year’s check 


sharing would not reflect the efforts 
of the staff. Our directors, therefore, 
set up a formula which makes the 
amount earmarked for profit-sharing 
a percentage of our operating income 
after providing for reserve and a 
predetermined rate on total capital 
funds. 

The computing of the dollar profit- 
sharing paid to an individual em- 
ployee takes into consideration both 
his job performance as indicated by 
his rating and his salary level. It 





seemed to us that profit-sharing 
should be equated in some way to 
base salary or the newer, lower- 
salaried employees would receive a 
disproportionate share of the total 
and penalize the older, more estab- 
lished people. 

In our operation, the amount of 
total profit-sharing fund is divided 
by the total annual payroll for the 
staff, and the result X $100 is called 
“one share.” Thus, if the fund avail- 

See PROFIT-SHARING—Page 106 
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Dallas Federal’s problem: to keep pace physically and policy-wise with a breathtaking decade 


Meeting the Challenge 


UR association, like the entire 
savings and loan system, seems 
to be in the middle of a great 

upsurge. This is borne out by the 
extremely rapid expansion of the past 
10 years and by the widely antici- 
pated increase in family formations 
projected for the years ahead. 

Take the case of our own associa- 
tion’s asset figures. At the end of our 
first 30 years, from 1919 to 1949, our 
assets were $21,000,000. In the next 
10 years, from 1949 through 1959, 
we went to $127,000,000. And it cer- 
tainly does not seem improbable that 
our rate of future growth will be 
more in keeping with the recent past 
than with that of our earlier days, 
even though it may possibly be 
slower. 

On the national scene, as financial 
people know, savings and loan sys- 
tem assets were $10-billion in 1945. 
Currently, they are at the $60-billion 
mark and the national forecast is for 
$100-billion by 1965. 

There is no denying the fact that 
this matter of rapid growth has pre- 
sented, and still presents, a challenge 
to our association, as it has to others, 
in providing expanded services and 
facilities, in following sound manage- 
ment policies, in public relations, in 
accounting and in personnel. The best 
way to tell how we have been meeting 
that challenge is to give the reader 
a closer look at our background and 
our operation as it stands today. 


4t 


Much of the credit for our success 
must go to our chairman of the board, 
Edward E. Shelton, as the associa- 
tion’s founder. After acquiring ex- 
perience in a former Dallas building 
and loan association, Mr. Shelton 
decided that he would organize a new 
association with which he could serve 
in an executive capacity. He pre- 
vailed upon one of the city’s leading 
attorneys to head the organizing 
group as president, while he took the 
post of vice-president. He likewise 
prevailed upon a number of distin- 
guished business men and citizens to 
serve as directors. The new venture 
began as the Dallas Building and 
Loan Association in 1919. It con- 
tinued under that name until 1941, 
when the name was changed to the 
Dallas Federal Savings and Loan 
Association. Mr. Shelton became 
president in 1936, served as both 
president and board chairman until 
1958, since which time he has served 
as board chairman. 

He is deservedly proud of the fact 
that the association has continuously 


operated under the original concept 
of a savings and loan association, 
that it has never closed its doors, 
that it continued to pay dividends 
to shareholders during the depres- 
sion of the 1930’s with its capital 
unimpaired, and that it has subse- 
quently become the oldest association 
in Dallas and also the largest in the 
state. 

Mr. Shelton has served on the 
boards of many Dallas business and 
financial firms, including the board 
of First National Bank in Dallas, 
and is a strong advocate of partici- 
pation in community activities, both 
for himself and other members of 
the association. “If you make a suc- 
cess in a community,” he has said 
many times, “you’re obligated to con- 
tribute in every way to your com- 
munity’s life. You’d be ungrateful if 
you didn’t. There is more satisfac- 


By 
LLOYD S. BOWLES 


President, Dallas Federal Savings and 
Loan Association, Dallas 1, Texas 
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Two of the reasons for the association’s savings expansion 


Catapulting Growth 


tion in serving your fellow man than 
in attaining great wealth.” 

Our association’s first quarters 
were located in the heart of down- 
town Dallas, where it occupied a 
three-room office. In 1936, and again 
in 1949, the offices were moved to 
larger quarters. In 1957, we added 
our own new 17-story building to 
the downtown skyline, utilizing three 
of the 17 floors for our own opera- 
tion. 

The new building is of structural 
steel, with blue-green porcelain and 
gray enamel blocks set on a granite 
base. A cast terrazzo grill, 18 feet by 
four inches, rises 208 feet from the 
base to the top of the building at 
the right of the main entrance. This 
is illuminated with soft light at 
night. An adjacent, seven-story park- 
ing garage with direct entrances to 
our building provides ample parking 
facilities for our customers and 
tenants. 

Our customers’ lobby is the most 
important feature of our main floor. 
It contains a new accounts desk, an 
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information counter, a continuous 
line of teller windows, and spacious 
accommodations for the comfort of 
customers. 

In 1951, we established a branch 
office in suburban Preston Center, 
in 1952 a branch in Oak Cliff and 
in 1953 one in Casa Linda. Since be- 
ing established, all three branches 
have outgrown their original quar- 
ters. The Oak Cliff office has been 
completely remodeled, new equip- 
ment installed to expedite all services 
and a drive-in window provided. 
The Casa Linda branch has since 
moved to a more prominent location 
and its space doubled. 

Then, last year at Preston Center, 
with its business already at the 
$28,000,000 figure, we moved into 
our Own, new, modern two-story 
building, where we have not only 
sufficient space to grow but to pro- 
vide office space for four tenants. 
Features of the new office include 
covered parking, a drive-in window, 
and a_ doubled-in-size community 
service room with a modern, all-elec- 


tric kitchen for the use of clubs and 
civic organizations. 

Where the old community room 
seated 100 people, the new one seats 
200 and can be utilized by one or two 
groups at the same time. It is note- 
worthy that the former room was be- 
ing used by some 20,000 people an- 
nually. Sometimes the new room is 
used by as many as three groups a 
day. One of the groups that has been 
a regular user for many years is the 
North Dallas Real Estate Board. 
Besides the benefits of having the 
service used by groups such as this, 
it has been the source of hundreds 
of savings accounts. 

Behind our program of maintain- 
ing modern attractive quarters is 
our firm conviction that people want 
to do business with a concern that 
looks prosperous. We had a good 
example of this a couple years ago 
when we decided at that time to re- 
duce our dividend rate. A customer 
withdrew $25,000, did some shopping 
around among associations paying 
higher rates and then returned with 
the observation that our quarters 
looked more stable and that he 
thought his money would be safer 
with us. There is no doubt in our 
minds that our new building in 
Dallas and our modern branches have 
resulted in a great boost to our busi- 
ness, as well as to the savings and 
loan industry throughout the South- 
west. 

We preach home ownership and we 
believe that an investment in our 
own buildings, where that is feasible, 
is cheaper in the long run than pay- 
ing rent. Not only does it increase 
the value of our business in our com- 
munity, but it is an investment of 
financial gain in providing office 
rentul space. 

Just as attractive quarters create 
a favorable impression in the minds 
of customers and the public, so do 
other policies and attitudes of man- 
agement. As an illustration, let us 
refer again to the matter of our 
dividend rate. It has never been our 
policy to try to grow fast by bidding 
for business on a rate basis. To us, 
that represents an idea that has been 
oversold, both in our own area and 
other parts of the country. Fast 
growth with a corresponding reduc- 
tion in reserves does not appeal to 
us. Our current annual dividend rate 
is four per cent. We would rather 
have our customers think of it as a 
conservative rate and of us as a con- 
servative institution than otherwise. 

At the same time, we think it is 
the function of our management, to 
keep our reserves and our income 
and expenses in such condition that 
we can make changes without delay 
when they are indicated. Sure, a 
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Seated, from left: 


Leaders behind Dallas Federal’s sound progress 


raise in dividend rate or a drop in 
the loaning rate is a blow, but that is 
why we are here. 

On one subject, 
rabid. That is the matter of cus- 
tomer service, and this applies 
whether we are doing business with 
a home loan customer or a savings 
customer. In either case, we extend 
prompt, courteous service and we let 
the customer know, in no uncertain 
terms, that we appreciate his busi- 
ness. We do not believe in ever giv- 
ing the customer the impression that 
we are doing him a favor. In our 
public relations work and in our ad- 


we are almost 


E. E. Shelton, board chairman, and 
President Bowles. Standing: R. D. Butler (left), controller; 
Wm. C. H. Jackson, secretary-treasurer 


vertising, we make 
it a point to tell 
prospective cus- 
tomers how and 
why they will bene- 
fit from our serv- 
ices, not how old 
and how great we 
are. 

In our advertis- 
ing budget, we pro- 
vide for member- 
ship in the Savings 
and Loan Founda- 
tion, the industry’s 
arm for presenting 
the savings and 
loan story on a 
national basis. 

Our own adver- 
tising represents a 
continuing pro- 
gram under’ the 
direction of an ad- 
vertising manager. 
It includes the use 
of newspapers and television, letters 
to customers and prospects, direct 
mail folders and announcements, and 
internal promotion material. Our 
advertising manager participates in 
internal promotion activities and 
also devotes a share of her time to 
civic affairs as the occasions arise. 

We offer a wide variety of savings 
plans, developed to meet both the 
general and specific needs of the 
public. It happens, as this is written, 
that we are preparing to announce a 
new plan on which we have been 
working. We are describing this new 
one and also our other widely-diver- 





sified savings plans briefly below: 

1. Standard Savings Plan. This is 
our standard passbook plan which 
may be started with as little as $5 
and into which payments may be 
made at will, with dividends added 
every six months. 

2. Automatic Savings, Draft Plan. 
As the name implies, this is a plan 
calling for regular payments of 
specified amounts at specified in- 
tervals. On the dates established, the 
association draws drafts on the cus- 
tomer’s bank as directed. Dividends 
are added every six months. 

3. Investment Share Plan. In this, 
certificates are issued to customers 
in round sums of $100 to $10,000 and 
dividend checks are mailed to certifi- 
cate owners twice a year. 

4. Payroll Savings Plan. This is 
a plan in which arrangements are 
made with business firms for regu- 
lar payroll deductions of specified 
amounts for employees and trans- 
mitted to the association with em- 
ployee’s passbooks. Dividends are 
added regularly. This is a compara- 
tively new plan that has met with 
good interest where it has been pre- 
sented. 

5. Junior Savings Club. This plan 
is open to boys and girls under 15 
on minimum starting savings of $5 
and any amount thereafter, with 
dividends added. This is a very popu- 
lar plan and has 3,400 members 
enrolled. Each receives a welcoming 
letter, a T-shirt, a membership card, 
regular birthday greetings and peri- 
odic invitations to theatre parties. 

See CATAPULTING GROWTH—Page 112 


Attractive quarters help to create favorable impact on public, aid staff relations 


Lobby view at main office, showing reception area in center 
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Section of staff lounge and cafeteria 
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Mr. Clutchbill’s gracious and courtly bow quickly melted the European-bound ladies 


Calling a S60000 Tune 


The cagy Ferndale National director plays a cat-and-mouse 
game in a desperate move to hold a wealthy widow's deposit 


T has been unraveled from the 
ancient Greek that when any un- 
toward event threatened the city 

of Pedasus, the priestess of Athena 
there was likely to grow a beard. 

It is marvelous how the future is 
announced by signs. For a month 
Director Clutchbill of the Ferndale 
National Bank had been carrying a 
hen’s wishbone in his left-hand vest 
pocket. 

Summer had opened and seemingly 
swallowed the deposits of the bank. 
The villagers of Ferndale were draw- 
ing out their balances and buying 
from hand to mouth. 

Then, without a honk of warning, 
$60,000 flew into the door of the 
Ferndale National and perched with 
a nervously jerking tail. Director 
Clutchbill had instantly seen that it 
was nct one of those birds you can 
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bring to bag with a tomahawk or 
musket. Far from it. Only a snare, 
a fine silken net, would take the game. 
But how to throw the net? Time was 
precious. 

It is important we first take a 
quick observation with Mr. Clutchbill 
of this peculiar $60,000 and its own- 
er. The enchanted sum had been 
originally salted down in the fishing 
archipelago of Boston. Its present 
owner was Mrs. Amelia East, the 
widow of a wine merchant who had 
died of heart failure. Beset by an 
attack of hay fever, Mrs. East had 
come up into the mountains of Fern- 


By 
FRED COPELAND 
Illustrated by Chas. Herzog III 


dale to shake off the malady at the 
home of her sister-in-law, a comfort- 
able, brown-eyed widow, and one of 
the social grenadiers of the village. 
Shortly after Mrs. East’s arrival a 
real estate deal had gone through and 
proceeds of $60,000 had been for- 
warded. Mrs. East allowed the Fern- 
dale National to collect and hold the 
funds until she could return and in- 
vest them with her bankers in Bos- 
ton. About a week after the arrival 
of the funds, the mountain air had 
fetched a cure in Mrs. East, a situa- 
tion often peculiar to the disease, and 
the two ladies had decided suddenly 
to go to Europe, a trip they had often 
talked over in past summers. When 
this was announced, Director Clutch- 
bill knew Mrs. East would never 
weigh anchor until the $60,000 was 
See THE DEPOSIT AMBUSH—Page 115 
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Survey provides ideas on how banks 


are trimming costs by purchasing. 
inventory control, techniques 


llow Banks are Stre(ching 
Their Supply Dottars 


HE country banker who is not 
keeping at least one wary eye 
on the traffic of items in and out 
of his bank’s stockroom is missing an 
excellent opportunity to trim his 
operating costs. His big-city cousin 
has already tackled the problem and 
is reaping rewards for his efforts. 
The larger banks have installed 
highly-efficient purchasing programs, 
which cover the buying, storing, re- 
cording and disbursement of sup- 
plies. Comprehensive inventory con- 
trol procedures keep management 
abreast of supplies on hand; cost 


By 
LESTER MASON 


Senior Associate Editor, 
Burroughs Clearing House 


records present a history of experi- 
ence to guide purchasing agents to 
vendors offering the lowest prices; 
and periodic reviews of form-supply 
use enable purchasing agents to sim- 
plify and streamline records han- 
dling work. 

Some smaller banks have followed 
the lead of their correspondents, 
realizing that the savings on sup- 





plies are just as important to a bank 
as the interest derived from loans 
and other investments. But many 
banks are still using inconsistent 
purchasing and control techniques, 
and are literally throwing money 
away via the petty cash voucher. 
Your bank may not be guilty of 
such a wasteful practice. But are 
you sure your supply dollar is being 
stretched to its full limit? You can 
find out very easily by checking with 
a neighboring bank to see what it is 
doing. Most of the bankers we re- 
cently canvassed with our purchas- 


Well-controlled purchasing system used by $28 million Hancock Bank in Gulfport, Mississippi 


Catalogue provides data for ordering supplies 









Form used on all supply requisitions 





HANCOCK BANK 
STOCK ROOM REQUISITION 


‘To facilitate the handling of stock you are asked to comply with the following: 















































out requisitions to the Stock Room for stati 






This catalogue was prepared for your convenience in filling 
'y and supp 



































the processing of your orders. 








supply at a time. 





When ordering your supplies, please use gnly form 
No. 3410, “Stock Room Requisition”. If you follow the simple 
rules stated below in handling your requisitions, it will speed 












Departnient ___Teller Date April 12, ___, 19.80 
Pore Ne | Description Quantity tn Sort. 
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Permanent inventory is maintained on all items 
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1. Date your requisition. Sdreciee_ Commercial Printifig: Gulfport, Miss. __ 
2. Do not write in the columns headed bec ies 
SO Phe 

3. Order in quantities indicated in right column. Se de Presa, Gulfport, Migs ——______ an. 208 Ea 
4. List description, form number, and quantity on your ORDERED RECEIVED ISSUED 

requisition. cate | ORS") cuaw. | care il 2 cave | oErr, eu. foare| perv. | cuaw | aa. 
. Sonne 2:30) Gere | Jptel ave bs rma? 

{if you require more than one requisition for one perry 0g 1173) BK $ 4 

order, please fill out each requisition in the above 208... 

manner. Be sure to complete cach requisition.) BA | 6 1/35 
7. Route your requisition to the supply room. se | BA | BS |42e 
8. When feasible, do not order more than a month's S9¢ |8X | 7 |422 
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BORROUGHS CLEARING HOUSE 


oreet OF ne eortoR 


DEROH 92. MC mean 


Mr. John Doe, Cashier 
First State Bank 
Anywhere, U.S.A. 


Dear Mr. Doe: 


Operating costs continue to spiral for banks of all sizes. 
Perhaps an offset to this in many instances might be improved 
purchasing methods. To assist, we are endeavoring to gather 
information on current practices as background for an article 
on ways to effect purchasing economies. 


Will you be kind enough to spend a few minutes filling in the 
enclosed questionnaire? & will help us in preparing a story 
of wide practical benefit. 


Please return the form te me when it has been completed. 


Thank you, 
Sincerely, 
Harry ay i 
Editor 


CONFIDENTIAL BANK PURCHASING QUESTIONNAIRE 
1. What are total resources of bank? _¥ 22, 8/2 , $93, of ae of 4/1: /so 
2. Does bank have a purchasing department? ves [4] vo (_] 
If “uo”, le this activity a part ot an employee's regular job? Yes [_]Nxo[_] 
. Is this person an otficer? ves [2] xo [_] 
If "yes", what is his tithe?  teesZeu% Zeuedre 


If ‘no", what is his capacity at the bank? — 


hod 





4. Is there 2 maxinim amsoust thet gerton is authorized to speed? ves [7] no[_]} 
It "yes", what is this amount? 44 520.00 _ 

What doliar amount demands board of director approval? __‘Zzgnee 

. Do you maintain an inventgry control system over supplies ? yes [-} xo L_] 
If "yes", what is approximate number c” items recorded under system? 752 
. Do departments requisition supplies internally? Yes [+] No [_] 

8. Do you maintain branch offices? ves [7] no [] 


~ 


If “yes”, is purchasing handled centrally ___, or on branch level _ 
9. What percentage of your bank's purchases are made locally? Geel 30% 
10, Does bank practice reciprocity (favoring 3 for purchases) ? ves[Jnol_] 
1), Do you make a practice of requiring bids? ves [J no [_} 

I "yes", how many bids are required on the purchase of an item? ZAbaAe ov emsone 
12. Do you make periodic reviews of forms at reorder times to determine if they 





are still necessary, or in need of revision? ves [>t no[_] 
13. Do you check forms from ether banks of comparable size? ves [J no[_]} 
14, Do you forecast supply costs at start of fiscal year? ves [_} wo [- 


15, Hf your particular methods of purchasing supplies has not been covered in the 
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preceding questions, would you please briefly deseribe your bank's system? J 
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Questionnaire form was sent to cross section of banks with assets below $60 million mark 


ing questionnaire indicated that they 
compare notes with other bankers 
quite frequently. 

Our questionnaire was sent to 165 
banks, representing nearly every 
state in the nation. They were se- 
lected by geographical and deposit- 
size classification, for the primary 
purpose of exploring basic purchas- 
ing methods in banks with assets 
under $60 million. The survey also 
covered storage, disbursement and 
methods of control. 


teresting comparisons of purchasing 
methods. The replies also disrupted a 
common theory that bankers are 
burying their heads in the sand and 
avoiding the supply issue. They are 
no longer content to evade the issue 
as “one of the jobs” that must be 
tackled in the future. Most banks are 
tightening controls. 

One of the most progressive re- 
ports we received came from the 
Hancock Bank in Gulfport, Missis- 
sippi. It has installed a system mod- 


Bank of Jackson, Mississippi, ac- 
cording to Assistant Cashier Robert 
Woodall, who is the purchasing agent 
for the bank. 

Under the Hancock Bank’s system, 
any bank in the $30 million-range 
can set up a stock room and have it 
functioning within three to five 
months, says Mr. Woodall. His sup- 
ply room clerk is a high school boy, 
who works from 3:30 p.m. to about 
6:00 p.m. each day and also puts in 
a few hours on Saturday when the 





Over one-half of the banks re- eled after one in operation at its bank is closed to customers. 
sponded, providing us with some in- correspondent, the First National He points out that the bank has 
cataloged all its supplies, using de- 
partmental prefixes. A permanent in- 
ventory is maintained on all supplies, 
enabling Mr. Woodall to reorder 
items whenever they are below an 
established control point. The control 
points are shown on the separate 
ecard kept for items in the supply 
room. 

When an employee needs supplies, 
he merely looks up the item in the 
supply catalog and fills out a requisi- 
tion form. This is turned in to the 
supply room, for late afternoon deliv- 
ery by the clerk. This is generally 
his first order of business when he 
arrives at 3:30 p.m. 

The supplies are stored in num- 
bered bins, varying in size, dep2nd- 
ent of the quantity of merchandise 
needed for normal usage. He checks 
out the materials to the departments 
involved and delivers them. 


See SURVEY OF BUYING METHODS—Page 113 
September, 1960 49 


Part-time employee handles Hancock Bank supply room 


Assistant Cashier R. Woodall checks purchase with stock room clerk 
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horizons... 


This new Bergstrom trade-mark is a symbol of the 
future ... it represents a new and broad horizon we foresee for the 


fine papers we produce for American business and industry. 


During the past several years we have undertaken extensive re- 
search programs to develop check papers that will meet all the rigid 
requirements of modern banking. These safety papers have been 
widely use-tested by banks and check manufacturers, and we are 
proud of their acceptance. Manufactured in the Bergstrom tradition, 
these check papers have met the most penetrating tests independ- 


ently made with respect to magnetic ink encoding. 


With the expansion of the mechanized check handling program, 
check paper assumes a greater importance. Bergstrom safety papers 
embody all the essential properties for writing, printing and machine 
handling .. . and they are safe. 


Since 1904 


BERGSTROM 


PAPER COMPANY 


NEENAH, WISCONSIN 





50 Burroughs Clearing House 
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WASHINGTON VIEWPOINT 








Absorption of Exchange 
Divides Federal Agencies 

Under the complex codes of law 
governing the Federal bank super- 
visory agencies, it is not uncommon 
for two agencies to take opposite 
views on the same question. The 
prime historic example of this is 
the question whether correspondent 
banks are in fact paying forbidden 
interest on demand deposits when 
they give par clearance to checks on 
non-par_ banks. 

In its Regulation Q, the Feder- 
al Reserve Board has consistently 
sought to stamp out “absorption of 
exchange” by member banks, al- 
though strong Congressional pres- 
sure has resulted in a rather tolerant 
attitude regarding certain devices by 
which banks invite and hold corre- 
spondent accounts. 

The Federal Deposit Insurance 
Corporation on the other hand, read- 
ing its own applicable statutes, holds 
that it does not have the mandate 
of Congress to enforce a definition of 
exchange as a payment of interest on 
deposits. This has been a reason 
given by many managers of small 
insured State banks for their reluc- 
tance to join the Federal Reserve 
System, for in a smaller institution 
the income. derived from exchange 
becomes an item of significance. 

In its simplest form, absorption 
of exchange means that a drawee 
bank which charges a fee for paying 
a check—not remitting to the corre- 
spondent bank the full amount—is 
nevertheless credited with the full 
amount. There are many variations 
of this practice and a long history of 
dispute about it. 

Last month, the Federal Reserve 
applied the clamps, outlawing “di- 
rect or indirect” methods of ex- 
change absorption. Specifically, the 
Board ruled out of order the conten- 
tion that absorbing exchange charges 
is cheaper than collecting them, or 
that maintaining a balance of a given 
amount is an offset to the exchange 
losses taken by the city bank. 

The Comptroller of the Currency, 
Ray M. Gidney, was consulted in the 
preparation of the Board’s new rul- 
ing, which specifically rescinds prior 
interpretations of Regulation Q. The 
Comptroller has instructed national 
bank. examination officers to adhere 
to the new Federal Reserve ruling. 

The F.D.I.C., however, adheres to 
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By JOHN DONOGHUE 
Washington Correspondent 


its long-standing position that its 
powers under the law do not permit 
that agency to make a similar finding, 
and unless there is a change in this 
opinion, the competitive device of 
exchange absorption will continue to 
be a lure for correspondent accounts 
among non-member banks. 


So ° e 


Union Pension Funds 
To Vie for Mortgages 

Norman P. Mason, Administrator 
of the Housing and Home Finance 
Agency, has announced with obvious 
satisfaction a major step toward en- 
listing the pension funds of labor 
unions as a reservoir of mortgage 
credit. He said this has been a major 
objective in his years of Government 
service, as a private industry adviser, 
F.H.A. commissioner and now as 
H.H.F.A. administrator. 

A.F.L.-C.1.0. President George 
Meany was equally triumphant, bas- 
ing his satisfaction on the theorem 
that pension fund money will swell 
the supply of mortgage credit, there- 
by making home mortgages less cost- 
ly in interest to the buyer (including 
the unions’ own members) while of- 
fering an attractive return on the 
union members’ retirement money. 
In addition, he said, the additional 
spurt to homebuilding construction 
will swell union members’ take-home 
pay. 

On Mr. Mason’s part, the attrac- 
tion of union funds would have the 
effect of taking off the pressure for 
direct Government lending. 

The romance of Mr. Mason and Mr. 
Meany, whose political faiths are al- 
most beyond conciliation, makes 
sense in terms of fundamentals, for 
many savings institutions officials 
(who would be affected competitive- 
ly) have long contended that the an- 
swer to demands for Government 
credit is to tap the pension funds. 

Of course, it is not so easily ac- 
complished as a handshake between 
Mr. Mason and Mr. Meany. For years 
Congress has sought to develop a 
code to govern the investment of 
union pension funds, for the preven- 
tion of the mistakes and misdeeds so 
often brought out in public investi- 
gations—but not to intefere any more 
than necessary in the freedom of pri- 
vate organizations to invest their 
common funds as they see fit. Open- 


ing up union funds for mortgage in- 
vestment, desirable as it may be, is 
going to take some doing. 


* + . 


National Banks Driving 
For Instalment Loans 


Consumer loans held by national 
banks at the end of 1959 added up 
to 22 per cent of the composite loan 
portfolio, totaling $13.5 billion, the 
Comptroller of the Currency calcu- 
lated on his review of condition re- 
ports. 

Automobile loans accounted for 
$4.5 billion, a gain of $715 million 
over the prior year-end. He expressed 
no concern over the soundness of the 
upward trend, stating that high 
standards “continue to prevail.’’ New 
auto terms are being held within the 
bounds of 25 per cent downpayment 
and maturities of 24 to 36 months, 
while on used cars a one-third down- 
payment with 18-to-24 months to pay 
is required. 

The Comptroller noted the rising 
popularity of “check credit’’ where 
the borrower is given the equivalent 
of a line of credit and the privilege 
to borrow by drawing checks against 
it. In addition, national banks are 
developing activities in “charge ac- 
count credit and “in-plant” financial 
services. 

He gave his endorsement to the 
growth of credit. life insurance. A 
bank has an insurable interest in the 
lives of its borrowers to the extent 
of the unpaid balances of their loans, 
and offering this service is quite 
within the bounds of propriety. 


. ° 


Fiscal. Monetary Actions 
Are Good Housekeeping 

The clearest fact observable in 
Washington these weeks is that the 
President entertains no intention to 
raise or lower the money supply to 
aid the presidential aspirations of 
his understudy, Vice-President Rich- 
ard M. Nixon. This is obvious from 
the Treasury’s continuous effort to 
hold fast to a policy of minimizing 
the impact of financing operations on 
the interest rate structure while 
making maximum use of “advance 
refunding” and other techniques to 
extend the maturity of the debt. 

The term “politics” does raise its 
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head from time to time, notably as 
the President and his official staff 
maintain their insistence that the 
44 per cent ceiling on new Treasury 
bond issues screens them out of the 
market, fully aware of the practical 
fact that the Special Session of Con- 
gress would do nothing to correct the 
matter. What results is a “bump” in 
the yield curve, not wholly acceptable 
to Treasury Undersecretary Julian 
B. Baird, but a thing that one can 
live with. 

On the Federal Reserve side, there 
were two major actions in recent 
weeks which stirred political com- 
ment. One was the cut-down of re- 
serve requirements by increasing the 
amount of vault cash creditable to 
reserves and the concurrent reduc- 
tion of required reserves of New 
York and Chicago banks in line with 
the new law abolishing “central re- 
serve cities.” 

The other Federal Reserve action 
was to trim down the discount rate 
from 3% per cent to a flat 3 per cent. 

At the root of the matter is the 
question whether the incoming Ad- 
ministration will stand for a stable 
‘price level—the “sound” dollar—or 
let its purchasing power slide off. 
Other countries are vitally interested 
in the issue whether the political con- 





tests in the United States will bring 
about a cheapening of the buying 
power of the dollar, and its relation 
to gold, with attendant upsets in 
worldwide monetary markets. 


° ° 4 


Treasury Offers Choice 
Of Debt Maturities 


Basic policy of the Treasury, ac- 
cording to Undersecretary Baird, is 
to keep typical long-term investors 
happy with offers of long bonds, de- 
spite the refusal of Congress to go 
along with the removal of the 4144 
per cent interest rate ceiling. Typical 
holders of intermediate issues should 
be given opportunities to reinvest, 
and short-term investors must have 
a market in which to operate, though 
there is the persistent effort to 
stretch out the maturity of the public 
debt at every opportunity. 

“Discussion of the problems in- 
volved in improving the structure of 
the public debt inevitably comes up 
against the question of the 414 per 
cent interest rate ceiling on Treasury 
bonds,” Mr. Baird said, “and I would 
like to emphasize again the impor- 
tance of removing this arbitrary lim- 
itation on debt operations. 

“In the last year, the effect of the 





OVER 800 SAVINGS INSTITUTIONS 





SAVE with REGAL’S stuPENpous VALUES! 


FITS ANY DESK 
REGAL 
FULL SIZE 
DESK PEN . 














REGAL 
REFILLS 


© Permanent Bankers’ 
Approved Ink 


* Instant Starting 





No. 1 refill fits 
Papermate Pens 


20c 


Red, Blue, 
Green, Black 





No. 3 refill fits 
Kerr-Changepoint 
ns 


30c ~ 


Blue only 


Uses our 
No. 1 refill 
which also 
fits Papermate. 

















COMPARE! 


REFUND GUARANTEE! 


.... Regal Desk Pen WITH Chain 


ede Regal Refill No. 1 (will fit Papermate pens) 
(Ink: Blue... Red... Green... Black). 


.... Aluminum Pen with 30 inch Chain .................... 1.50 ea, 
. Desk Set (One Pen WITHOUT Chain)........... 2.00 ea. 
Desk Set (One Pen WITH Chain) ........................2.25 ea. 








NO MINIMUM! Order any quantity 
s+» Regal Desk Pen WITHOUT Chain .............sceseeeee 1.00 ea, 
vevocsceder BeeS OB. 


.20 ea. 
Regal Refill No. 3 (to fit Kerr-Changepoint pens) .30 ea. 















Handsomely styled. Looks 
like real high-priced 
Onyx. Solid! Heavyweight! 
All metal parts 22K gold- 
plated. Rich Black Base. 
Size: 44%” x 3” x %”. 


Only $00 ea. complete 


30 Inches of Ex- = | 
tra Heavy Chain. 
A real economy 
pen for miles of 
smooth trouble- =~ 
free writing. Un- : 
iw conditionally 
guaranteed. 
Takes standard 
refills. Perfect 
for 

















Tellers 
° Counters . . . Double Duty 
* Vaults DIAL-A-PEN, All- 
© Shipping Aluminum Dialer 


with Ball Pen and 
Clip. Fits any 
phone. Regular 
50¢ value YOURS 
FREE with any 
order of $1.00 or (8 

more. — 


« Everywhere 


$4 50 


Only complete 








REGAL Quality and Prices are unbeatable! ALL PRODUCTS CARRY OUR FULL 


Orders shipped POSTPAID, same day received 
USE THIS HANDY COUPON! 


REGAL SALES COMPANY 
41 Union Square, N. Y. 3, N. Y. 


Please ship our order postpaid. Send FREE Dial-A-Pen. 
NAME 
ADDRESS 
CITY 

ORDERED BY 











ZONE __ STATE 

















ceiling was not to hold down interest 
rates. The actual effect was to further 
distort the structure of the debt and 
by that distortion push interest rates 
higher than they would otherwise 
have been. This increased the cost 
of interest on the public debt.” 

Treasury debt financing is not a 
cold-blooded affair, Mr. Baird insists. 
Budget considerations de aot out- 
weigh human values. . . “Mainte- 
nance of sound financial policies does 
not mean, as some would lead us to 
believe, that budget considerations 
are more important than human 
values. 

“Governments exist to serve hu- 
man beings, but the tragic fact is 
that all our hopes and dreams for the 
increased well-being of our people 
will be frustrated if we adopt policies 
that can only end in the debasement 
of our currency, the drying up of 
savings and the encouragement of 
booms and busts.” 

Currency debasement, Mr. Baird 
said, leads only to the “shackling of 
freedom with a network of controls 
enforced by an all-powerful central 
government.” 


° ° ° 


Casualties Mount 
In Long Beach Fight 

The 14-year-old fight over the con- 
trol of the Long Beach Federal Sav- 
ings and Loan Association, Long 
Beach, California, may be coming to 
a hoped-for climax. As in the futile 
War of the Roses, brave men have 
perished in this struggle, and unless 
it is adjusted soon more graves will 
be dug. 

The opposing parties are the Fed- 
eral Home Loan Bank Board, which 
has once again expelled Thomas A. 
Gregory as the chief managing of- 
ficer of Long Beach Federal, and Mr. 
Gregory. The membership of the 
Board has turned over several times, 
but Mr. Gregory continues to do bat- 
tle. Among others who have partici- 
pated in this protracted contest, there 
have been deaths, expirations of po- 
litical terms, physical disabilities, 
and instances of deciding that life 
would be more pleasant doing some- 
thing else. 

The most recent victim is William 
J. Hallahan, the personable former 
clerk-counsel of the House Banking 
Committee who was about half-way 
through a five-year term as a member 
of the Board. He had applied himself 
to an effort to bring the parties into 
accord in the Long Beach fight, which 
he had watched with misgivings since 
its beginnings. In the heat of a Con- 


| gressional investigation his health 


failed him, and it was necessary for 


| him to resign. 
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LARGEST BANK IN THE NATION'S CAPITAL 


Oider than the 
Washington Monument... 


It is hard to imagine Washington without the 
Washington Monument, for the cornerstone of that 
venerable structure was laid July 4, 1848. 


By the same token it is difficult to think of the 
Nation's Capital without a “Riggs Bank’, since the 
founding of this institution antedates the Monu- 
ment by 12 years. 


In 1836, William W. Corcoran opened his modest 
exchange and brokerage business on Pennsylvania 
Avenue, to be followed four years later by the bank- 
ing partnership of Corcoran & Riggs, subsequently 
Riggs & Company, and finally, The Riggs National 
Bank. Through all these changes in time and title 
the same dependable banking service grew and 
prospered... without interruption... without default 

. with never a faltering in the confidence and 
esteem of the people served. 


The Riggs National Bank has grown as Washington 
has grown. As the leading bank in our Nation's 
Capital, we are proud of the part we have played in 
the growth of our Federal City eee proud, too, that 
in our own field we represent a tradition of out- 
standing banking strength that is “OLDER THAN 
THE WASHINGTON MONUMENT’, 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $500,000,000 


COMPLETE BANKING AND TRUST SERVICE 
FIFTEEN CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 
Member — Federal Reserve System 
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BAN K : 
You will find officers of b 
The Bank of New York here to d 
provide whatever information 
and assistance you may need 


to accomplish your objectives 
promptly and effectively 
in New York. 


New York’s First Bank - Founded 1784 » Main Office: 48 Wall St., New York 15, N.Y. 


\ 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE PERSONALITY SPOTLIGHT 








Cummins- American Corporation, 
Chicago, has acquired control of the 
Glenview (Illinois) State Bank. In the 
accompanying photo, Richard C. 
Rugen, left, Glenview chairman, and 
Herbert W. Lutter, center, vice-presi- 
dent, deliver controlling stock to Paul 


C. Jones, president of Cummins- 
American. 

> 
President Sidney D. Kline has 


added chairman of the board to his 
title at the Berks County Trust Com- 
pany, Reading, Pennsylvania. He 
succeeds Dr. Walter A. Rigg, who 
died on August 4, 1960. 


+ 


Moving to Georgia is former Flo- 
ridian George E. Patterson, president 
of the Bank of Palm Beach and Trust 
Company, who takes on the same re- 
sponsibilities at The Liberty National 
Bank & Trust Company, Savannah. 

Nephew K. Clark has advanced to 





N. K. CLARK G. E. PATTERSON 


Involved in transfer 


chairman of the board at 
National. 

New assistant cashiers at the bank 
are Thomas D. Rogers and Harry 


Swicord. 


Liberty 


a 
Upgrading of staff at Irving Trust 
Company, New York City, was headed 
by the selection of five new vice-presi- 
dents. They are: Nicholas Ustin, Wil- 








Transfer control in Illinois 


liam E. Scott, Stephen P. Pendias, 
Pierce M. Davis and Hamilton 
Adams. 

Newly-named assistant vice-presi- 
dents are: Carl Biebers, Jr., Philip 
K. Graham, Alden W. Hammond, 
Kenneth K. King, Jr., William T. 
Lybrand, Kenneth E. Monaghan, 
Augustus L. Putnam, Andre F. 
Python, William D. Smith and James 
E. Stubenrauch. 


+. 


A year-long controversy over a 
change in its name has ended in favor 
of the Bank of Douglas, Phoenix, 
which is now known as The Arizona 
Bank. A new sign is being rushed for 
the bank’s $3 million home office, soon 
to be completed in Phoenix. The 
other branches will have new signs 
within 60 to 90 days, according to 
President Lloyd A. Bimson. 

Mr. Bimson has just been elected 
to membership in the Young Presi- 
dents’ Organization, which now has 
over 1,500 worldwide members. To be- 
long to YPO, a man must rise to the 


presidency of a sizable corporation 
before he reaches 40. 

YPO is designed to help its mem- 
bers develop and improve their per- 
sonal, business and civic abilities. 

oe 


Data-processing expert Melvin M. 
Gienapp’s promotion to vice-president 
headed ad- 
vancements at 
the Bank of 
America, San 
Francisco. Mr. 
Gienapp, who 
in 1957 was 
awarded a Gi- 
annini Founda- 
tion scholar- 
ship for study 
of engineering 
and manage- 
ment at UCLA, 
had been in charge of the computer 
systems research section of the sys- 
tems and equipment research depart- 
ment. He now heads the latter group. 

Also named vice-presidents were 
Malcolm R. Fowler, C. J. Hearn, Vin- 
cent M. Caselli. 

Advanced to assistant vice-presi- 
dencies were John W. Jalonen, Doug- 
las R. Hobson, Edward R. Sherwood, 
C. C. Adams, and Thomas O. Ed- 
wards. Frank G. Machado, Jr., was 
named trust officer. 


M. M. GIENAPP 


A 


The, Public Relations Society of 
America, Inc., has a new executive 
director—Donald E. Lynch, former 
director of public relations for the 
Mutual Benefit Life Insurance Com- 
pany of Newark, New Jersey. He 
assumes direction on September 6. 

a 


Pittsburgh (Pennsylvania) National 
Bank has two new vice-presidents in 
its retail banking division. They are 


Given new responsibilities in a host of advancements at a leading New York City bank 


S. P. PENDIAS 
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P. M. DAVIS 


H. ADAMS 


N. USTIN 


W. E. SCOTT 




















“Mr. Stinson, what’s that beautiful, shiny 
door for and why is it so big?” 


“Julie, that protects our vault ... where 
we keep money and other valuables be- 
longing to people like you who use our 
bank. The door is big because it has to 
be very, very strong to make sure every- 
thing we keep in there is absolutely safe. 
It’s pretty, too, isn’t it?” 


“Tt’s so pretty I’ll bet that’s the kind of 
door they have in a castle to protect a 
princess. Could I see inside?” 


“Certainly .. . just follow me.” 


“TI think so . . . what’s that over there 
with the green light?” 


“That’s a vault ventilator. If somehow 
you and I were to be locked in here, all 
we'd have to do is turn that handle and 
fresh air would begin blowing in here, so 
we'd be safe and comfortable until the 
people outside the vault were able to un- 
lock the door.” 


“Are we going to be locked in?” 


“No ... people very seldom get locked 
in vaults, but we all feel better knowing 
that ventilator is there. Now I want to 
show you some things outside.” 





“Now, Julie, this window is pretty much 
like the other one, isn’t it?” 


“Yes ... but do the cars drive up over 
the sidewalk?” 


“Oh, no... this is called a walk-up win- 
dow. It’s for the people walking by who 
don’t have time to come into the main 
bank.” 


“There must be a lot of people in a hurry 
. see how busy this man is.” 


“Well, Julie . . . everybody likes to save 
time and steps .. . that’s why so many 
people use this window.” 
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“It’s so quiet in here . . . and what are 
all these boxes . . . and why do they 
have two locks?” 

“These are called safe deposit boxes, 
Julie—people keep important papers and 
other things like jewelry in these boxes 
because they know they'll be completely 
safe from burglars or fire.” 

“You didn’t tell me about the two locks.” 
“I’m sorry . . . you see the bank has a 
key to one of the locks, and the person 
who rents the safe deposit box has the 
other key. Both keys must be used to 
open the bax .. . that way nobody can get 
in who’s not supposed to. Understand?” 


“Julie, do you know what drive-in bank- 
ing is?” 


“T’ve been with Mommy when she drives 
in here. What makes that drawer come 
out to the car?” 


“An electric motor makes the drawer 
move . . . the lady is pushing the button 
now ... see the drawer go out to the car?” 


““Gee, ddéesn’t it move fast . . . who’s 
talking?” 


“That’s the man in the car... it’s just 
like having him inside with us, isn’t it?” 
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DIEBOLD, Incorporated, Canton 2, Ohio 
Dept. B-28 


Gentlemen: Please send me detailed information on: 


Diebold-Basic ee 
CJ Vault Door CT Drive-in Windows 


| Emergency Vault CT Walk-Up Windows 


Ventilator After-Hours 
Cc Depositories 


C) Safe Deposit Boxes 





bank. 





address. 





city. 








“We'd better be getting back to my desk, 
but I wanted to show you this After- 
Hours Depository.” 
“What does it do?” 


“It lets people like storekeepers put their 
money in the bank even when the bank 
is closed. See, there’s a slot up here for 
envelopes ... and then this drawer 
opens up for people who want to put in 
bags of money.” 

“What’s that word ‘DIEBOLD’ mean?” 


“That’s the name of the company that 
made this depository and all the other 
things we’ve seen today. We think they 
make the very best equipment, and for 
very important customers like you, only 
the best will do!” 











BANKS 
and 
BANKERS 
look to 
RAND MCNALLY 
for accurate 









J. R. MARGUGLIO G. N. HERZBERG 
Step up in Pitisburgh 


| Gilbert N. Herzberg and Joseph R. 
| Marguglio, who have been with bank 
| 36 and 12 years, respectively. 


- aw 


The battle for control at Americar 
Trust Company, New York City, 
seems to have resolved itself. John D. 
Butt has been named chairman and 
Richard J. Cunningham, president, 
ending a four-year struggle in the 
courts over 14,000 controlling shares 
held by John J. Reynolds, real estate 


and dependable 
service... 


BANKERS man, and John P. McGrath, attorney. 
DIRECTORY rhe tr — — ga 
and MC S, years ago when the late arvey b 
pict, oe Nally : Schwamm, president of the bank, re- 
published continuously — eee fused to recognize the Reynolds- 
sihce 1872. ons McGrath interests. He died in.an air- 


plane crash in 1958, at which time his 
son, Jay Marc Schwamm, was named 
chairman and James A. Smith became 















be: president. 
KEY TO . a 
NUMERICAL SYSTEM <a hage ‘ 
. S ; Leaving Spencer Kellogg and Sons, 
_ of the American : ; Inc., on October 1, is Maurice John- 
‘Bankers Association with ‘ son, who will then take on new duties 
Check Routing Symbols .. as vice-president of the First National 
Be oe a Bank, Kansas City, Missouri. i 
‘ fe eae Pav ; : | ‘ Be: 2 Pes -Z ee “. : " * | 
RAND Mine ssnor iy gee oS Lovely Miss Ruth Mayer of Mil- i 
— fel eee Oe Ce waukee, Wisconsin, was the one mil- 
) pe reac So lionth visitor at the Cha se Manhattan 
moO YY contre ; : « as Ma : a 
NTH Bank’s Museum of Moneys of. the ' 





! National . 


Magazine © 
of Banking & © 
Investment, since — 
1883. . . from 
- Wall Street to 
Bhan See 


World and received a $100 savings 


Lucky visitor 








RAND M‘SNALLY 


Serving banks and bankers the world over for 88 years 


POST OFFICE BOX 7600 * CHICAGO 80, ILLINOIS 
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“ account and other gifts. Harold F. 

a Moeller, left, executive vice-president 

of the New York City bank made 

the presentations, while Vernon L. 

Brown, museum curator, beamed 
approval. 

The museum opened in 1929 and 
has more than 75,000 specimens of 
money on display, including U.S. 
paper currency ranging from $1 to 
$10,000. 








. 


They say you have to be a good 
sport to get ahead in banking, and 
George C. 

Briggs, Jr., has 

proved it. He 

has taken over 
as director of 
advertising and 
publicity at the 
California 
Bank, Los An- 
geles, following 
four years’ 





service as ath- 
letic director at C. TWETER 
the University 
of Washington, Seattle. He replaces 
Robert V. Daly, who recently left the 
bank. 

Mr. Briggs is in good company. 
Clifford Tweter, president of the 











' 

bank, for example, has just accepted | 

| the chairmanship of the Los Angeles 
~ Committee of the National Fund for 


Medical Education. 

NF ME is spearheading a nationwide 
appeal to raise $10 million annually 
i for 83 accredited medical schools. 


Marietta (Georgia) Commercial 
Bank’s new presi- 
dent, Walter E. 
Graham, formerly 
was with the First 
State Bank of AIl- 
bany, Georgia. He 
was a_vice-presi- 


RAND MCNALLY’S 
cog First State CHRISTMAS CLUB 


He graduated 


from the Banking brings you many 
| W. E. GRAHAM School of the : 
South at Louisi- extra benefits! 


ana State University this year. 





















) ° Here’s the quality line of Christmas Club materials and systems, 
Holding down the treasurer's post The really wide variety of promotional aids, many in 
at C.I.T. Financial Corporation, New beautiful color. The finest in checks, coupon books, ad mats, shopping 
’ York City, is Charles W. Dow, who ; ? 
s “s . ar lists, record-keeping cards and ledgers. Above all, 
will continue as vice-president and 
chief financial officer. the best competitive price, possible only because of 
“ the large capacity and high efficiency of 
Fit to be tied is Larry Simpson, Rand M€Nally’s printing facilities! 
left, office boy at Citizens & Southern 
National Bank, Atlanta, Georgia, who Write today to Rand MSNally & Co., h 
has just been rewarded with a cravat Christmas Club Division, 405 Park Ave., - 4 
for “Banking the Customer’s Way.” New York 22 or Box 7600, Chicago 80. RAND M‘CNALLY i 
It took a bankwide search before [ 
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Attractive modern 
banks like these 
are landmarks in 
many U.S. towns. 
Right above, the 


glass, brick and 
aluminum facade 
of Citizens Bank 
of Pacific, Mo., is 
an outstanding ex- 
ample of Special- 
ized design. Below, 
trimcontemporary 
lines mark the 
functional new 
home of Boonville 
National Bank, 
Boonville, Ind. 





Striking lattice- 
In a 45x80 foot space, the eye-catching Bank 
of Giles County, Pearisburg, Va., includes every 


work effect is 





achieved through 
modern feature. Of concrete, brick, and steel truss use of open-cell 


construction, its floor plan is highly efficient. cancrete blocks. 
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The functionally-planned lobby of the Lawncrest Branch : out 


of Second National Bank, Philadelphia, features a ‘er @) | 


beautiful blend of rich wood, exposed bricks, attractive 


planters, and customer-pleasing wall-to-wall carpeting BAT 
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A dramatic new book that shows you... 


19©OWw to build an outstanding 





You want your new quarters both handsome and efficient . . . hand- 
some, sO your customers and your community are proud to call 
your bank their own; efficient, to attract new business and handle it 
profitably. But to get what you want, you must have truly good design 
and expert planning. Here is a photo-packed book illustrating how 
small and medium-sized banks, all over the country, got the new 
quarters they wanted and needed, right from the start. It’s full of 
sparkling, exciting designs that will enthuse your building committee. 


Loaded with page after page of photos showing... 


e New concepts in suburban and e Inviting new branch bank designs 
neighborhood banks e Bright new interior and exterior 

e Banks tailored to small-town treatments, traditional and 
and small city requirements contemporary 

e ideas that cut new quarters cost e Expert use of limited space 

e New approaches to drive-in e And all sorts of new ideas you'll 
facilities want in your new quarters! 


GET /T TODAY! USE THIS HANDY POSTAGE-PAID REPLY CARD! 


DM 679 
Gentlemen: 


Please send my free copy of “‘How to build an outstanding COMMUNITY BANK.” 


CT ct ccencteaikebedsedeceeasenanues we contemplate: 
[_] MODERNIZED QUARTERS [|] NEW BUILDING [_] NEW FIXTURES [| MODERNIZED FIXTURES 


(| Without obligation, please furnish complete information about your organization, 
its experience, and services. 


(_] Please send a representative to discuss our project with us. 


NAME__ - . __ TITLE 








BANK ___ 








CITY AND STATE_ 








an inspiration to your BUILDING COMMITTEE... 


“how to build an « 


PROFUSELY ILLUSTRATED 


with photos of new ideas and new 
in the field of the community ba 
bank especially designed to serve t 
urb, neighborhood, or smaller city. 


YOU'LL LEARN ABOUT... 


The importance of pre-planning « A real 
control « Getting the best possible bank fc 
growth « The guaranteed cost estimate 
of all types, from small to medium, desig 





Foank : Building « 


Str. Louis, 1130 HAMPTON AVENUE 
New York ¢ CHICAGO ¢ SAN FRANCISCO 
ATLANTA ¢ Detroir ¢ AUSTIN 


FIRST CLASS 
PERMIT NO. 1146 
ST. LOUIS, MO. 


BUSINESS R 
No postage necessary if mailed in the United States 


POSTAGE WILL BE PAID BY 


BANK BUILDING & EQUIPMENT CORPORATION 
OF AMERICA 


1130 HAMPTON AVENUE 
ST. LOUIS 10, MISSOURI 
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Esprit de corps 





Mills B. Lane, C&S president, righ 
could make the presentation. Larr 
had changed a tire in busy downtow 
Atlanta traffic for a stranded house 
wife and accepted her thanks with 
parting “I’m on company time; jus 
TED say it is compliments of the C& 
3ank.” A letter from the woman’ 
husband led to the happy scene abovd 
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A. E. Jaeger and W. F. Rieck hav 


been promoted to vice-presidencies ¢ 
the National Bank of Washingto1 
Se Seattle. Other promotions included 
the naming of E. E. Jackson, J. @ 
Smith and Roy Sypher as assistan 
vice-presidents; the election of Ralp 
ost estimate « Dozens of examples of banks E. Bessett, Donald F. Hodge, J. K 
edium, designed to the needs of a community. 
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Esprit de corps 


Mills B. Lane, C&S president, right, 
could make the presentation. Larry 
had changed a tire in busy downtown 
Atlanta traffic for a stranded house- 
wife and accepted her thanks with a 
parting “I’m on company time; just 
say it is compliments of the C&S 
Bank.” A letter from the woman’s 
husband led to the happy scene above. 


e 


A. E. Jaeger and W. F. Rieck have 
been promoted to vice-presidencies at 
the National Bank of Washington, 
Seattle. Other promotions included: 
the naming of E. E. Jackson, J. C. 
Smith and Roy Sypher as assistant 
vice-presidents; the election of Ralph 


E. Bessett, Donald F. Hodge, J. K. 


Husby, Philip P. Kuchan, Jr., and 
Edward B. Stevens, Jr., as assistant 
cashiers; and Clifton Becklund’s ad- 
vancement from assistant cashier to 
assistant manager of the Parkland 
branch. 

o 


Down in Sylvania, Georgia, Barney 
E. Blackburn has been elected cashier 
of the Screven County Bank. 

. 

Tokyo-bound §. Kimura, retired 
manager of the Bank of Tokyo of 
California, Los Angeles, has handed 
managership of the office to newly- 
elected Vice-President Takeshi Okuto. 

4 
Charleston’s Citizens and Southern 


National Bank of South Carolina has 
two new trust officers at its Columbia 


New trust officers 
J. M. FAISON 


R. C. McELROY, JR. 

















Baltimore 
Its... 

BALTIMORE 
NATIONAL 


BANK 


CAPITAL FUNDS IN EXCESS 


OF $29,000,000 


Main Office: Baltimore & Light Sts. 


Member: Federal Deposit 
Insurance Corporation 


... does so much for so many people 
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ofice—John M. Faison and Richard 
C. McElroy, Jr. 


& 


Native-born Elfer B. Miller, 39, is 
the youngest man to ever hold the 
position of gen- 
eral auditor at the 
Federal Reserve 
Bank of Cleve- 
land. He has been 
with the bank 21 
years and is sched- 
uled to graduate 
from the Stonier 
Graduate School 
of Banking at 
Rutgers Univer- 
sity next year. 

He also has completed the advanced 
course at the NABAC school for 
Bank Auditors and Comptrollers at 
the University of Wisconsin, in addi- 
tion to fulfilling requirements for spe- 
cial training with the American Man- 
agement Association. 

Mr. Miller succeeded Carl F. 
Ehninger, a 40-year veteran at the 
Fed. 


E. B. MILLER 


+ 


Charlotte, North Carolina, is still 
buzzing about the proposed merger 
of the National Bank of Commerce 
of Gastonia into the First Union Na- 
tional Bank of North Carolina. Undei 
the consolidation, J. G. Reading, chair- 
man, and Miles H. Rhyne, president 
of National Bank of Commerce, 
would become vice-chairman and ex- 
ecutive vice-president, respectively, of 
the combined $168 million institution. 
All other officers of both banks would 
retain their titles. 

© 


The Federal Republic of West Ger- 
many’s Grand Cross of the Order of 
Merit has been bestowed upon Harold 
S. Miner, left below, vice-president of 
Manufacturers Trust Company, New 
York City. Making the award was 
West German Chancellor Konrad 
Adenauer, second from the right. 

The honor was for Mr. Miner’s 
work as president of CARE since 
1955. He had been treasurer of CARE 
for several years previously. Richard 


Earns German honors 
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“If farmers work like dairymen and keep books like poultrymen, they can't fail in Mississippi,” says Mr. Gayden. 


“OUR BANK HAS HELPED HUNDREDS 
OF FARMERS MAKE BETTER INCOMES” 


A swe 


—says John K. Gayden, Vice-President, 
Deposit Guaranty Bank and Trust Company, Jackson, Mississippi 


Deposit Guaranty Bank and Trust 
Company’s service as a corresponding 
bank helps hundreds of farmers to a 
higher standard of living. This service, 
which covers all of Mississippi and 
several parishes in Louisiana, has en- 
couraged the production of beef, dairy 
products, hogs, sheep and poultry. 


The Bank’s service is available to any 
farmer, regardless of size, if his local 
bank wants to go along with him on 
livestock or poultry projects. Deposit 
Guaranty Bank and Trust Company, 
which never makes a direct loan in a 
local bank’s area, does the appraising 
and often carries the big end of the 
loan, being “‘last in and first out.” 


The Bank, as correspondent for more 
than 200 local banks, is a teammate 
with numerous Purina Dealers who 
are playing an important role in the 
diversification of Southern agriculture. 





* * * * 


Deposit Guaranty Bank and Trust 
Company, through its complete Ag- 
ricultural Department, has been a 
powerful influence in establishing 
livestock and poultry in Mississippi 
and Louisiana. By filling the income 
gap brought on by row-crop limita- 
tions, livestock and poultry have 
saved many farmers and havegiven 
a lift to business in town. “In eight 
years,” says Mr. Gayden, “‘our Bank 
has had but one loss on livestock 
or poultry.” 


PURINA ...vour PARTNER IN SERVING ANIMAL AGRICULTURE 





Tom Lauderdale is the poultry 
specialist for Deposit Guaran- 
ty’s Agricultural Department. 


QUALITY 


SERVICE 
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DRIVE-IN 


BANKING ENVELOPES 
help sell ALL 
your banking services 


Tension Drive-in Banking Enve- 
lopes help get you more busi- 
ness by making it easier for the 
customer to bank with you. 
That’s the main job. But they 
work for you other ways, too: 


THEY KEEP REMINDING CUS- 
TOMERS OF YOUR MANY SERV- 
ICES! With so many transac- 
tions handled on the “outside” 
every opportunity should be uti- 
lized to keep “in touch”, by 
your repeated selling messages. 


Yes, the modest cost of Tension 
Envelopes for your drive-in fa-’ 
cilities can deliver dividends in 
promoting your other services. 
Profitable investment! 
















INSERT COINS, CURRENCY, 
AND CHECKS rd 





4 \ 
as . 


FOLD—HAND TO TELLER 





Three styles to fit your own sys- 
tem, including dual purpose 
unit which provides deposit slip 
and coin-currency envelope, 
which may be reused to hold 
money for cashed checks. 


MAIL COUPON FOR FREE SAMPLES 
TENSION ENVELOPE CORP. 


Kansas City © St. Louis ¢ Ft. Worth © Memphis 
Minneapolis ©@ Des Moines © So. Hackensack 


=e @2e ee eee eae ee ee ee eee ee ee 
Tension Envelope Corporation 

823 East 19th Street Kansas City 8, Missouri 

Please send me free samples of Tension Drive- 


In Banking Envelopes. (| We Now Have Drive- 
In Facilities (C) We're Planning Drivé-in Now 
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W. Reuter, executive director of 
CARE also was awarded the Grand 
Cross. 


- ® 
One year ago, banking veteran 
J. Dudley Wilkinson joined the Fed- 
eral National 


Bank and Trust 
Company of 
Shawnee, Okla- 


homa, as_ ex- 
ecutive  vice- 
president. He 
has just been 
elected presi- 
dent of the 
bank. 





Former Pres- 
ident Dial Cur- 
rin has stepped 
up to chairman, succeeding J. Frank 
Buck, founder of the bank, who has 
retired to devote full time to his per- 
sonal business. Robert C. Lanier was 
named chairman of the executive and 
policy committee, and Cashier Charles 
S. Storms was made a vice-president. 

oe 


J. D. WILKINSON 


Continuing on as a member of the 
board of directors is Ben J. Bleakley, 
retired vice-chairman of the First 
National Bank and Trust Company 


| of Racine, Wisconsin. 


7 


Mayor Charles H. Smith of Coving- 
ton, Tennessee, has been elected cash- 
ier of Tipton County-Farmers Union 
Bank. 


4 
Community sparkplug L. D. Lacy, 
Central State Bank, Oklahoma City, 
Oklahoma, recently was paid tribute 
in the Daily Oklahoman, which fea- 
tured the highlights of his life in the 


Local tribute 
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special presidential portrait below. 
Mr. Lacy is a converted school 
superintendent, who found banking 
so fascinating that he made it his life’s 
work. 
* 


Gene Glazier, former bank spe- 
cialist for Burroughs Corporation, is 
now cashier at the 
Irving State Bank, 
Irving, Texas. 
New vice-presi- 
dents at the bank 
are Sidney E. 
Selby and William 
O. Parsons, both 
of whom joined 
the bank in 1950. 

Mr. Glazier is a 
former assistant 
state bank exam- 


G. GLAZIER 





S. SELBY 


W. O. PARSONS 
Upgraded in Texas 


iner and has served on the staff of 
several banks. 
a 


Former financial editor Robert W. 
Bergen has moved his corporate pub- 
lic relations firm into expanded quar- 
ters at 639 S. Spring St., Suite 729-30, 
Los Angeles. Bergen & Co. specializes 
in financial and shareholder relations 
and in sales communication. 

Bob, who is our Los Angeles cor- 
respondent, was with the Los Angeles 
Mirror for five years. He also has 
served as director of West Coast 
operations for Harshe-Rotman, Inc., 
and as director of public relations for 
Hoffman Electronics Corporation. 


* 


If you have a couple of people with 
the same first name in your office, you 
know how confusing it is when some- 
one rushes off saying: “Harry’s han- 
dling that.” There are two Harrys, 
but you manage to get the last name 
before your informant is too far away. 

This same process of elimination 
wouldn’t help you at The Western 
Loan Association, San Francisco, 
California. It has three Peter Wil- 
liams on its staff and they are all re- 
lated. Peter N. is secretary-manager ; 
Peter E., his son, is assistant secre- 
tary and treasurer; and Peter E., Jr., 
his grandson, joined the staff in Jan- 
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Are Your Funds too long in Transit? 





One million checks—or more—spin through the 136 IBM proof machines in our Central 
Clearance Department each day. This department, staffed by more than 400 skilled employees, 
works 24 hours a day, including Saturdays and most holidays. Our correspondent banks thereby 
obtain the benefit of earliest possible presentation of their items. 

In addition, Manufacturers Trust Company has developed a number of other “availability 
aids,”’ including: 


e Individually imprinted 3-part carbon- e¢ Air mail pouch stickers, with frequent 
less cash letter forms. airport pickups. 


e Hourly pickup of cash letters from a 


@ Self-addressed cash letter envelopes in 
24-hour post office. 


several sizes to meet the volume needs 
of the individual bank. e Direct sendings to non-Federal points. 


Let us write you in more detail about the advantages of using Manufacturers Trust Company 
for cash letter and collection sendings. Just tear out this advertisement and mail it to National 
Department, Manufacturers Trust Company, 44 Wall Street, New York 15, N. Y. 


MANUFACTURERS TRUST COMPANY 


HEAD OFFICE: 
44 WALL STREET, NEW YORK 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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uary, 1959. They are known to the 
staff as Peter the I, II, and III, re- 
spectively, and the regal designations 
have helped prevent frayed tempers. 
Western Loan Association’s  re- 
serves, etc., are unusually high, 
around 30 per cent, adds Peter the I, 
making it one of the few savings and 
loan associations in the U.S. that is 
required to pay federal income tax. 


oa 


Robert C. Buell, Jr., has moved up 
to senior vice- 
president at the 
Hartford National 
Bank and _ Trust 
Company. He is 
in charge of all 
Southeastern Con- 
necticut opera- 
tions for the bank, 
succeeding Earl 
W. Stamm, senior 
R. C. BUELL, JR. vice-president, 

who has retired. 
Mr. Buell has been with Hartford 
National since 1936. 





° 


Rotary International’s new presi- 
dent is J. Edd McLaughlin, president 
of the Security State Bank & Trust 
Company, Ralls, Texas. The 65-year- 
old banker was recently featured on 
the cover of The Rotarian, member- 





Rotary’s new spokesman 


ship journal, which had a full-length 
article on him. 

Mr. McLaughlin is currently on a 
one-year’s leave of absence from the 
bank, visiting many of the 500,000 
Rotarians scattered in 10,600 clubs in 
116 nations. He and his wife will end 
their grand tour in Tokyo in early 
1961, at which time they will partici- 
pate in the Rotary International con- 
vention there. Meantime, they will 





travel about 50,000 miles to attend 
Rotary meetings and functions. 


° 


Seven assistant treasurers were re- 
cently named at .The Connecticut 
Bank and Trust Company, Hartford. 
They are Miss Elvera L. Fenton, Miss 
Irma K. Storen, James Graham, John 
D. Mains, Joseph B. Rempe, John G. 
O’Keefe, Jr., and Ernest Santangelo. 


. 


Installment credit expert Wayne E. 
Puls is the new vice-president at the 
First National 
Bank of Orlando, 
Florida. For the 
past 12 years, he 
had been with 
General Motors 
Acceptance Cor- 
poration, serving 
as manager of the 
Orlando, Jackson- 
ville, Miami and = 
W. E. PULS 


Fort Lauderdale 
branch. 
First National’s affiliate, South 


Orlando National Bank, has moved 
G. E. Hill up to assistant cashier. 


a 
Honorary chairman of the board 


at Industrial Finance and Thrift Cor- 
poration, New Orleans, Louisiana, is 


































Gracefully streamlined to carry your company name 
with distinction. ‘Golden’ anodized aluminum finish 
wont rust or tarnish. Feather-light, attractive, 


practical. 


My , coven ALUMINUM ASH TRAYS 


‘md ANODIZED ALUMINUM RULERS 


LOOKING FOR THE IDEAL GIFT 
for Anniversary, Christmas or Business? 


“Golden” bright! Beautiful gifts you'll be proud to 
give. Anodized aluminum finish won't rust or tarnish. 


M-D Ash Trays look smart in home or office. Choice 
of 3 anodized finishes-Golden, Silver Bright or Ebony. 


MAC Kl 


ANBURG-DUNCAN 





Write on your company letterhead for quantity 
prices and full details. 


COMPANY 
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E. F. KOHNKE, III M.M. AINSWORTH 


In finance changes 


William Reeder Brunson, former 
president. New chief executive officer 
is Max M. Ainsworth, chairman of 
the board. Edward F. Kohnke, III, 
former executive vice-president, has 
been made president. 

* 


E. J. Kolar, new president of the 
United States National Bank of Port- 
land, Oregon, has been with the bank 
and its affiliates for 36 years. But his 
first banking experience was gained 
in the midwest, at the Beloit (Wis- 
consin) State Bank, where he worked 
afternoons as a bookkeeper while 
attending college. 

He is a graduate of the University 
of Oregon and of the Graduate School 
of Banking at Rutgers University, 
where his thesis on “Financing Com- 
mercial Trucks and Trailers” is now 
a part of the permanent library. It 
was one of 26 out of a total of 317 
judged worthy of a place in the A.B.A. 
racks. 

Mr. Kolar is quite active in civic 
affairs, having served as president of 
the local United Fund. He currently 
is chairman of the “Loaned Execu- 
tives” program for United Good 
Neighbors; senior warden of Trinity 
Episcopal Church; treasurer of the 
Episcopal Diocesan Development Pro- 
gram of Oregon; on the board of 
trustees of Lewis and Clark College; 
and on the board of The Mann Home. 

+ 


Quick thinking on the part of Rob- 
ert E. Schmidt, assistant branch man- 
ager, Valley Na- 
tional Bank, 
Phoenix, led to 
the arrest of an 
alleged bank rob- 
ber. 

Mr. Schmidt 
was sitting at his 
desk when a teller 
sounded an alarm 
as the robber non- 
chalantly walked 
out of the bank 
with $4,620 in cash on July 26. Mr. 
Schmidt ran outside, spotted the man 
driving off, so he commandeered a 
passing car and used the classic 
phrase, “follow that car.” Only trou- 





R. E. SCHMIDT 
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AND 
SPLATTER 


AND SKEW 


Five years ago these words took on a new meaning 
to the bank stationers. Along with nine other words 


and phrases, they repre 


sented the exacting toler- 


ances of encoding with magnetic inks. 


Today these words are 


all common parlance. De- 


mands that looked all but impossible are being met 
daily and being met on a production basis, 


For checks that are both 


bank stationer for checks made on 


La Monte Safety Paper. 


safe and sortable, ask your 






TRADE-MARK 


GEORGE LAMONTE & SON ¢ NUTLEY 10, NEW JERSEY 
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“OUR NEXT STEP TOWARD COMPLETE AUTOMATION WILL BE VIA THE SPEED, SIMPLICITY 
AND CONVENIENCE OF BURROUGHS B251 VISIBLE RECORD COMPUTER.” 
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DALLAS’ 
EXCHANGE BANK 
AND TRUST CO. 
EXECUTIVES 
REPORT: 


“OUR 
BURROUGHS 
MACHINES 
SAVE US 
06% ON OUR 
INVESTMENT 
ANNUALLY” 





The scene: Dallas’ $43-million-plus Exchange Bank 
and Trust Co. The equipment: Burroughs Bank 
Accounting Machines. The results, reported by 
President Gus Bowman and Vice President Wm. A. 


(1. to r.) President Gus Bowman, Vice President Wm. A. Craig. 































Bets 


Craig: “‘On-the-job results verified our initial opinion 
of this equipment’s dependability. The automation 
it provides proved to be so effective that we save 
56% on our investment each year.” 





Seon—the Visible Record Computer 
System: “In order to initiate further savings and to 
prepare for a predictable volume increase, we’re going 
to magnetic document processing via Burroughs B251 
Visible Record Computer System. We’ve already 
installed the first phase—Burroughs B-101 Sorter- 
Reader that sorts up to 1,560 items per minute.” 


Why the VRC: “In addition to unprecedented 
operational speed and efficiency, its advanced com- 
puter techniques and capabilities will put formerly 
untapped sources of management data at our disposal. 
Its installation will easily convert our present oper- 
ations to a completely automated basis resulting in 
even better service to our customers.” 


Dallas’ Exchange Bank and Trust Co. is one of many banks helped to ever increasing levels of efficiency by 
Burroughs automation equipment. For details, action—and results—call our nearby branch now. Or write 


Burroughs Corporation, Detroit 32, Michigan. 






Burroughs 


“NEW DIMENSIONS / in electronics and data processing systems” 
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How to 
please 


installment 
customers 





ALLISON COUPON BOOKS 
get excellent reception and 
reaction. 


They are easy to READ— Easy 
to CARRY—Save customers’ 
TIME— Reduce IRRITATING late 
notices— Make mail payments 
EASIER—Serve as customers’ 
PERSONAL recordof theaccount. 


Build a good reputation for 
SERVICE and beat rising costs 
at the same time. 


FREE 
Information Booklet 
and Samples 








shasta ea ne ei eh i i ii antes "| 
ALLISON COUPON COMPANY, INC. | 
P. 0. Box 102, Indianapolis 6, Indiana | 
Please send information and samples | 
showing how to please customers and | 
save work. | 

| 
Name ere 

| 
Firm eo ee = ae 

| 
Address_ E | 
City and State . 
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mail coupon today to... 


ALLISON COUPON 
COMPANY, INC. 


P.O. Box 102, Indianapolis 6, Indiana 





ble was that the driver couldn’t speak 
English. But he had a young man in 
the car who could. 

The trio followed the car into a 
shopping center parking lot, where 
the driver disappeared in the crowd. 
They remembered the automobile, 
though, and were able to track the 
suspected robber through department 


| of state license plate files. 


He was caught a few days later in 


_ Las Vegas by FBI men. 





i 
Financial vice- 
president and 
treasurer of First 


Savings and Loan 
Association, Oak- 
land, California, 
are new titles for 
David W. Brown, 
_ former vice-presi- 
Ss dent 


: : and con- 
D. W. BROWN troller. John E, 
Givler has been 


given Mr. Brown’s job of controller. 
a 


A slide presentation on the life of 
T. Howard Duckett, chairman of the 
board and executive committee at 
Suburban Trust Company, Hyatts- 
ville, Maryland, led to some mighty 


enjoyable moments for Mr. Duckett 


and the host of friends attending his 
testimonial birthday dinner. 

The 80-year-old banker was given 
his portrait, and numerous plaques, 
scrolls and citations as tributes to his 
accomplishments as a banker, lawyer 
and friend of Maryland dignitaries. A 
special four-year scholarship at the 
University of Maryland was also an- 
nounced as an added tribute. 

Perry O. Wilkinson, Speaker of the 
Maryland House of Delegates, ar- 


| ranged the party, with assistance from 


S. Walter Bogley, Jr.. executive direc- 
tor of the Prince Georges Chamber 
of Commerce. On hand and partici- 


Quick flashback 


MR. DUCKETT 


GOVERNOR TAWES 








pating in the tributes were Governor 
J. Millard Tawes of Maryland and 
Robert V. Fleming, board chairman 
of Riggs National Bank, Washington, 
B..4. 
e 

Organizational changes at General 
Motors Acceptance Corporation in- 
volved four 
key staff mem- 
bers. John B. 
Wright, vice- 
president, is the 
new assistant 
manager of the 


U.S. borrow- 
ings depart- 
ment. He_ had 


been in charge 
of public rela- 
tions, a_ post J. 
now filled by 
Assistant Treasurer James R. Van 
Wagner. Dann Westcott has been 
named director of financial sales. 

In charge of GMAC branch opera- 
tions is Deryl Hull, vice-president, 
who has also been named a director. 

a 





B. WRIGHT 


A converted women’s ready-to-wear 
store is serving as temporary quarters 
for Van Nuys, California’s new Lin- 





a 
H. ERKE 


M. POLLARD 


Roughing it in California 


coln Bank, which like its namesake 
will spend the first vear of its life in 
a log cabin. 

Eventually, the bank will move into 
a modern three-story structure being 
built next door, according to Presi- 
dent Martin Pollard. Executive vice- 
president of the bank, which is capi- 
talized at $750,000, is Herman Erke, 
former assistant vice president of the 
California Bank’s local branch. 

+ 


Boris S. Berkovitch has advanced 
to deputy superintendent and counsel 
of the New York State Banking De- 
partment, succeeding Richard S. Sim- 
mons, who has returned to private 
law practice. Thomas H. McBryde is 
the new assistant counsel. 


Diamond lapel pins have been pre- 
sented to First National Bank of Chi- 
cago veterans John J. Feeley and 
Raymond E. Bruen, both of whom 
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Overheard in echalion ‘ 
“Why don’t you check with Pittsburgh National? 
They have banking ofhces throughout the 


Greater Pittsburgh area.” 
Total Resources . . . $961,870,568.62 Capital and Surplus . . . $81,000,000.00 


PITTSBURGH NATIONAL BANK 


Pittsburgh 30, Pennsylvania 


Member Federal Deposit Insurance Corporation 


September, 1960 73 








Honored veterans 


have 50 years’ service with the bank. 
Mr. Feeley, left above, assistant vice- 
president in the discount department, 
and Mr. Bruen, center, are shown 
with Walter M. Heymann, vice-chair- 
man of First National. 


° 


Dale W. Hathaway has joined the 
First American State Bank, Wausau, 
Wisconsin, as assistant vice-president. 

° 


His untiring youth activities have 
earned new honors for Edwin H. 
Mosler, Jr., president of the Mosler 
Safe Company. He has been named 
chairman of the President’s Citizens 
Advisory Committee on the Fitness 
of American Youth. 

Mr. Mosler is national president of 


Junior Achievement, Inc.; a member 
of the executive committee of the 
National Football Foundation and 
Hall of Fame; a member of the U.S. 
Committee for International Recrea- 
tion; and a director of Sportsmanship 
Brotherhood. 
* 


‘H. L. Stanfield has been appointed 
assistant cashier and operations offi- 
cer at the Bank of Nevada, Las Vegas. 
James Kelley was named auditor. 


° 


On October 1, Raymond J. Spaeth, 
former vice-president and treasurer 
of the Illinois Institute of Technology 
will take over presidency of the 
Beverly Bank, Chicago. At that time, 
President Arthur A. Baer will move 
up to chairman of the board. 


Head Chicago bank 


A. A. BAER 


R. J. SPAETH 











END 
Vault Waiting 





ACME VISIBLE 
Safety Deposit Records speed 
both service and billing. 


Customers need never stand 
around waiting for access to 
safety deposit boxes when 
Acme Visible Records are on 
the job. In seconds, you can 
verify signature .. . locate 
box number... note vault 
entry. Contract, signature, 
entry record and ledger 
cards are all kept together. 
Colored signals flag your 
eye at billing time. Send 
coupon for free booklet. 
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VISIBLE 


Worlds Largest Exclusive Makers of Visible Record Systems 
ACME VISIBLE RECORDS, Inc. 
7109 West Allview Drive, Crozet, Va. 
Please send brochure on Acme Visible 
—_ records and other bank record 
aids. 
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Meanwhile, Wesley H. Larson has 
been named senior vice-president and 
R. W. Anderson appointed manager 
of the new business division. 


a 


Newly-elected senior vice-president 
at the Mellon National Bank and Trust 
Company, 
Pittsburgh, 
Pennsylvania, 
is Everett H. 
Pixley. He has 
been with Mel- 
lon and its 
merged Union 
Trust Company 
branch since 
1936. Prior to his 
banking indoc- 
trination, he was 
with GMAC. 

Mellon has also advanced Arch S. 
Jeffery to vice-president. He had also 
been with Union Trust. 





E. H. PIXLEY 


5 


The handicapped have a new cham- 
pion—Gould Kardashian, Chase Man- 
hattan’s vice-president in charge of 
new business and marketing. He has 
been appointed chairman of the J.O.B. 
wing of Ad Men’s Post No. 209 of the 
American Legion. 


J.O.B. (Just One Break), a non- 
profit organization established 10 


years ago, places the handicapped in 
commerce and industry at no charge 
to worker or employer. 

The 700 members of the post pro- 
vide voluntary aid to disabled veteran 
placement and cap their efforts with 
a massive fund-raising Christmas 
party annually, featuring theatrical 
stars and personalities. 


Sd 


Kenneth N. Galloway, left below, 
is shown being congratulated by his 
boss, Ransom M. Cook, president of 
Wells Fargo Bank American Trust 


Top JC member 
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more than ever 
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HEAD OFFICE: 67 Milk St., Boston, Massachusetts — Branch Offices throughout the City 
Represented in New York by The First Bank of Boston (International), 2 Wall Street 
Overseas Branches: In AnGENTINA — Buenos Aires, Avellaneda and Rosario « In Brazit — 
Rio de Janeiro, Sao Paulo and Santos « In Cusa — Havana, Santiago, Cienfuegos and Sancti Spiritus 
In Europe — Representative Office: 27-32 Old Jewry, London, E. C. 2, England 
Correspondent banks throughout the world 


Personal and Corporate Trust Service through our Allied Institution: Old Colony Trust Company 
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ASKING... 


347 Time-Tested 


Sales Messages 


Suggested messages 
pared especially for BANKS, 
perforated onto a TAPE-O- 
GRAM and revolving in the 
color lighted SALESCASTER 
DISPLAY, is an advertising 
combination that just can't 
be beat... in attractiveness, 
readership, effectiveness and 
economy! 


Write for your free list of suggested 
messages and for descriptive litera- 


YOURS For The 








pre- | 


ture on the SALESCASTER DISPLAY | 





DISPLAYS CORPORATION 


1012 East Elizabeth Ave., Linden, N.J. 
WaAbash 5-3450 
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Company, San Francisco, after win- 
ning the Wayne E. McCall Memorial 
Award for service in the U.S. Junior 
Chamber of Commerce. 

* 


The Hawaii National Bank, Hono- 
lulu, formerly the National Bank of 
Honolulu, has added two transplanted 
American National Bank of Denver 
men to its staff. They are J. P. “Pete” 
De Longchamps, vice-president and 


general loan officer, and Cashier 
James R. Robinson. 
Sd 


Perseverance has paid off for Harry 
G. Baldwin, 


whose entire 41-year 
business career 
has been spent 
with the Wash- 
ington Mutual 
Savings Bank, 
Seattle. He is 
the new presi- 
dent of the 
bank, succeed- 


ing the late 
Stuart Frazier. 

Mr. Baldwin 
advances to the 
presidency aft- 


H. G. BALDWIN 





D. J. CONLEY J. N. RYDER 
Step up in Washington 


er serving as vice-president and head 
of the bank’s mortgage loan depart- 
ment for the past 25 years. 

Named senior vice-presidents were 
John N. Ryder and Dan J. Conley, 
who joined the bank in 1935 and 1934, 
respectively. 

° 


Savings and loan veteran John J. 
Santoro has been elected president of 
the Penn Savings and Loan Associa- 
tion, Newark, New Jersey. 

+ 


David A. Rodriguez, former execu- 
tive director of the Puerto Rico Land 
Authority, has joined the Government 
Development Bank for Puerto Rico 
as executive vice-president. 

7 

A Hawaiian vacation was among 
the gifts recently presented to Arthur 
D. Milteer and his wife at a 50-years’ 
service banquet in his honor. Mr. 
Milteer is president of the Gary 
National Bank, in Gary, Indiana. 











On deserved vacation 


He is shown, seated above, with 
R. C. Gasser, vice-president, center, 
and C. W. Bader, one of the bank’s 
directors. 

. 


Heading up the trust department at 
the Citizens Bank of Michigan City, 
Indiana, is John W. Mills, former 
trust officer of the Live Stock Na- 
tional Bank of Chicago. 


° 


A check for 500,000 Bolivianos 
caused quite a stir at the First Na- 
tional Bank in St. Louis, Missouri. 
James L. Sharp, left, vice-president 
of the foreign department, breathed a 
little easier when he learned that the 
U.S. equivalent was $45, which was 
to be used for a present for Fred L. 
Dennis, second from the right, retir- 
ing president and general manager of 
the Illinois Terminal Railroad Com- 


pany. 
Lawrence Keller, Jr., president, 
Alton (Illinois) Banking & Trust 


Company, second from left, thought 
up the unusual gift for a party given 
Mr. Dennis by the Alton District 
Manufacturers Association. Looking 
on is Thomas W. Butler, A.D.M.A.’s 
executive-director. 
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Now over 92% of 











California property owners 
can get fast, dependable 
title protection for their 





property with just /\ 











NEW KIND OF FASTER TITLE SERVICE NOW AVAILABLE IN 31 CALIFORNIA COUNTIES! 


Now, when you want title service in any of the 31 counties 
served by Title Insurance and Trust Company, its subsidiaries 
and affiliate companies, simply call the title company in your 
county and place your order. 

The experienced title specialist there will handle the whole 
transaction for you...get it started faster, closed sooner. 
Take advantage of this new, streamlined service. It’s provided 
at no extra cost by T.I.—the company with America’s largest 
staff of title experts, complete land records in every county 
it serves, and over 66 years of title experience. 


TITLE INSURANCE AND TRUST COMPANY...serving Inyo, Kern, 


Los Angeles, Mono, Orange, San Luis Obispo, Santa Barbara, 


Tulare and Ventura counties. 


CALIFORNIA PACIFIC TITLE INSURANCE COMPANY DIVISION... 
serving Alameda, Contra Costa, Fresno, Marin, Monterey 


(Monterey County Title Company), Sacramento, San Fran- 


cisco, San Joaquin, San Mateo, Santa Clara, Santa Cruz, 
Sonoma (Sonoma County Land Title Company) counties. 
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PIONEER TITLE INSURANCE COMPANY... serving Imperial, 
Riverside and San Bernardino counties. 


UNION TITLE INSURANCE COMPANY...serving San Diego county. 


AFFILIATE COMPANIES... Northern California Title Company 
serving Calaveras county, Glenn county, Siskiyou county and 
Tehama county; Mid-Valley Title and Escrow Company serv- 
ing Butte county; North Valley Title and Escrow Company 
serving Shasta county. 


* Assets over 
$75,000,000 


Title Insurance and Trust Company 


433 S. Spring Street, Los Angeles 54 + MAdison 6-2411 
Title Insurance and Trust Company operates through branches, affiliates and sub- 
sidiaries in 31 California counties, and through other subsidiary companies, offers 
complete title service throughout the states of Nevada, Oregon, and Washington. 
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During the A BA Convention 
VISIT CANADA AT TWO WALL STREET 


Continuing a tradition of more than 100 
years of cooperation between the Bank of 
Montreal and American bankers, the B of M 
representatives pictured below look forward 
to meeting with you at the ABA. 

Many U. S. bankers and businessmen 
have found the best approach to doing 
business north of the border is through the 
doors of the New York Agency of Canada’s 
first bank —a $3 billion organization 





EDWARD R. ERNST 





with more than 800 branches coast-to-coast 
in Canada. 

If you or your customers at home have a 
particular interest in Canada, you might 
find it convenient to visit us in our own 
building at Two Wall Street while you are 
attending the A B A in New York. We'll be 
pleased to see you and will welcome the 
opportunity of discussing any phase of 
Canadian business with you. 





WALLACE H. COLLIE GORDON V. ADAMS 


Asst. General Manager Asst. General Manager Agent, Bank of Montreal 
International Department Business Development Dept. New York 


WYOANK BankK OF MONTREAL 





Canada's First Sank Coast-to- Coast 


BRANCHES IN ALL TEN PROVINCES 


District Headquarters: 


Head Office: HALIFAX, TORONTO, WINNIPEG, CALGARY, VANCOUVER 


Wt. , / NEW YORK: Two Wall Street «© SAN FRANCISCO: 333 California Street 
CHICAGO: Board of Trade Bldg., 141 West Jackson Blvd. 


MORE THAN 800 BRANCHES IN CANADA, UNITED STATES, GREAT BRITAIN AND EUROPE + RESOURCES EXCEED $3,000,000,000 


CARIBBEAN AFFILIATE: BANK OF LONDON & MONTREAL LIMITED—HEAD OFFICE: NASSAU, BAHAMAS 
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Scottish Investment Service 

The Clydesdale and North of Scot- 
land Bank is now offering its clients 
an investment service. This ‘bank, a 
subsidiary of the Midland Bank, is 
the latest to follow the trail blazed 
by Lloyds (International Section, 
April 1960). 

But unlike the Lloyds scheme, the 
Scottish venture will be open to all 
investors, however small their port- 
folios. Fees will be based on the size 
and value of shareholdings, and also 
on the amount of work performed. 
The minimum annual charge will be 
$14.70. 

Another feature of the service is 
that an investor will be able to nomi- 
nate his own stock exchange dealer. 

Under this plan the Clydesdale 
Bank will collect dividends, look 
after bonus issues and undertake 
similar routine work. Guidance on 
the choice of stocks will be given on 


Money running tightest 


the basis of regular market reviews 
and dealers’ recommendations. 

Where specially authorized by the 
client, the bank will also be prepared 
to buy and sell stocks for him at its 
own discretion. 


° e ° 


Free World Loan Rates 
Reveal Tight Pattern 

Japan, Germany, France and Italy 
are the world’s most rapidly expand- 
ing economies and also the toughest 
of the major money markets as far 
as big business borrowing is con- 
cerned. 

A recent compilation of prime loan 
rates by the First National City 
Bank of New York City, shown 
below, points out that these coun- 
tries are charging best credit risks 
61% to 9 per cent interest on unse- 
cured loans, compared to the 5 per 
cent U.S. rate (now 4!'% per cent). 


In its Monthly Letter, FNCB 
shows commercial bank prime loan 
rates for 59 countries as of July, 
1960 and compares the listing with 
corresponding data for June, 1957. 
The latest tabulation reveals that 
banks in only four—Switzerland, the 
Netherlands, Portugal and Lebanon 
—of the 59 countries are offering 
lower rates to business than U.S. 
banks. 

At the other extreme are such 
countries as Chile, Greece, Peru, 
Brazil, Paraguay, Argentina, Ecua- 
dor, Mexico, Iran, Israel and Thai- 
land, where prime credit risks are 
paying from 10 to 15 per cent inter- 
est for their short-term borrowings. 

“Interest rates today seem high 
when contrasted with the extremes 
of the past three decades of cheap 
money,” the report adds. “But the 
artificially low rates were made pos- 
sible only by a continuous creation 


in rapidly developing areas and countries hit by inflation 

















WIDE DIVERGENCE IN GLOBAL PRIME LOAN RATES 
Rate Rate 
June July June July 
Major Money Markets 1957 1960 Latin America 1957 1960 
ON EL A NIT A EI 9% 9% SEER ee EES So ae ee 12-14% 15% 
ETL TOT SEE ES 9 8-814 A I 11 at “13% 
EE ETE te fe 7 7% SS ME, ORE Ie! * 12 
DO epcbisiptinsenciantenredemsinnmennenehonee 7% 64%4-7% EEN Pe NEES n.a. 12 
United eaten Pata Mee Bc 54-5% 6% Tey EEE nate aul Lae 10 
Sweden.. RATE a 6-6 % REEMA NEFA LES CEA 10 10 
RS cs ce ee 534 ES eee eee SF 914 10 
Belgium... ai 5-5% 54-6% RR REET Rae IES a 8 91% 
| United States.. 4 re Colombia __................. Vcscesouslnisetead 6 8 
SS eee eres 5% 44%-5% ee SE PEON eT 7 8 
Switzerland... See. eer es! 4% 4-5 NS REEL CET Menon nO eR 7 7 
PIII 5s = cpccciconndesughstcinaddeomibuacess 6 7 
Other Europe 
G 12 9-10 ee Bee ee Ee 5 6-8 
= aa aR a a a v 1 TSE A ee 6 6-7 
SL OR LED 9% 8% Rensientin 6 6 
io aeasetiherwemsbeedineie 7-8 1% eee 
I gps icon eneveennMiaretsnsmonaseniownton 7-9 TORTIE RIT eT 7 6 
Se iertecihcerinieanatbtsinndaenaevicieminensiceaiis 6-64 64-7 EE eR EEE 5 6 
; 1 1 
i ck es ae ee 64% 6% eee SF 4% 5% 
OO aa ee 8-8 ly 6—7 
cic nncigtii singiicvesias pieaniastaonal 434 5% 
3A RRES ea, ob 5-5% 4 
| All Others 
| Other British Commonwealth eee: 8 ce. s, eee Meee! 714-8% 12-15 | 
IN disesascsesadansciierenidenscagiebinl? | aM 61% ETA SA ES Be SG 11 10 
Jamaica... n.a 6% pi RE ONT eee tee. n.a 9-12 
kee aes 5 6 SE LE LE 5-7 7% 
ta RE Rc aie Ae Se o. - : 59 1-8 
ET APE ita 6— EE TTT Te A Ly RT - = 
— United Arab Republic: Syria__. 7-8 7 
Malaya... isncs sepetapacsilicnaamiaacunins n.a 6 Wistert ee n.a. 6-7 
c ), eae 24a. 514-6 6 Liberia. 6 6 
RI MUIR cs assntcscnacacicninatnn wince ; c Jord xi P 
ES OTR ALES n.a. ordan : 
India. is Obs] a” te AS ae oe ee 5%-6% 5% United Arab Republic: Egypt.....5 14-6 5% 
aa RNG RNa 25S EN 5% 5% Lebanon 7 4-5 
n.a. Not available Source: First National City Bank of New York. 
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VIA BANK OF AMERICA 
TRAVELERS CHEQUES 


World’s most popular bank cheque 


Bankers know Bank of America Travelers Cheques for their 
world-wide acceptance, dependability and quick claim service 
... the very things that have made these familiar blue and 
gold certificates the fastest-selling bank cheque anywhere. 
Recommend them to your customers—and enjoy profit from 


more repeat business ! BANK OF AMERICA, N.T.& S.A. | 
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of money, which in turn brought 
about price and cost inflation, eco- 
nomic distortions, and waste, as well 
as seemingly unmanageable balance- 
of-payment strains. In the past 15 
years, nation after nation has ac- 
cepted the idea that there is no in- 
herent virtue in cheap money and 
that interest rates should be flexible 
so as to bring the demand for loan- 
able funds into a sustainable balance 
with supply.” 
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Land of Rising Sun Glows 
The Japanese economic boom and 

other facets of this rapidly rebound- 

ing nation are provided in a compre- 








Discusses financial sector 


hensive study just released by The 
Oriental Economist. 

The 276-page digest is entitled 
Japan Economic Yearbook and con- 
tains a separate analysis on each in- 
dustry and trade. These capsule 
glimpses include data on 1959 and 
1960 in comparison with previous 
years and point out factors that are 
spurring activity or forcing re- 
trenchments in the economy. 

One of the most enlightening sec- 
tions is on finance, and it covers 
financial policies, the Bank of Japan 
and its effect on the banking system, 
money rates, securities, and the like. 

The Japan Economic Yearbook 


| costs $5 and may be obtained from 


The Oriental Economist, Nihonbashi, 


| Tokyo, Japan. 
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Global Investment Drive 
The constitution of a worid Fed- 


| eration of Investment Clubs has just 


been signed in London. Member 
countries are the United Kingdom, 
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United States, Holland, New Zealand 
and Canada. Australia may soon 
join the group. 

The convention assembled to work 
out the international union was or- 
ganized by the host National Feder- 
ation of Investment Clubs in Great 
Britain. 

Main objects of the world organ- 
ization are to be the spread of invest- 
ment education, and wider share 
ownership in all countries. Existing 
member countries will help form in- 
vestment associations in countries at 
present outside the fold. 
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German Bank Deals 
in Gold Coins 

The Dresdner Bank in West Ber- 
lin, Germany, is buying and selling 
gold coins, gold bars and medallions. 
The bank has issued a brochure illus- 
trating gold coins of many countries 
including those of the United States, 
and has listed the selling price and 
weight in grams of each coin and 
medal. 

U. S. gold dollars were selling in 
March 1960 at 98 Deutsche marks 
(about $25), 2% dollar gold pieces at 
80 marks (about $20), 5 dollar 1909 
gold pieces at 55 marks (about $14), 
10 dollar 1910 gold pieces at 85 marks 
(about $21), and 20 dollar gold pieces 
at 166 marks (about $41.50). 

The list quotes gold pieces from all 
continents. Most of those illustrated 


Elaborate collection 
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INDUSTRIAL 


PRODUCTION IN 


AUSTRALIA 





The unique A.N.Z. Bank 
“Index of Australian Factory 
Production”, developed to 
assist analysis of movements 
in factory activity and busi- 
ness conditions, is a regular 
feature in A.N.Z. Bank 
“Quarterly Survey”, which 
also contains articles on cur- 
rent outlook in Australia 
and New Zealand and other 
features of industrial, business and agricultural interest. A copy 
will gladly be sent free on application on your Company’s 
letterhead to: 


General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 


or 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhil!, London, E. C. 3, England 


Other bank publications, also free on request, 
include “Establishment of Industry in Australia”, 
“Australia’s Continuing Development”, 
and “New Zealand's Continuing Development”. 





AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 
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AIR EXPRESS... 
FIRST ON, FIRST OFF 
coe FIRST CHOICE 
NATIONWIDE! 


AIR EXPRESS goes where the jets go. It has ever 
since the first commercial jetliner roared skyward. 
But 600 mph speed is just one more reason pro- 
gressive businesses hail AiR EXPRESS as America’s 
modern way of doing business; there are others: 
Like the sure knowledge that AiR EXPRESS gets 
first priority treatment on all 35 of the nation’s 
scheduled airlines. It’s always first on, first off— 
with new loading systems tailored to the jet age, 
and kid-glove handling every mile of the way. 


Burroughs Clearing House 





Other reasons? Dependable overnight delivery 
to more than 20,000 communities. Prompt pickup 
and delivery service by the AiR EXPRESS fleet of 
trucks — many radio-dispatched for maximum 
speed. Immediate confirmation of delivery, too, via 
the giant AiR EXPRESS-operated teletype network. 
And, in some areas, helicopter service links small 
airfields with major terminals. 


That’s why, more than ever, it pays to think fast, 
think AiR EXPRESS first. One phone call is all it 
takes to enlist the skills of thousands of AIR 
EXPRESS specialists— and speed your product 
FIRST TO MARKET...FIRST TO SELL! 


AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY «+ GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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in the brochure are pre-World War I, 
but some, such as the Mexican 50 
pesos gold pieces, carry the 1945 date 
and the weight is shown on the coin 
as 37.5 grams. The collector of gold 
coins will find that the Dresdner 
Bank has many gold coins of Eu- 
ropean countries now behind the 
Iron Curtain. 

The list of gold medallions includes 
many issued in recent years for vari- 
ous historical events, and most of 
those carried by the bank are of West 
German origin. 

The list also shows prices of gold 
bars from 10 grams to a kilogram, 
with the latter quoted at 5,075 
Deutsche marks (about $1,269). 

The brochure points out that trade 
in gold coins has been permitted since 
1954 and export of coins and gold 
bars since February 1959. 
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World Outlook Bright 

The nations of the free world will 
attain a more than 50 per cent rise in 
production and a 20 per cent gain in 
population during the next ten years, 
according to a new international 
study prepared by McCann-Erickson. 

In commenting on the interna- 
tional business outlook, McCann- 
Erickson, the world’s second largest 


advertising agency, said: “For the 
first time in two decades, world pro- 
duction capacity is equal to current 
demands. This will confront the busi- 
nessman with intensified competi- 
tion.” 

The 10-year forecast is entitled, 
The Decade of Incentive. It was pre- 
pared by economists of Marplan, the 
marketing research affiliate of Mc- 
Cann-Erickson, which has 58 offices 
in 21 countries. . 

The 30-page report includes a sep- 
arate section with 33 charts. All in- 
formation is printed in five languages 
—English, French, German, Spanish 
and Portuguese. 

Among the findings for the various 
areas covered in the study are the 
following: 

Canada—Its economy will likely 
increase by more than 60 per cent 
during the next decade. Canadian na- 
tional output by 1970 will reach $55 
billion, which is 60 per cent above 
its current level, and virtually double 
the 1955 total. 

Latin America—Rising industrial- 
ization should establish this area as 
a major producer and consumer in 
the free world, if political and finan- 
cial stability are achieved. National 
output in the region is now about $70 
billion. By 1970, it is expected to push 
past $100 billion mark. 























ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation more than 70 years ago. If you are inter- 
ested in doing business in Peru a letter addressed to 
us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office -- LIMA 


113 Offices throughout the Country 
Capital: S/.100,000,000.00 
Surplus: S$/.103,640,073.61 


"Peru's Oldest National Commercial Bank" 
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THE DECADE OF INCENTIVE 

LA DECADE RICHE DE PROMESSES 
DAS JAHRZEHNT DES AUPSCHWUNGS 
LA DECADA DEL INCENTIVO 
A DECADA DE INCENTIVO 





Competition will be strong 


South America—lIts population by 
1970 will be approximately equal to 
the present population of the U.S. 
The output for this area, exclusive of 
dependencies, should approach $50 
billion in the next decade. 

Argentina, Brazil and Chile— 
Total output of the “ABC” countries 
is expected to rise in ten years to 
$24 billion, from the present $17 bil- 
lion. 

Mexico—This country is expected 
to have one of the sharpest 10-year 
growth rates of any economy in the 
free world, with a one-third rise in 
population, and a doubling of its 
present national output to more than 
$22 billion. 

Western Europe—The population 
of this area is expected to rise to 
320 million persons by 1970, com- 
pared with the current 295 million. 
This is expected to be accompanied 
by a 70 percent rise in output above 
the 1958 level. 

European Common Market—Total 
consumer spending in these coun- 
tries, currently less than $120 billion, 
will rise to more than $200 billion by 
1970. The increase in output may 
exceed 85 per cent. 

West Germany, United Kingdom, 
Italy and France—Gains in national 
output for these countries, in the 
period from 1958 to 1970, are ex- 
pected to range from 63 per cent to 
94 per cent. Consumer spending also 
should increase substantially, with 
the United Kingdom, for example, 
having a consumer market in 1970 
in excess of $65 billion. 

Australia—By 1970, its level of 


| output should approach $16 billion, 
_ an increase of approximately 40 per 


cent. The population growth rate of 
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STOCK EXCHANGE . BANK OF NEW YORK 
& ¢ * 
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7 INVESTMENT COMPANIES 


Ps aft trad e »@ 
and finance 


Whether you are arranging for an import or export credit, 
seeking investment advice for a customer, or making a 
change in your bond portfolio, it’s almost inevitable that 
the transaction will go through the New York financial 
community. Why not let your man at the Irving assist you. 


IRVING TRUST COMPANY 


Capital Funds over $143,000,000 One Wall Street, New York 15, N.Y. Total Assets over $1,700,000,000 
GEORGE A. Murpuy, Chairman of the Board WituiaM E. PETERSEN, President 
National Division—H. MILLER LAWDER, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Australia will increase by about 25 
per cent in 1970—a rate considerably 
faster than that indicated for the 
USS. 

Japan—By 1970, national output 
should exceed $60 billion, compared 
with the current $30 billion annu- 
ally. 

India—Significant improvement in 
the economy is expected in the next 
ten years. 

Copies of the international ‘“Dec- 
ade of Incentive,” as well as an earli- 
er report on U.S. prospects, may be 
obtained by writing to Corporate In- 
formation Office, McCann-Erickson, 


Inc., 485 Lexington Avenue, New 
York 17, N.Y. 
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Inside Leek at Indonesia 


Indonesia is a land of superlatives, 
according to Caltex Pacific Oil Com- 
pany in its booklet, Indonesia—A 
Foreign Investor’s Report. 

The 32-page booklet outlines the 
vast resources of this rich country, 
situated on the world’s largest archi- 
pelago. It adds that Indonesia’s 88 
million inhabitants make it the sixth 
largest nation in the world, and the 








IMPORTS 


modities from 


may be easily transacted with 
Letters of Credit opened 
through 


in the country 





The largest commercial Bank 


CAPITAL & RESERVES: S/87.704.532.04 


OF COCOA, COFFEE, BANANAS, SHRIMPS, 
BALSA WOOD, CASTOR SEEDS, and other com- 


ECUADOR 


LA PREVISORA 


NATIONAL BANK OF CREDIT 
P O BOX 44 
Guayaquil, Ecuador— 











Almost 100 Years’ 
Banking Experience. 


Branches throughout 
South America 


Bank of London & Montreal Limited, 
ar affiliate, maintains a network of offices 
in Central America and the Caribbean. 








AWS eepamneneeng & SOUTH AMERICA LIMITED 
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Head Office: London, England 
New York Agency: 34 Wall Street 











Unearthing natural resources 


future of the country is bright. 

But, the booklet cautions, the nat- 
ural resources will attain their true 
economic value only when they are 
developed and brought to world mar- 
kets. Caltex’s part in this undertak- 
ing is interestingly woven into the 
report, to give a thorough analysis of 
Indonesia through full-color photos, 
charts and graphs. 
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Merchant Bank for Nigeria © 

Nigeria, the next British Colony 
on the list for complete independence, 
now has a merchant bank and an issu- 
ing house of its own. 

This was set up in Lagos on Sep- 
tember 1 by the London firm of Philip 
Hill Higginson Erlangers. It is 
working in close association with a 
Nigerian subsidiary of the U.K. 
finance house, United Dominions 
Trust, and with C. T. Bowring and 
Co. 

A central bank for the new state 
was set up in July last year. As the 
pros and cons of a local stock market 
are also now being examined, Nigeria 
has gone a fair way towards financial 
maturity. 
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Austrian Facts 

Anyone interested in a brief statis- 
tical analysis of Austria can obtain 
it in a 16-page booklet just released 
by Creditanstalt-Bankverein, Vienna. 

Entitled “Austrian Economy in 
Figures,” the study outlines the area 
and population of each of the nine 
semi-autonomous provinces, of which 
Vienna is the smallest but most popu- 
lous. 

Industry and trades account for 
the bulk of the gross national prod- 
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Wright motorized Rotary Files, de-— 
signed for operational simplicity, are 
complete work stations. They bring 
bal Se pp dletl-laleil-t- Mn coMilllale Mia -30-1a-lalet-) 
Talo olol-)dlale Me) ol-1a-tdlolal Sim Mal-t-1-B4-le-t- te 
tile nvodern files deliver records to 
the operator in split seconds. Wright 
Rotary Files are low in cost and 
fsakolol-JF-Me-Ug Me Wa-Vil-toll- Masel gmat Caleliiate| 
ol 0laleial-seMet-(ael-MlsM-lhdal-lmalolabdelahe- mols 
vertical position as well as most 
other card sizes. They will give you 
bil llalo Me -letolaleles\ Am (ole ia -CohM- tale ME Jol _\-lep 
STF alo Mn fol mmol i gmot-te-Ulele Mol mmot-UiME Zell ia 
local Wright Line Branch Office 
bio] mm otelasl=)(-)4-Mel-be- tiem ' 








; 
| 
| 
; 
' 
: 




















uct, about 58.6 per cent, and its share 
and those of the other economic sec- 
tors are detailed, along with the bal- 
ance of payments situation over the 
past few years, the federal budget, 
and the like. 

A number of other tables show 
the growth of checking and savings 
accounts; commercial loans; gross 
investments; and gold, foreign ex- 
change and note circulation. 

Austria’s world-wide trade is also 
given, through listings of imports 
and exports with each foreign mar- 
ket. 
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Hong Kong Project 

A proposal to set up an industrial 
bank in Hong Kong has been turned 
down by a high-powered government 
committee. 

Some manufacturers have been 
complaining that development funds 
have been difficult to find for sound 
ventures where there is no prospect 
of a quick return. They also say that 
the lack of an industrial bank makes 
it more difficult to get loans from 
international bodies, such as the 
World Bank. 

For these reasons, the industrial 
bank idea was backed by the General 
Chambers of Commerce and the 
Chinese Manufacturers’ Association. 


Marble Arch branch, Barclays Bank, London 


But despite this impressive ad- 
vocacy the committee has not found 
any major cases of sound projects 
frustrated by lack of finance. Suffi- 
cient funds are available—it says— 
from existing commercial banks, pri- 
vate savings and overseas sources of 
capital. 
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Modernized British Branch 
Faces Familiar Landmark 


Most Londoners and provincials 
alike regard the Marble Arch as the 





TRADE, INVESTMENT, 


AND 





ES 


Australia, a young country moving swiftly to a great future, 





In the center of London 


geographical center of Britain’s cap- 
ital. It is located at the Oxford Street 
end of Hyde Park and has countless 
historical associations. The views 
above are taken from the recently 
reconstructed Marble Arch branch of 
Barclays Bank, which is across the 
street from the historic Arch. The 
tastefully decorated and modern 
branch is designed to serve tourists 
and other visitors to London and is 
located next to the famed Cumber- 
land Hotel. 
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Dutch Investment Study 

Good labor relations, a stable po- 
litical structure and the sound eco- 
nomic fiscal policies of the local ad- 
ministration are described in the 
new brochure, National Ordinances 
Regarding Investment Facilities in 
the Netherlands Awttilles. 

It outlines the various govern- 
mental ordinances aimed at attract- 


Foreign tax haven 





offers two-way trade, investment, and industrial opportunities, 
and the Bank of New South Wales, the first and largest commercial 
bank in Australia, can help those interested. 


The Bank’s complete banking service includes such specialized 
facilities as trade and industrial enquiries, economic and trade 
information, and a complete travel service. The Bank, through 
more than 1,000 branches and agencies in Australia, New Zealand, 
Fiji, Papua and New Guinea, is closely and constantly in touch 
with industry, business, and agriculture in the areas it serves. 


BANK OF NEW SOUTH WALES 


HEAD OFFICE: SYDNEY, AUSTRALIA 
International Division: John W. McEwen, Chief Manager 
Founded in Australia in 1817 — Incorporated with limited liability 
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The right kind of correspondent banking 

is like your telephone service. 

It gives you maximum service at minimum cost — 

and you can’t get along without it. 

You call on the Philadelphia area’s broadest background 


of correspondent experience and helpfulness 
when you call 


THE PHILADELPHIA NATIONAL BANK 


ORGANIZED 1803. Member Federal Deposit Insurance Corporation 
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ing foreign capital, the tax exemp- 
tions permitted, free zones in the 
area, granting of sole rights to vari- 


ous industries for 10 to 25-year 
periods, and the like. 

The 45-page study can be obtained 
by writing to Netherland Antilles 
Trade and Travel News, 475 Fifth 
Avenue, New York City 17. 
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Historie Milestone 


Banque Francaise et Italienne 
pour l’Amerique du Sud—more com- 
monly known as Sudameris—is cur- 
rently observing the 50th anniver- 





sary of the founding of its first 
branch installation in Sao Paulo, 
Brazil. 


Sudameris was the first European 
bank to create a network of branches 
and subsidiaries virtually covering 
South America. It has 102 branches 
in Brazil, Argentina, Chile, Colom- 
bia, Uruguay and Venezuela and is 
closely associated with Banco de 
Credito del Peru of Lima and other 
correspondents. 


Stockholders of “Sudameris” in- 
clude Banca Commerciale Italiana of 
Milan, Banque de Paris et des Pays 
Bas of Paris, Union Bank of Swit- 














340 reporters give you the story 
of Canadian business today 


For the businessman interested in Canada, Imperial Bank gathers 
information from more than 340 trained reporters—the Imperial 
branches that stretch from Halifax to Vancouver Island. From them, 
our head office collects information on the latest developments and 


trends in Canadian business. 


When you require such details as plant location, labour availabilities, 


taxation, etc. 


. .. Imperial Bank will be pleased to help you. A letter 


may save you many hours and facilitate your Canadian plans. 


IMPERIAL BANK 
OF CANADA 





THE BANK THAT SERVICE BUILT 
Head Office: Toronto 1, Canada 





zerland in Zurich and the Banque de 
l’Indochine of Paris. 

Sudameris’ head office is in Paris, 
but most its business is conducted in 
the six South American countries in 
which it operates. 

Emilio Mayer, New York repre- 
sentative of Banca Commerciale 
Italiana, said Sudameris was origi- 
nally founded to finance and promote 
trade between France, Italy and 
South America. But, today, the $130 
million bank is playing a vital role 
in the stimulation of the economic 
growth of South American industry 
and finance. 
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World-Wide Glimpse of 
Communist Offensive 

American businessmen operating 
abroad are convinced that communist 
competition is likely to grow, accord- 
ing to a survey conducted by the 
Chamber of Commerce of the United 
States of America. 

The study encompassed more than 
500 representatives of overseas 
branches and subsidiaries of U.S. 
owned concerns in 77 countries—in 
Europe, the Far East, Latin Amer- 
ica, the Near East, South Asia and 
Africa, and it revealed that most of 
the businessmen felt the U.S.-Soviet 
clash was of an ideological, political 
and social nature, with growing em- 
phasis on economic measures. 

Four major points are emphasized 
in the findings, which have been put 
into a new 10-page report entitled 
How American Businessmen Abroad 
View the Communist Economic Of- 
fensive: 1. The communist economic 
offensive is world-wide in scope but 
modest in size, with communist activ- 
ity varying according to local and 
international conditions; 2. It has 
little impact on American business, 


Serious future threat 





HOW AMERICAN 
BUSINESSMEN ABROAD 
VIEW THE COMMUNIST 
ECONOMIC OFFENSIVE 


A report on a survey of the mews of American businessmen 
tn foreign countries on the commanist economic political 
offensive. 


This 
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erated og Shahar spree al oversees 


png wh ap rene owned on seth questions as 
© how aggressive is the Sino-Soviet economic thrust 
abroad? 


© what methods do communists use to push their aid and 
trade drive? i 


© what has been the impact of this offensive on American 
business? 


© how great is the threat? 
© what can American business do to help offset the 
threat? 
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CALIFORNIA BANK 
NOW “AT HOME" | 
IN NEW HEADQUARTERS : 











@SAN GABRIEL @COVINA 
EL MONTEe WEST, COVINA 









COMPLETE CORRESPONDENT SERVICE 
throughout this rapidly-growing market of 6,700,000 people 


70 OFFICES IN THE GREATER LOS ANGELES AREA 


LOS ANGELES GLENDALE PICO RIVERA 

24 offices HUNTINGTON BEACH POMONA 
ALHAMBRA LANCASTER 3 offices 
ANAHEIM LA PUENTE RESEDA 
BELL LOMITA SAN CLEMENTE 
BELLFLOWER LONG BEACH SAN GABRIEL 
BEVERLY HILLS MONROVIA SAN PEDRO 
BREA NEWPORT BEACH SANTA ANA 
CANOGA PARK NORTH HOLLYWOOD 3 offices 
CORONA DEL MAR NORTHRIDGE SANTA MONICA 
COVINA NORWALK TORRANCE 
EL MONTE ONTARIO VAN NUYS 
EL SEGUNDO PALMDALE VERNON 
FULLERTON PASADENA WEST COVINA 
GARDENA 2 offices WHITTIER 

WILMINGTON 


CALIFORNIA BANK 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


600 SOUTH SPRING STREET, LOS ANGELES 54, MAdison 4-0111 





but pressure is increasing; 3. It rep- 
resents a potentially serious threat 
to free world commercial and polit- 
ical interests; and 4. American busi- 
ness can help offset the threat by 
contributing to free world economic 
progress and security through intel- 
ligent participation in the opportuni- 
ties of trade and private foreign in- 
vestment. 

Copies of the report, which con- 
tains salient comments from busi- 
nessmen abroad, may be obtained 
without charge from the Interna- 
tional Relations Department, Cham- 
ber of Commerce of the United 
States, Washington 6, D.C. 
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Brazilian Tax Digest 

The unusually large number of 
American, European and Japanese 
companies that have’ established 
plants in Brazil in recent years, has 
prompted a new, up-to-date edition 
of Brazilian Taxes and Business 
Organization. 

The author, Walter H. Diamond, 
is editor of Foreign Tax and Trade 
Briefs, a continuing service on the 
tax laws of 81 countries. 

He points out that there are ap- 
proximately 600 American companies 
with about $1.5 billion in direct in- 
vestments in Brazil. He adds that 











First in deposits 
First in service 


To a Japanese, the name is 
synonymous with “incomparable” — the 
perfect title for the Bank which has 
again taken ffirst place in deposits 
for another year. More than 10,000 
trained personnel at 190 branches 
throughout Japan. A capital of 11,000 
million yen. Fuji Bank — first in Japan. 


Overseas Offices: New York, 
Overseas Representative: 


London 
Calcutta 


Founded in 1880 


THE FUJI BANK, trp. 


Tokyo, Japan 
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Sloane Square branch, Barclays Bank, London 


Renovation brings open look to a British banking office 


“an almost unbelievable mass exodus 
of industrial wealth has been arriv- 
ing from Japan, France, Germany, 
Italy, Sweden, Switzerland and the 
United Kingdom.” 

The book lists the chief reasons 
why such industrial giants as W. R. 
Grace & Co., Krupp Works of Ger- 
many and Switzerland’s Brown- 
Boveri are spurring their overseas 
efforts in Brazil. One of these attrac- 
tions is that the number of potential 
consumers in Brazil is four times as 
great as that of Canada, the largest 
buyer of American goods, he adds. 

The digest contains a check list 
and tips for new investors on two 
dozen steps to be investigated or 
taken before any business invests in 
Brazil. It also includes the complete 
tax laws, with examples for individ- 
ual, foreign and Brazilian compa- 
nies, as well as a section on how to 
organize a business, with costs and 
types of companies. 

Brazilian Taxes and Business Or- 
ganization is priced at $10.00 per 
copy. It may be ordered from Over- 
seas Press and Consultants, Suite 711, 
247 Park Avenue, New York 17, N.Y. 
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Glasshouse Bank 

A plate glass front has been fitted 
to a branch of Barclays Bank in 
London’s fashionable Sloane Square. 
This is something of an innovation 
in English banking. 

Since the remodeling was com- 
pleted in January, fresh accounts 
have been coming in at twice last 
year’s rate. This is because the new 
arrangements have resulted in a 
more efficient operation. Mr. A. H. S. 
Spencer, the local manager, empha- 


sizes that as the staff works in pleas- 
ant surroundings “‘the customer now 
benefits from more courteous and 
better service.” 
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Asian Banking Merger 

Two British banks—Lloyds and 
National & Grindlays—are to merge 
their business in India, Burma and 
Pakistan. As part of these arrange- 
ments, Lloyds will receive an issue of 
National & Grindlays stock. Lloyds 
will also gain representation on Na- 
tional’s board of directors. 

The merger is described as “A 
covenant for collaboration in an area 
in which both banks have consider- 
able interest and continuing respon- 
sibilities.” It is also regarded as an 
affirmation of confidence in the future 
of the countries concerned. 

Of the two banks, National has the 
older association with the area. Its 
operation in Calcutta began almost 
100 years ago. Although Lloyds en- 
try into the Eastern hemisphere did 
not take place until after the First 
World War, it has since established 
about 20 branches. 

The combined knowledge and re- 
sources of the two banks should pro- 
vide a comprehensive banking service 
suited to the needs of the private 
business in all three countries. 
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Pending Fiscal Changes 
In the Netherlands 
The Dutch Parliament is consider- 
ing a series of bills providing for 
some drastic legislation changes. 
The main alteration is that dis- 
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AT HOME-ABROAD 


The world, we're told, is “shrinking.” Major cities around 
the world are only hours apart, but the problems of doing 
iisctisini on a global scale remain complex. 

American interest in overseas financing and the exchange 
of goods have brought unusual foreign banking responsibili- 
ties for the nation’s banks. That’s why Hanover’s Foreign 
Division has become a most useful supplement for many 
of its correspondents. 

Whatever your problem, wherever your interest may lie 


abroad, The Hanover Bank can be your gateway to the world. 











THE 
HANOVER 
BANK 


NEW YORK 


Member Federal Deposit Insurance Corporation 


Foreign Transactions - Portfolio Review - Snap-Out Carbon Checks - Air Mail-Pouch Loose - Letters of Credit - HANCORE Plan - Credit information 
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tributed profits will be taxed at a 
15 per cent lower rate than retained 
profits. If a company now pays 47 per 
cent in taxes (the average percent- 
age), its tax load is reduced to 32 
per cent of dividend and kindred dis- 
tributions. 

This undoubtedly will lead to a 
more liberal dividend policy on the 
part of many Dutch enterprises, a 
policy by which many foreigners, 
who in the past two years have been 
buying large quantities of Dutch se- 
curities, may benefit. 

Another nullifying alteration is 
the proposed raising of the dividend 
tax from 15 to 25 per cent. This divi- 
dend-tax is just a pre-levy on the 
income tax, so that for the Dutch 
holder of securities it will be of little 
consequence. It will have great im- 
pact on foreign holders of Dutch 
securities. 

The change has been proposed with 
the object of creating bargaining 
possibilities with other countries. 


e 4 4 


International Study 

Barclays Bank D.C.O. has_ re- 
leased its Overseas Survey 1960 list- 
ing trade and economic conditions in 
the overseas territories where the 
bank operates branches. 








Handy reference piece 


The 230-page study gives short an- 
alyses of recent developments in such 
key areas as Africa, the Mediter- 
ranean, and the West Indies, as well 
as discussing conditions in France, 
West Germany, Canada and the 
United States. The statistics and 
written reports are supported with 
photographs of the particular area 
to provide a handy reference tool. 

Further details about the booklet 
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INDUSTRIAL BANK 
OF JAPAN, LTD. 


Head Office: Marunouchi, Tokyo, Japan 
New York Office: 30, Broad Street, New York 4, N.Y. 
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can be obtained from Barclays Bank 
D.C.O., 54 Lombard Street, London, 
E.C. 3, England. 
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Duteh Stock Purchase 

Amsterdamsche Bank N.V., one of 
the Dutch big four, has taken over 
from the shipping and mining con- 
cern Wm. Mueller & Co. N.V. (Rot- 
terdam) about 3 million guilders of 
shares of the old-established Handel- 
maatschappij H. Albert de Bary & 
Co., N.V. of Amsterdam. 

The shares of the latter banking 
house (15 million guilders alto- 
gether) are now held in equal por- 
tions by Amsterdamsche Bank N.V., 
Banque de l’Indochine, Banque de 
la Société Générale de Belgique, 
Schweizerische Kreditanstalt and 
Deutsche Bank. 

After World War II, German- 
managed De Bary’s shares had been 
transferred to the Netherlands Trus- 
tee Institute, which passed them on 
to the present owners. 
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Global Sidelights 

A DWrand-new $514 million interna- 
tional finance organization has been 
formed with headquarters in Basle, 
Switzerland. It is called Eurocredit 
Limited Holding Gesellschaft fiir Fi- 
nanzierung and Kredit AG. It will 
provide industrial financing and in- 
stalment credit through its Western 
European founding members. Swiss, 
French, British, Scottish and Italian 
interests are represented. 
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A credit clearing system for inter- 
bank credits has been introduced by 
the five Scottish commercial banks. 
Initially, the operation will be limit- 
ed to traders’ credits, payments un- 
der standing orders, and salary dis- 
tributions. Later all types of credit 
will be included, even non-customer 
transactions. 


& 


An “Open for Business” sign has 


| just been placed out in front of the 
| new Bank Dagang Negara, Djakarta- 
| Kota, Indonesia. It will operate as a 


fully-authorized foreign exchange 
bank. Managing directors are J. D. 
Massie and R. Soetandijo, while Tan 
Tjin Tong and R. Soeorso are assist- 
ant managing directors. 


5 


The Dutch clearing banks’ depos- 
its with the Netherlands Bank have 


| been raised from 7 to 8 per cent, ef- 


fective July 22. The move won’t im- 


| mediately effect loan operations, for 


the banks still have considerable 


| amounts of money abroad. 
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WHEN MELLON BANK ANSWERS, 
IT’S THE MAN YOU WANT! 





Now reach him faster at CEntral 2- ... plus his personal extension number 


Direct Dialing makes it easier than ever to handle your business with Mellon Bank. Now each department and individual has a “direct 
dial” telephone number. You call straight through to your man at Mellon Bank, saving valuable time. 

Just call CEntral 2- plus the four-digit extension number of the person or department you want. Of course, you still can reach our 
operator at CEntral 2-4100 if you don’t have the number you need. Direct Dialing helps you get your man at Mellon Bank faster. 

This new “‘direct dial” telephone system—among the first in the United States—is another convenient service of Mellon Bank. 
It's one more reason why you should call on Mellon Bank for all your correspondent banking services! 





MELLON NATIONAL BANK AND TRUST COMPANY « PITTSBURGH 30, PENNSYLVANIA = — 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
CAPITAL FUNDS $296,585,965.63 
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How men and money find their reward 
when they seek to work in MODERN CANADA 


Second largest country on the globe in area, 
Canada has become the world’s sixth largest 
industrial nation, and ranks fourth in interna- 
tional trade. It is also one of the most diversi- 
fied, in its manufacturing activities and in its 
vast resources of farm, forest, mine and fishery. 
United States businessmen have contributed to 
and are participating in Canada’s rapid devel- 
opment. 

United States bankers are invited, on their 
Own account, or on behalf of their customers, 
to make use of the complete banking and 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


Branches also in London, England » New York + San Francisco + Los Angeles + Seattle + Portland, Ore. 
Bridgetown, Barbados * Kingston, Montego Bay, Ocho Rios and Port Antonio, Jamaica 
Port of Spain, St. James and San Fernando, Trinidad + Nassau, Bahamas 






Resident Representatives in Chicago, Illinois and Dallas, Texas °¢ 
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information facilities of The Canadian Bank 
of Commerce. Over 850 branches from the 
Atlantic to the Pacific and North to the Arctic 
serve all Canada. We will be pleased to answer 
your inquiries with regard to any industry, 
company, trading area or manufacturing district 
in Canada. 


Address your inquiries to our 
Business Development Division, 


Head Office, Toronto 1, Canada 


We do not advise on the merits of speculative securities. 


More than 850 Branches across Canada 


European Representative, Zurich, Switzerland 
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$5.6 Million Renovation 


Typical of the construction activity 
at Canadian banks is the current re- 
building campaign at the Toronto- 
Dominion Bank. It is in the midst 
of a $5.6 million building program. 
Major alterations and renovations at 
40 branches will cost $2.1 million; 
another $2 million is set aside for air 
conditioning in 42 branches and a 
new 14-story structure at Montreal; 
and new branches will take care of 
the other $1.5 million. 

Older branches some of which have 
been in service for 75 years, are be- 
ing remodeled. Brick and stone ex- 
teriors are being replaced with walls 
of glass, steel and aluminum panel- 
ing. Interiors are being transformed 
from dull, poorly laid-out areas to 
pastel-hued, custom-designed offices. 
Counters and desks are being de- 
signed to speed traffic flow and add to 
interior eye-appeal. 

Toronto-Dominion Bank is con- 
structing new quarters for 12 of its 
branches. Among these are the Queen 
and Augusta branch in Toronto 
which was opened in 1872, and a num- 
ber of other branches in Toronto and 
Lindsay, Ontario, which date back to 
the 1880s. Included in the program 
is the 100 year-old 500 St. James 
Street West branch in Montreal. 

Where the bank is making exten- 
sive alterations of its branches, near- 
by quarters are being leased to main- 
tain service. At Dresden, Ontario, 
the bank leased a church hall for the 
10 months required to rebuild its 
branch. The monthly rental for the 
hall helped church members pay for 
the hall’s construction. 

Decisions of remodeling or build- 
ing new quarters at many of the 
sites depends on space availability 
and condition of the buildings, the 
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bank’s officials point out. Space avail- 
ability is evaluated on the basis of 
what future expansion may require. 
If the existing building is in reason- 
ably good condition and if usable 
space can be increased by at least 
50 per cent by remodeling, it is re- 
novated. In some instances, new 
buildings are more practical. 
Permanent facilities such as vaults, 
plumbing, load-bearing walls and 
stairwells are also being positioned 
so as to provide as little interference 
as possible with future revisions. 
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Banks Spur Housing 
Design in West Indies 

Prizes totalling $2,800 are being 
offered by three Canadian banks in 
a move to encourage improvement 
of low-cost house design in the West 
Indies. 

The Canadian Bank of Commerce, 
Bank of Nova Scotia, and Royal Bank 
of Canada have branches throughout 
the West Indies, and in conjunction 
with the British West Indies Federa- 
tion are offering the prizes to West 
Indian architects for houses to cost 
about $5,000. 

The prizes are $1,000, first prize; 
$500, second; $300, third; and five 
$200 awards of merit. 


a o 


More Mortgage Money 

To encourage home building the 
Canadian government is temporarily 
offering mortgage loans to those with 
annual incomes up to $7,000, with a 
stipulation that if they have more 
than two children the maximum wage 
level is set at $7,600. 

Earlier this year the goverment 
made loans to prospective home 
owners earning $2,000 less than 


Two examples of branch expansion can be found in Windsor (left) and Toronto, Ontario 





these newly stipulated amounts. 

Under this latest move, National 
Housing Act loans will not be made 
for speculative house building, but 
only where a builder has an imme- 
diate buyer. The government had al- 
ready set aside $175 million for hous- 
ing loans this year and the new move 
will require additional money. Ot- 
tawa has not announced how much 
it will spend for this three-month 
program, which went into effect Sep- 
tember 1. 

Public Works Minister David 
Walker stated that housing starts 
this year will exceed previous esti- 
mates of 125,000, and possibly match 
last year’s 141,000 starts. 
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Cuban Branches 


Two Canadian banks and five Cana- 
dian life insurance companies are in 
business in Cuba. The Royal Bank 
of Canada has 24 branches in the re- 
public, and the Bank of Nova Scotia 
has eight branches. In both cases 
these are spread throughout the 
country, with the Royal Bank having 
eight branches in Havana and the 
Bank of Nova Scotia four branches 
in the capital city. Officials of the 
banks reports that their liabilities in 
Cuba equal assets and that loans are 
well secured with Cuban government 
securities. 

The five Canadian life insurance 
companies—Confederation Life, 
Manufacturers Life, Crown Life, and 
Imperial Life, all with head-offices at 
Toronto, and Sun Life with head- 
office at Montreal—are estimated to 
handle about 70 per cent of all the 
life insurance carried by Cubans. 
About $400 million of insurance on 
lives of Cubans is underwritten by 
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Canadian companies, many of whom 
have been doing business in the re- 
public for half a century. 
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The New Look 

The Royal Bank of Canada opened 
its 1,000th branch at Regina, Sas- 
katchewan. The branch at Albert and 
25th Streets was officially opened 
in a ribbon-cutting ceremony by 





Regina mayor presides at opening 


Regina’s Mayor Henry Baker. 
The Bank of Montreal, through its 


affiliated Bank of London and Mont- 
real Limited, has opened its first 
branch in Trinidad at Port-of-Spain. 
Trinidad’s -Premier Williams offi- 
ciated at its opening. Manager of the 
new branch is Edward Hodson who 
has been with the Bank of Montreal 
in various positions in Canada. He 
had been manager of the branch at 
Nanaimo, B.C. 

The Bank of Montreal has also 
opened a new main office at Peter- 
borough, Ont. The branch is located 
on the site of another office it opened 
in 1906. The new head office has a 
glass front and the banking room 
has 16 teller stations to assure fast, 
efficient service. 
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Wallets Win Accounts 


Chartered Trust Company’s recent 
offering of a free leather wallet to 
anyone opening a new $10 savings 
account was a great success. The 
month long campaign brought in as 
many new accounts in three days as 
the bank experienced during a nor- 
mal month. 

The promotion was in connection 
with moving of the office of the trust 
company. Direct mail and newspaper 
advertising was used, and old cus- 
tomers who circulated promotion 
cards among their friends were given 








At your service— 


in MICHIGAN 


Call on us... 


IN PERSON—At Fort and Congress at Shelby— Detroit 
BY PHONE—W Oodward 5-4000 
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a new silver dollar for every new ac- 
count they brought in. 
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Personnel Changes 

W. H. Faulder, superintendent of 
western branches of the Imperial 
Bank of Canada, and R. C. Nurse, 
superintendent of Toronto branches 
of the bank, have been named assist- 
ant general managers at Winnipeg 
and Toronto, respectively. A. E. 
Grange, supervisor in Toronto, has 
moved up to superintendent of To- 
ronto branches. 

a 


Harry Randall, assistant to the 
president at the Bank of Nova Sco- 
tia, has been appointed assistant gen- 
eral manager of the bank. His old 
post is now held by Charles W. Jame- 
son, former chief accountant. Cedric 
E. Ritchie has been promoted to chief 
accountant. E. Grant Taylor, man- 
ager of the main Winnipeg branch, 
is new supervisor of western credits 
at the bank’s general office at 
Toronto. 

* Sd * 


Secret Move 

In mid-July the Bank of Nova 
Scotia moved 15 tons of gold bullion 
from its Toronto vaults by air to 
New York. The $17 million load of 
gold bars left the vaults at King and 
Bay Sts. before dawn. By 6:30 a.m. 
the gold was being loaded onto 
an American Airlines DC-7 cargo 
freighter at the Malton airport, some 
17 miles from downtown Toronto. It 
was the largest single shipment of 
gold in one aircraft in the airport’s 
history. 

A few days later the plane’s des- 
tination was revealed as New York, 
where the gold was moved to the Fed- 
eral Reserve Bank of New York. 
Neither bank would reveal for whose 
account the gold was moved from 
Toronto to New York. 


$17 million flown to United States 
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We go miles out of 


our way to be helpful 


(Hubert, the Harris Lion, tells another true 
story about our correspondent service) 
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New home for a great tradition 


This is the enlarged Harris Bank 
Building at Clark and Monroe Streets, 
with the 23-story addition soon to be 
completed. Here in Chicago’s newest 
large banking home, the Harris tradi- 
tion continues. The heart of the Harris 
remains in the people who serve you. 


J HARRIS =z BANK 


“Not too long ago, one of our Harris 
men was visiting at a correspondent 
bank when a customer came in with a 
ticklish problem. He wanted to sell a 
piece of farm equipment and he wanted 
to sell it that day. But he couldn’t close 
the deal until the buyer’s check, which 
was drawn on a bank in a neighboring 
town, had cleared. 

*“Well, right then and there our man 
volunteered to drive to the town (15 
miles), have the check cleared, and get 
word to the bank right away. That’s 
what he did. The check was good, of 
course, and the deal went through that 
afternoon. 

‘Our correspondent customers get 
first-rate professional service. But the 
big thing at Harris is personal service. 
We hope you'll keep this in mind when 
you're thinking about a new correspon- 
dent relationship. We’d like to have vou 
with us.” 





Organized as N. W. Harris & Co. 1882—Incorporated 1907 
111 WEST MONROE STREET—CHICAGO 90 


Member Federal Reserve System ... Federal Deposit Insurance Corporation 
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THE BOOKLET COUNTER 





What About MICR? ... A well 
known Eastern bank which has re- 
cently inaugurated an MICR pro- 
gram, has published a booklet on the 
subject in question and answer form. 
It will prove especially valuable to 
bank operations officers whose insti- 
tutions are either involved in MICR 
programs or are about to launch one. 
Material for the booklet was gleaned 
from questionnaires which the pub- 
lishing bank sent to its officers, re- 
questing that they supply questions 
which they thought customers would 
ask about the MICR program. The 
questions were screened and com- 
piled under the title, “What About 
MICR?” 


Marketing Survey ... This 9- 
page report is based on an actual 
market research survey made by a 
major research corporation. The re- 
port was taken in banks of all sizes 
in the Eastern half of the U.S. and 
will enable bankers to compare their 
bank marketing practices with those 
of other banks. Survey results in- 
cluded in the report include such 
things as the basic reasons for 
change in the role of the bank mar- 
keting function, and a comparison 
with marketing organization trends 
in other industries. The results are 
printed in both text and tabular 
form. 


Asia and the U.S. ... A speech 
by the president of one of the largest 
banks in the country, regarding his 
recent trip through the Far East, has 
been prepared in booklet form. The 
author cites the similarities between 
Asia and the United States and the 
challenges the two countries share. 
Well-informed bankers will find this 
16-page booklet a valuable asset to 
their foreign departments. The prob- 
lems that exist in the Far East, the 
attitude of the people toward the 
U.S., and the West’s obligations to 
the various countries in Asia are 
graphically detailed in this booklet 
offering. 


A Guide for Foreign Trade... 
This 16-page booklet has been pre- 
pared to acquaint businessmen with 
the value of bank aid in dealing with 
the complexities of foreign trade. 
The brochure is intended to serve as 
an introduction to the uninitiated, 
and outlines important factors to be 
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considered, and the variety of situa- 
tions which can be met successfully 
when the businessman draws on the 
experience and facilities of the bank. 
Buying and selling abroad are dis- 
cussed in detail, as are the risks 
which are usually involved in foreign 
business. 


Dominated Banks .. . This inter- 
esting and informative essay on the 
dangers of one-man control of banks 
will prove valuable to bank auditors 
and controllers. It outlines the con- 
ditions under which one-man banks 
develop, cites the dangers that could 
result, and points out how this con- 
dition can be avoided. Written by a 
well-known certified public account- 
ant, free copies are available. 


Interest Tables . . . Published by 
a well known banking supply firm, 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














this 60-page booklet lists tables of 
interest on savings accounts both in 
percentages and dollar amounts. The 
tables are machine computations of 
various rates of interest on listed 
balance amounts for definite time pe- 
riods. The booklet also suggests a 
general pattern for figuring interest 
on both deposits and withdrawals. In 
addition the tables can serve as an 
error-detection device in cases where 
interest has already been figured in 
advance. 


Financing a Lease Car . . . The 
increasing trend among businessmen 
all over the country toward leasing 
equipment makes it imperative that 
bankers know of the profit possibili- 
ties in financing of leased equipment. 
A speech by a southern banker deals 
with the subject insofar as it relates 
to a bank and its loan portfolio. In 
it, he explains the various types of 
leases which banks can finance, and 
how the three C’s of credit extension 
can be applied to the leasing field. 
The author also touches upon the 
rates involved in lease deals, and ex- 
plains the advantages to a bank in 
being associated with a national 
lease system. 


Balance of Payments . . . The 
significance of the downward trend 
in our gold reserves and the balance 
of payments situation are discussed 
in this 24-page booklet which has 
been published by a large Mid-West- 
ern bank. The booklet presents a 
series of charts covering U.S. export 
and import trends, and their effect 
on our balance of payments. Another 
development cited is the growing 
role of the U.S. as “banker for the 
world.” 


Bankers’ Fact Sheet . . . De- 
signed to assist bankers in telling the 
story of the banking industry, this 
15-page booklet has been published 
by an eastern advertising agency. 
Based on a series of articles in the 
nation’s banking journals, the book- 
let tells how banking has helped to 
underwrite the success of the United 
States. Specific steps are listed which 
a bank can use to inaugurate its own 
action program to meet the challenge 
of growing competition and also con- 
dition its markets for iuture accept- 
ance in the decade which lies ahead. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Tax Deduction 


The Tax Court of the United 
States was upheld by the United 
States Court of Appeals, Fifth Circuit 
(Texas) in holding under the 1939 
Internal Revenue Code that a bank 
had properly excluded the amount of 
its bad debt recoveries as income in 
its excess profits tax computation. 

The ’39 Code provides that the ex- 
cess profits tax net income for the 
years involved be increased or de- 
creased by the adjustments set forth 
in the statute. The adjustment, in the 
case of banks using the reserve meth- 
od of accounting for bad debts, 
allows a deduction for debts that be- 
come worthless instead of permitting 
addition of that amount to the bad 
debt reserve. 

“The bad debt recoveries of such 
banks are not, therefore, to be in- 
cluded in their excess profits taxable 
income unless it appears that the 
Congress so intended as a corollary 
to the expressed provision requiring 
that the bad debt deduction should 
be the actual bad debt losses rather 
than the amount added to the bank’s 
bad debt reserve. Such intent is not 
expressed in the language of [the 
pertinent section ...] nor is such in- 
tent to be implied from the language 
of the statutory provision,” said the 
Court,” because aids to construction 
may be resorted to even where there 
is no ambiguity in an Act of Con- 
gress.” 

In neither committee report of the 
House or Senate is there a sugges- 
tion that banks using the reserve 
method of bad debt accounting 
should include bad debt recoveries 
as income. 

The Government argued that it 
would be inequitable to allow such 
banks to omit the recoveries from 
their excess profit tax income, since 
taxpayers other than banks using the 
reserve method are required to in- 
clude bad debt recoveries and also 
deduct bad debt losses. 

“Whether it is fair, just, reason- 
able, and equitable that banks using 
the bad debt reserve method of ac- 
counting should, for excess profit tax 
computation, deduct actual bad debt 
losses rather than the reserve allow- 
ance without including bad debt re- 
coveries is to be determined by the 
Congress: not by the Commissioner 


September, 1960 


or the Courts. We think the deter- 
mination has been made by Congress 
and we affirm the decision of the Tax 
Court so holding,” said the Court. 
“Laws enacted with good inten- 
tion, when put to the test, frequently, 
and to the surprise of the lawmaker 
himself, turn out to be mischievous, 
absurd, or otherwise objectionable. 
But in such case the remedy lies with 
the law making authority and not 
with the courts.” 
C.I.R. v. Mercantile National Bank 
at Dallas, 276 F.2d 58 (1960) 
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Stop Payment Effective 

The District Court of Appeals, of 
Florida, reversed its lower court in 
a depositor’s action against a bank 
which had paid a check after receipt 
of a stop payment order. The stop 
payment was valid, notwithstanding 
a custom of the banking community, 
defining payment of a check as in- 
cluding recall of a check from the 
tendering bank by the drawee bank 
at the request of the depositor. 

On Monday a check was drawn by 
the plaintiffs for $6,400 on their bank 
of deposit, made payable to Auto 
Wholesalers and delivered to the 
payee. On Tuesday the payee de- 
posited the check in its account at 
the Boulevard Bank; on Wednesday 
it was received by the defendant 
drawee bank; on Thursday the plain- 
tiff drawer telephoned the head book- 
keeper of his bank and asked him to 
telephone the payee’s bank in order 
to explain to the latter that there 
were sufficient funds now to cover 
the check, it having been returned 
for insufficient funds the day before; 
on Friday the check was received by 
the drawee bank, having been re- 
turned for payment by the payee 
bank of deposit; on Saturday, the 
payee of the check was taken over by 
creditors. 

The following Monday, the plain- 
tiff drawer requested stop payment. 
An official of the bank went to the 
bookkeeping department and with- 
drew the check from the bookkeeping 
department. It had not been stamped 
as paid, nor had any entry been made 
on the account of the plaintiffs. At 
this time the check was stamped with 
a stop payment notation. 


The. pertinent Florida statute 
reads: “A check or draft received for 
deposit or collection by a solvent 
payor or drawee bank shall not be 
deemed paid or accepted until the 
amount is charged to the account of 
the maker or drawer unless, though 
not so charged, such item is retained 
by the drawee or payor bank longer 
than the end of the business day fol- 
lowing its receipt. 

“It is the position of the appellants 
that this statute is controlling. It is 
urged, that since the account of the 
plaintiffs (depositors) had not been 
debited upon the books of the bank 
and since the check had been with- 
drawn from the payment file and had 
been properly stamped “stop pay- 
ment,” the check was not paid or ac- 
cepted at the time of the stop pay- 
ment order. 

“It is the position of the appellee- 
bank that the above quoted statute is 
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not applicable. It is urged, that under 
established banking practice, a check 
recalled for payment is considered 
paid as of the time of the recall for 
payment. In other words it is argued 
that inasmuch as the recall for pay- 
ment was initiated upon the oral re- 
quest of the plaintiffs and pursuant 
thereto the defendant-bank as well 
as the Boulevard Bank acted upon 
this oral request, that as between the 
bank and the depositor, the depos- 
itor’s account was actually charged 
with the check at the time of recall 
although the record of the charge 
upon the account had not yet been 
made.” 

The bank produced an expert wit- 
ness who stated that it was a trade 
custom that under the circumstance 
of a recall of a check for payment 
after there previously had been in- 
sufficient funds constituted payment 
by the banking community. 

But the court observed: “Although 
customs and usages of the banking 
business may have a binding force 
as between banks, and between a 
bank and the person with whom it 
deals in the absence of an express 
agreement to the contrary, the cus- 
tom or usage must not be repugnant 
to the express provisions of a sta- 
tute. ... Thus there is a conflict be- 


tween the custom as testified to by 
the expert and the statutory regula- 
tion. Custom defines the act consti- 
tuting payment as the recall of the 
check at the payee’s bank by the 
drawee bank at the request of the 
depositor. The statute defines the act 
constituting payment as the charg- 
ing of the account of the drawer. 
Since custom must yield to the posi- 
tive iaw, the bank was bound by the 
stop payment order received by it 
prior to debiting the drawer’s ac- 
count.” 

Cooke v. Commercial Bank of Miami, 
119 So. 2d 732 (1960) 
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Conflicting Interest Rates 

The United States District Court, 
Southern District, California held 
that when interest is to be calculated 
at the rate allowed by state law, it 
means the rate allowed by the state 
in which the judgment was rendered 
and entered rather than the rate ap- 
plicable in another state where the 
judgment is registered. 

The District of Columbia where 
the judgment was obtained has a 6 
per cent rate; but the legal rate 
where the judgment was registered, 
California, was 7 per cent. 





The Federal rule on interest on 
judgments provides that the in- 
terest is calculated “at the rate al- 
lowed by the State law” from the 
date of the entry of the judgment. 
The court said: “Surely there can be 
no dispute that the 6 per cent Dis- 
trict of Columbia rate applied from 
the date of the entry of judgment 
until the registration of the judg- 
ment in California. Congress could 
not have intended that the rate of 
the state where the judgment was 
rendered and entered would apply 
from the date of entry of the judg- 
ment until its registration in an- 
other state, at which time the rate 
allowed by the state where registered 
would prevail. If such an argument 
could seriously be maintained, what 
would be the rate of interest on the 
judgment if it were registered in 
several states allowing different 
rates?” 

Knight v. Barnes, 182 F. Supp. 383 
(1960) 
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Renewal Note Valid 

In defending an action on a note 
by the bank holder against the accom- 
modation endorser, the latter con- 
tended that the note was made in 
contemplation of discharging cancel- 
lation of old notes and that there was 
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a failure of consideration because the 
_old notes were not cancelled. The 
| Municipal Court of Appeals for the 
District of Columbia affirmed its 
lower court in holding for the bank. 

The court pointed out that the con- 
sideration flowing to the maker of 
the note was an extension of time 
and that was sufficient regardless of 
whether the old notes were cancelled 
or not. 

The court said: “A negotiable in- 
strument is considered prima facie 
to issue for a valuable consideration, 
but this is a rebuttable legal pre- 
sumption. However, it is necessary to 
do more than merely indicate a de- 
fense. It is required that a defendant 
carry his burden, for when the de- 
fense is want of consideration the de- 
fendant must demonstrate such a 
proposition with evidence. The trial 
court found against Carter on this 
point. Its finding that there was no 
agreement to cancel the original 
notes meant not only that the agree- 
ment did not exist, but that Carter 
had failed to prove his asserted de- 
fense.”’ 

The defendant asked the court to 
hold as a matter of law that when a 
renewal note is given for old notes, 
there is no consideration given the 
maker of the renewal unless the old 
notes are also cancelled and dis- 
charged. To this argument the court 
| rejoined: “Whether the acceptance of 
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a renewal note causes the cancella- 
tion of the original notes depends 
upon the mutual agreement of the 
parties to that cancellation, for with- 
out such a contract there is no dis- 
charge of the old notes.” 

Carter v. Purcellville Nat'l Bank, 
158 A.2d 327 (1960) 
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Foreclosure Divests 
Tax Lien 


After a difference of opinion be- 
tween the United States Court of 
Appeals, Third Circuit (Pennsyl- 
vania), and that of the Ninth Cir- 
cuit (California) , the Supreme Court 
of the United States held, with four 
judges dissenting, that Federal tax 
liens on real properties which were 
junior to defaulted mortgages held 
on the same properties by other par- 


ties were effectively extinguished by 
state proceedings to which the United 
States was not, nor was it required 
under state law to be, a party. 

Justice Harlan, speaking for the 
majority, said they believed it desir- 
able to adopt as Federal law, state 
law governing divestiture of federal 
tax liens, except to the extent that 
Congress may have entered the field. 
When Congress resorted to the use 
of liens, it came into an area of com- 
plex property relationships long since 
settled and regulated by the state 
laws. 

The court said: “Long accepted 
nonjudicial means of enforcing pri- 
vate liens would be embarrassed, if 
not nullified where federal liens are 
involved, and many titles already se- 
cured by such means would be cast 
in doubt. We think it more harmo- 
nious with the tenet of our federal 
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system and more consistent with 
what Congress has already done in 
this area, not to inject ourselves into 
the network of competing private 
property interests, by displacing well- 
established state procedures govern- 
ing their enforcement, or superim- 
posing on them a new form of fed- 
eral rule.” 

The court refused to extend the 
principle of sovereign immunity to 
the situation before it, so that the 
Government had to give its consent 
to be sued, saying: “To do so would 
not only produce incongruous results 
as between these two cases, but would 
trespass upon the considerations 
which have led to our refusal to fash- 
ion a federal rule of uniformity re- 
specting the extinguishment of fed- 
eral junior items under state proce- 
dures. 

“It must be recognized that the 
factors supporting a federal rule of 
uniformity in this field, and those 
militating against the dislocation of 


| long-standing state procedures, are 


full 
They 


considerations. 
imponderables 


of competing 
involve many 


_which this Court is ill-equipped to 





| assess, on which Congress has not yet 
_ spoken, and which we think are best 


left to that body to deal with in light 
of their full illumination. A wise 
solution of such a far-reaching prob- 


confines of a lawsuit. Until Congress 
otherwise determines, we think that 
state law is effective to divest gov- 
ernment junior liens in cases such as 
these.” 

United States v. 
1192 (1960) 


PROFIT-SHARING 


CONTINUED FROM PAGE 43 


able is $15,000 and the total payroll 
for the year was $200,000, each share 
is worth $7.50. 

The basic profit-sharing for an in- 
dividual employee is one share for 
each $100 of annual salary. There- 
fore an employee who had earned 
$5,280 during the preceding year 
would receive 53 shares. In our ex- 
ample, where each share was worth 
$7.50, his basic payment would be 
$397.50. Although it is easy to see 
that what we are figuring is actually 
a percentage of annual salary, we 
have found that describing the plan 
using “shares” is more understand- 
able and effective with our em- 
ployees. It also gave us a complete 
psychological break with the old per- 
centage system when we started the 
new merit program. 

With the basic profit-sharing now 


Brosnan, 4 L ed 2d 


| established for each employee, we 
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W, the finest Metal 
AtwWdsou Bank Counter Equipment 
In harmony with building designs and interior plans, we build 


standard: a line that encompasses all equipment that 
is needed for efficient operation at the 
bank counter. 


semi-standard: a functional median between 
standard and custom equipment. 


custom: our most proud offering. We can work with 
your architect to design, arrange, and produce 
a custom installation that will provide the ultimate 
in efficiency and distinction. 


We will be glad to send you our new catalog of standard equipment, and 
information on our many semi-standard and custom installations. Please write to Dept. C-1 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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For manual sorting 
_ 7 8 OUT OF 10 CHOOSE 


Even in the electronic age, 8 out of 
10 of the country’s leading banks 
standardize on Kohlhaas for man- 
ual sorting. Thousands of smaller 
banks, using electronic or standard 
posting equipment, rely heavily on 
inexpensive manual sorting, and 
with them also, Kohlhaas is an 
odds-on favorite. 


Let Kohlhaas simplify your sorting 
problems. See your dealer or write 
for illustrated literature—11 varie- 
ties of Numerical Sorters, 50 varie- 
ties of Alphabetical Sorters. No 
obligation. 


f At] SOF 
THE ) COMPANY 


Founded 1914 
8012 S$. CHICAGO AVE., CHICAGO 17 
All phones — BAyport 1-4433 
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RECORD 


STORAGE 
At Lowest Unit 
Cost 


For Inactive Records 















Provide maximum protection 
at minimum cost. Highest grade 
corrugated fibre-board. All one piece 
—no parts to wear, get out of order. 
Single eyelet closure front and 
back provides quick, easy closing 
and opening—and absolute security. 
Labels factory applied, gummed 
titling strips with each box. 25 sizes. 
Sold by all leading stationers. 


end for FREE Manual of Record Storage Practice; 


complete products catalog. Clip ad to letterhead and 
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mail to: Dept. scu-9 


KER: 
“1/4 BANKERS BOX COMPANY 
- Record Storage Specialists Since 1918 
2607 N. 25th Ave., Franklin Park, Iii. 
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turn to his rating. People in the ex- 
cellent group receive their entire 
basic amount in cash; those in good 
receive %4 of the basic amount; and 
those in fair receive 44. 

The profit-sharing is paid to em- 
ployees about December 15 and the 
check is accompanied by a letter from 
the president of the bank. 

Our bank would not pretend that 
merit-profit-sharing is a cure-all 
for employee problems and morale. 
Morale after all is the sum total of 
the bank’s relationship with the em- 
ployee. It cannot be created magi- 
cally. Our results have, however, 
encouraged us. In the two years the 
plan has been in existence, we have 
noticed an improvement in staff en- 
thusiasm and interest. This has been 
reflected in a general upward trend 
in rating scores. In the second year, 
the number of empioyees in the ex- 
cellent group increased by about 50 


| per cent although the raters were if 


anything tougher than in the early 
stages. 

As was expected, we encountered 
some minor problems in starting the 
new program, especially with older 
employees who were used to the flat 
percenta bonus. We found indi- 


THE A.B.A. 


CONTINUED FROM PAGE 40 
Company, Rochester, New York, has 
proven himself a very able spokes- 
man for commercial banking during 
the past year. He has smoothed over 
some of the differences between the 
mutual savings banks and their 
commercial - banking counterparts, 
worked for national legislation in 
the banking field, and helped cement 
relations with the Independent Bank- 
ers Association and other groups. 

Mr. Remington’s imminent suc- 
cessor as A.B.A. president is ex- 
pected to be just as enterprising in 


| commercial banking’s behalf. He is 
| Carl Bimson, president of the fast- 
| moving Valley National Bank, Phoe- 


nix, Arizona, who will officially step 
up from his A.B.A. vice-presidency 
at the closing session on Wednesday, 
September 21. 

The incoming A.B.A. vice-presi- 


| dent should be Sam Fleming, presi- 


dent of the Third National Bank, 
Nashville, Tennessee, who is uncon- 
tested. 

At one time, there were three can- 
didates ready to fill the vice-presi- 
dential slot in the coming year. But 
D. Emmert Brumbaugh, president, 
First National Bank of Claysburg, 
Pennsylvania, and Arthur F. Max- 


| well, president, First National Bank 
| of Biddeford, Maine, are no longer 





vidual discussions with each staff 
member helpful in working out these 
questions. When they realized that 
the merit system offered them the 
opportunity to increase their extra 
compensation, many of the fears 
evaporated. 

As in any annual program, we also 
discovered that the direct effect of 
this system was most noticeable in 
the months before and after the 
profit-sharing was paid. We are all 
human and it is easy to let enthu- 
siasm lag in the summer months 
when profit-sharing is six months 
away. This has led us to consider 
paying profit-sharing more often 
than annually, although this would 
raise some new problems of comput- 
ing earnings, uneven distribution of 
earnings through the year, and the 
validity of the ratings for such a 
short period. 

We are continuously studying our 
program for improvements and have 
in fact made some changes from the 
original conception. It is our hope, 
however, that, although no panacea, 
merit profit-sharing will give our 
staff not only a new incentive but a 
far fairer method of providing for 
their extra compensation. 


CONVENTION 


active candidates for the post. 

Mr. Brumbaugh is supporting Mr. 
Fleming’s nomination and has stated 
he will not run next year, leaving 
the race open to M. Monroe Kimbrel, 
executive vice-president, First Na- 
tional Bank, Thompson, Georgia, 
whose campaign has already started. 

Another major issue to come be- 
fore the delegates is the proposed 
revision of the A.B.A. constitution. 
It will be a major overhaul of the 
original document, which was drafted 
in 1876, and marks the first drastic 
change in four decades. Most of the 
revisions are for the purpose of sim- 
plifying, clarifying, or modernizing 
present provisions. 

The constitutional revision com- 
mittee was headed by Frank L. King, 
chairman, California Bank, Los An- 
geles. Members of the committee 
included: Mr. Remington; past 
A.B.A. presidents Lee P. Miller, 
chairman of Citizens Fidelity Bank 
& Trust Company, Louisville, Ken- 
tucky; Joseph C. Welman, president 
of the Bank of Kennett, Missouri; 
C. Francis Cocke, chairman, First 
National Exchange Bank, Roanoke, 
Virginia; and Homer J. Livingston, 
chairman, The First National Bank, 
Chicago, Illinois. Also on the com- 
mittee were Claude F. Pack, presi- 
dent, Home State Bank, Kansas City, 
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HOW MUCH WILL IT COST TO DO BUSINESS TOMORROW ? 


Your bank’s operation may be right for the busi- 
ness you do today, but what about tomorrow? ® 
Will you be able to handle more business profit- 
ably? You may find paper work problems more 
prevalent than new business. LeFebure custom 
designs bank systems and equipment to handle 
. both today’s and tomorrow’s business. For sys- 
t tem information on any bank operation, write to 
" LeFebure Corporation, Cedar Rapids, lowa. 
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Bank systems and equipment 





‘ LeFebure is a subsidiary of Craig Systems, Incorporated 
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Kansas; Herman M. Sommers, A.B.A. 
secretary and associate general coun- 
sel; J. O. Brott, A.B.A. general 
counsel; and Merle E. Selecman, 
A.B.A. executive vice-president and 
executive manager. 

The A.B.A. administrative com- 
mittee and executive council have 
both unanimously approved the sug- 
gested revisions, which have been 
worked out over the past 24% years. 


FFICIALLY the convention 
JF doesn’t begin until Monday, 
September 19, at 8 a.m., when the 
agricultural breakfast opens at the 
Century Room in the Commodore 
Hotel. But a number of early birds 
will attend the pre-convention recep- 
tion on Sunday afternoon, from 4:30 
to 6:00 p.m. in the Waldorf-Astoria 
Grand Ballroom. Later that evening 
they will also be able to visit Radio 
City Music Hall, where 900 seats 
have been reserved for bankers and 
their wives at 9:00 p.m. 
Agricultural breakfast. Early the 
next morning many of the delegates 
will be on hand when John H. 
Crocker, chairman of the A.B.A. 
Agricultural Commission, starts the 
first business session, the agricul- 
tural breakfast. Mr. Crocker, who is 
chairman of the board and president 
of the Citizens National Bank, Deca- 


tur, Illinois, has lined up Archie K. 
Davis, chairman of the board at 
Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina, as 
his principal speaker. 

Mr. Davis, whose bank has spon- 
sored farmer-businessmen caravans 
to key agricultural and industrial 
areas as a part of its industrial de- 
velopment program for North Caro- 
lina, will speak on “A Banker’s Re- 
sponsibility to the Changing Needs 
of Agriculture.” 

Savings and Mortgage Division. 
The audience won’t have too much 
time to digest their food or Mr. 
Davis’ words, for at 10:00 a.m. the 
Savings and Mortgage Division 
opens its annual meeting at the 
Grand Ballroom in the nearby Hotel 
Roosevelt. Louis S. Finger, president 
of the S & M unit and the Andover 
Savings Bank, Andover, Massachu- 
setts, will open this session with a 
timely discussion of “Competition 
and the Changed Concept of Sav- 
ings.” 

Mr. Finger will share honors with 
a distinguished symposium on 
“Banks Can Win in Savings Com- 
petition.” Members of the sympo- 
sium include: Robert W. Sparks, 
banking consultant, New York City, 
who will cover “The Savings Mar- 
ket”; Roger L. Currant, president 
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REPUBLIC TRAVELERS CHECKS! 
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Increase your revenue by 
selling Republic Travelers 
Checks . . . accepted world- 
wide. Write for full details 
today! 
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CAPITAL & SURPLUS $102,000,000 *% LARGEST IN THE SOUTH 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


110 








of the Fall River National Bank, Fall 
River, Massachusetts, will give some 
pointers on “How to Compete with 
Credit Unions”; S. Edgar Lauther, 
president, Irwin Union Bank & Trust 
Company, Columbus, Indiana, will 
discuss “How to Compete with S & 
L’s”; and Dr. Jerome B. Cohen, 
assistant dean in charge of graduate 
studies, Bernard M. Baruch School 
of Business and Public Administra- 
tion, The City College, New York 
City will outline his conception of 
the “Modern Approach to Savings 
Competition.” 


State Bank Division. Mr. Finger’s 
group will be trying to steal the spot- 
light from the State Bank Division, 
which will be holding a concurrent 
meeting at 10:00 a.m. in the Grand 
Ballroom of the Waldorf-Astoria. 
State Bank Division President Harry 
Eaton, president of the Twin Falls 
Bank and Trust Company, Twin 
Falls, Idaho, will be one of the prin- 
cipal speakers at this conference. 

Others on the program are Dick 
Simpson, first vice-president of the 
National Association of Supervisors 
of State Banks, and bank commis- 
sioner of Arkansas, Little Rock, and 
Governor Robert E. Smylie of Idaho, 
Boise, whose topic is “There Is a 
Way Home.” 

National Bank Division. Simul- 
taneous meetings will also be in 
progress that afternoon at 2:00 p.m., 
when the National Bank Division and 
the Trust Division hold their annual 
sessions. National Bank Division 
President John S. Coleman, chair- 
man of the board at the Birmingham 
Trust National Bank, Birmingham, 
Alabama, has the honorable Ray M. 
Gidney, comptroller of the currency, 
Washington, D.C., as one of his prin- 
cipal speakers. 

General Kenneth C. Royall, senior 
partner in the New York City law 
firm of Royall, Koegel, Harris & 
Caskey, will round out this meeting 
at the Grand Ballroom of the Wal- 
dorf-Astoria with a talk on “How It 
Looks to an Ex.” 


Trust Division. Robert M. Lovell, 
chairman of the trust division, New 
York State Bankers Association, and 
senior vice-president, The Hanover 
Bank, New York City, will extend 
greetings to the Trust Division meet- 
ing at the Belmont Plaza’s Moderne 
Room. 

Trust Division President Charles 
W. Hamilton, senior vice-president 
and trust officer, The National Bank 
of Commerce, Houston, Texas, will 
then give his annual report to the 
membership. Robert N. Hilkert, first 
vice-president, Federal Reserve Bank 
of Philadelphia, Pennsylvania, will 
also speak to the group. 
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First General Session. One of the 
highlights of the first general session 
at the Grand Ballroom of the Wal- 
dorf-Astoria, at 9:15 a.m., Tuesday, 
September 20, will be John W. Rem- 
ington’s farewell address as the 
A.B.A. president. He will discuss the 
problems banking faces and the cor- 
rections needed to overcome key 
growth obstacles. 

Two of New York City’s stellar 
bankers, John J. McCloy and Dr. 
Gabriel Hauge, will share speaking 
honors with Mr. Remington at the 
first general session. Mr. McCloy, 
chairman of the board, The Chase 
Manhattan Bank, will speak on a pet 


project, “Commercial Bank Pre- 
paredness for Emergency Opera- 
tions.” 


Mr. McCloy, who is a former U.S. 
high commissioner for Germany and 
a former president of the World 
Bank, has some interesting view- 
points on emergency banking func- 
tions and the necessity for adequate 
safeguards of key banking records. 

Dr. Hauge, who is chairman of the 
finance committee, Manufacturers 
Trust Company, and served as special 
assistant to the President of the 
United States for economic affairs, 
will set imaginations running with 


his talk on “Does Money Really 
Matter.” 
Second General Session. Inter- 


national problems and accomplish- 
ments will be brought into clearer 
focus at the second general session. 
Among the key speakers are Dr. 
Felipe Herrera and Robert Cutler, 
who will outline the goals and 
achievements of “The Inter-Ameri- 
can Development Bank.” 

The IADB’s basic aims are to pro- 
mote the investment of public and 
private development capital in Latin 
America and to assist the Latin 
American countries in the planning 
of their development policies so that 
the best use is made of resources. 


o 


. 


Our ambassador to the North At- 
lantic Treaty Organization, W. Ran- 
dolph Burgess, will cap the A.B.A. 
program, with his address “New Eco- 
nomic Horizons.” Dr. Burgess was 
president of the American Bankers 
Association in 1944. 

General chairman of the program 
is William S. Gray, president of the 
New York Clearing House Associa- 
tion and board chairman at The Han- 
over Bank. 


N addition to the fine business 

program, the host New York 
Clearing House has come up with a 
well-filled entertainment schedule. It 
has arranged a pre-convention recep- 
tion at the Waldorf-Astoria and the 
900 reservations for bankers and 
their wives at the Radio City Music 
Hall on Sunday and Monday even- 





ings. and the entertainment group | 
has set aside 1,500 seats for an ice | 


revue at Madison Square Garden on 
Monday night. A musical revue has 
been arranged for Tuesday evening 
at the Waldorf-Astoria. It will be 
given at 8:00 p.m. and 10:00 p.m. 
The ladies will also be treated to 
luncheon and fashion shows at the 
Astor Ballroom, at 12:30 p.m. on 
Monday and Tuesday, September 19 
and 20. The committee has scheduled 
boat tours of New York harbor at the 
same time on Monday and Tuesday. 








Each client’s credit file is complete 
and easy-to-refer-to in a 5-section 
Accobind® Credit File folder, in- 


_ dexed for Memoranda, Statements, 


A hospitality center has also been | 
set up in the Sert Room at the Wal- | 


dorf-Astoria. It will be open through- 
out the convention, as an oasis for 
the delegates who wish to rest for a 
few minutes. Most of the larger 
banks are sending out invitations to 
their correspondents and friends re- 


garding hospitality suites that they | 


will be manning during the conven- 
tion. 

It promises to be quite a conven- 
tion and on September 21 the air- 
lines, the railways and highways will 
be filled with weary delegates. 


° 


A SALES- MINDED BANK 


CONTINUED FROM PAGE 39 
will build a new building on almost 
the same site. 

Why does this unique bank call 
its program a “sales” function? 
“Because we feel that this is the 
proper name for it—other names 
may carry the wrong impression. We 
want our people to think of them- 
selves as ‘salesmen’,” Mr. Watt 
emphasizes. 

Proof of the program’s merit can 
be found in the record, which shows 
a deposit gain of 13.46 per cent dur- 
ing 1959, in contrast to a statewide 
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average of only 2.5 per cent. This 
growth was achieved despite the 
crippling 116-day steel strike, with 
many of the bank’s community offices 
being located in “steel towns.” 

Installment loans during 1959 
doubled, for a total of $32,000,000, 
and more than $26,000,000 was di- 
rected 
vania mortgage market. Capital 
structure was increased $1,500,000. 

“Sales department? Yes, we cer- 
tainly do have one,” says Mr. Watt. 
“Our entire bank is one big sales 
department.” 


into the Western Pennsyl- | 





Agency Reports, Inquiries, Miscel- 
laneous. (Other index guides avail- 
able on order for special applica- 
tions.) This folder is one of the many 
Acco filing aids specifically designed 
for banks. 





New instant binder for banks! 
Organizes important papers fast 
without marring. Grips at a touch 
of the finger—releases instantly, too. 
Accogrip* is ideal for daily and 
monthly reports, letters, statements, 
work sheets. Long-iasting genuine 
pressboard; letter, legal or special 
sizes. 
@Registered Trade Mark 
*TM pending 


For more ideas on up-to-date filing 
techniques for banks, ask your secre- 
tary to get Acco’s new booklet “Ideas 
That Save Time and Space” —free at 
better office outfitters, or write 


ACCO PRODUCTS 


A DIVISION OF NATSER CORPORATION 
Ogdensburg, N. Y. 


In Canada: Acco Canadian ‘(o., Ltd., Toronto 
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ROCKWELL 





STANDARD 


. » . EXPANDS 
FOREIGN OPERATIONS 
INTO AUSTRALIA 


it continues to serve: 
* Transportation * Construction 
* Agriculture * Petroleum 
* Public Utilities * General 
Industry and Government 


better with Rockwell-Standard: 


Axles * Transmissions 

Torque Converters 

Leaf and Mechanical Springs 
Bumpers * Cushion Springs 
Brakes * Forgings * Stampings 
Grating * Universal Joints 
Executive Aircraft 

Lighting Standards 

Gas and Liquid Filters 


DIVIDEND NOTICE 


The Board of Directors has today 
declared a regular quarterly dividend 
of fifty cents (50¢) per share on the 
Common Stock of the Company, 
payable September 10, 1960, to 
shareholders of record at the close of 
business August 18, 1960. 


A. A. Finnell, Secretary 
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Brand New Currency Catalog 


There are millions of dollars still outstanding in 
old large size U. S. notes; in safe deposit boxes 
and in private homes, almost all of these will 
wind up in banks. Many of these notes carry a 
very large premium. You can make a year's pay 
on one note. We have prepared a fascinating 
114 page fully illustrated catalog of United 
States, Canadian and Confederate currency with 
current values. We will be glad to send this 
book > on approval. We know you will be 


delighted. 
Price $3.95 P.P. 
Satisfaction guaranteed. 
We also buy and sell old notes. 


Quaker Currency Company 


3218 ‘'O"' Street, N.W. 
Washington 7, D. C. 














DO YOU NEED 


MORE DEPOSITS? 





Exline animal-style coin savers really 

appeal to young and old; establish the 

thrift habit and quickly build deposits. 
* 


Standard ond special designs available. 


Write for samples and prices. 
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CATAPULTING GROWTH 


CONTINUED FROM PAGE 46 

6. Payday Savings Plan. This is 
the new addition to the list, recently 
announced in a newspaper campaign. 
Books of blank checks, made out to 
our association in amounts of $10, 
$25 and up to $200, are supplied to 
those participating in the program. 
The participant simply inserts the 
date, name and address of his bank, 
signs the checks on payday dates and 
mails them or presents them at our 
office. Halfway through the book of 
checks, the participant is given an 
opportunity to review his program, 
to increase the amount, and to have 
the association handle his paperwork 
on a bank draft basis. 

As one example of our internal 
promotion activities for savings, we 
hold periodic merchandise prize con- 
tests for the staff. In these, tellers 
and our other people in contact with 
the public are divided into teams of 
nine members each, with prizes 
awarded at the end of each of four, 
two-weekly periods. In the latest 
of these savings campaigns we 
opened 2,150 new accounts for a total 
of over $2,000,000. 

Perhaps, a this point, it will be 
of interest to discuss the competitive 
situation in the Dallas area. First, 
as the reader may have inferred, 
there is very keen competition for 
savings both by the city’s banks and 
savings and loan associations. In the 
field of loans, however, the situation 
is unusual, in that Dallas banks do 
not make mortgage loans. They do, 
on the other hand, make construction 
loans and modernization loans, and 
actually handle the bulk of the 
modernization business in our imme- 
diate area. 


UR home loan customers come to 
us mostly through contracting 
and building firms and realtors with 
whom our officers as well as our 
appraisers and inspection men are in 
almost daily contact. And, of course, 
an important volume of home loans 
originates with our savings custom- 
ers. Of our total figure, 75 per cent 
are conventional loans and 25 per 
cent F.H.A. and G.I. loans. Here 
again, from our viewpoint, it seems 
that the idea of insured and guaran- 
teed loans has been oversold to the 
public. 

As a special service we issue a 
passbook to the home buyer so that 
he may have a complete record of 
his payments. We also offer home 


| buyers the service of making their 


monthly payments against drafts 


| issued by us on their banks. Once 


they have authorized this, the pro- 





cedure of making their payments 
becomes almost automatic. 

In this connection, it is noteworthy 
that the handling of both loan pay- 
ments and savings transactions by 
mail has been steadily increasing in 
recent years. At the present time, 
some 75 per cent of our home pay- 
ments and 30 per cent of our savings 
payments are received in the mail. 


NOTHER phase of our business 
that has been changing is our 
accounting operation. Some changes 
came at the time we moved into our 
new building and some have come 
since, with the result that today we 
can boast of complete mechanization. 
To arrive at this status our controller 
has traveled widely to study various 
systems, keeping in mind not only 
our account requirements but their 
effects on customer service. 

The first of these changes elimi- 
nated pen-and-ink passbooks in our 
savings system. It introduced a 
modern version of the idea of post- 
ing the ledger and passbook at the 
same time at the tellers’ windows, 
using what is known as terminal 
digit filing for the fast locating of 
record cards. 

Our next step was the installation 
of validating and receinting ma- 
chines for loan payment tellers. This 
equipment paves the way for the 
actual posting, which takes place in 
the accounting department. 

Next, we installed new computine- 
accounting equipment to upgrade 
posting of the loan records. This 
posts the loan payment to the loan 
record and to the passbook and at 
the same time calculates the amount 
of the ensuing month’s interest for 
the account. 

A special purpose typewriter ac- 
counting machine is used for writing 
all checks and allocating disburse- 
ments to the proper general ledger 
accounts. All miscellaneous reports, 
general ledger posting, payrol, and 
the billing of rent are mechanized. 

Besides supervising accounting, 
our controller provides the regular 
reports for our executive officers. 
Among these reports is one which 
we designed ourselves, a Daily Report 
that has proved extremely helpful in 
presenting the figures in such a way 
that we can quickly spot any new 
trends and note any items that re- 
quire attention. 

The report gives us a complete 
breakdown for our main office and 
branches on a daily, monthly and 
quarterly-period basis of new sav- 
ings, withdrawals, net increase or 
decrease and percentages. It gives us 
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the figures on the total number of 
accounts and share capital, on re- 
ceipts, loans, fees collected, ‘loan 
commitments, bank balances, bonds 
and our liquidity percentage. 

So far, we have not mentioned 
what may well be the most important 
ingredient in the success of any 
organization, an alert, smooth-func- 
tioning, loyal group of associates. We 
know it would be quite possible to 
have beautiful quarters, a wide range 
of customer services promoted by a 
very able director of advertising, 
excellent accounting and many other 
advantages and still not be successful 
without an experienced staff. 

We have a total personnel today of 
106 people. Many of them have been 
with us for a number of years, up 
to as long as 39, in fact. We make a 
determined effort to place the right 
person in the right job and we think 
that everyone should have the oppor- 
tunity to advance. We look upon our 
people as walking advertisements for 
the association, and to give impetus 
to that belief we hold full staff meet- 
ings once a month. 


In dealing with middle manage- 
ment, we think top management must 
delegate authority and that it should 
tell its executive managers what to 
do and not necessarily how to do it. 

On the matter of compensating 
our people, it is our policy to do this 
in a way that will compare favorably 
with the practices of other businesses 
and financial institutions in our area. 
We have group hospital and group 
life insurance plans, and a retire- 
ment program that is financed en- 
tirely by our association. Our retire- 
ment age is 65 for men and 60 for 
women. 

At the end of 1959, we were in 
40th position among the nation’s 
savings and loan institutions. At the 
end of April, 1960, we had total 
assets of $134,881,402, savings of 
$118,388,184, loans of $115,909,414, 
and reserves of $7,983,627. Through- 
out the life of our association, we 
have financed enough homes to ac- 
commodate a city with a population 
of some 200,000 people, and today, 
we are serving over 49,000 savings 
customers. 


SURVEY OF BUYING METHODS 


CONTINUED FROM PAGE 49 

New supplies that have come in 
during the day are then checked in to 
the appropriate bins and the in- 
ventory cards are brought up to date. 
The various forms used in the opera- 
tion are shown on page 48. 

The stock-room requisition is used 
by all employees. The form requests 
them to order supplies through the 
numbers shown in the bank’s catalog. 
A memorandum cn the first page of 
the catalog outlines the various rules 
regarding supplies. It advises em- 
ployees to date their requisition; to 
order in specified quantities shown 
in the catalog; to indicate the de- 
partment they are in; to order not 
more than a month’s supply of any 
one item; and to list the description, 
form number and quantity for each 
item. 

The code number for each depart- 
ment is also reproduced in the cat- 
alog. Bookkeeping department items, 
for example, are charged to account 
number 1600; central files personnel 
use account number 1800, and so on 
for all the departments of the bank. 

The purchase order form is in 
triplicate. The original is sent to the 
supplier; the second copy is filed in 
the office file cabinet in the supplier’s 
correspondence folder; and the third 
copy is kept by the supply room 
clerk. The latter copy is placed in a 
loose leaf binder for ready reference, 
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to avoid another order being placed 
by the clerk when he notices that 
the supply is becoming dangerously 
low. 

As the supplies are received, Mr. 
Woodall adds, the clerk passes the 
third copy of the purchase form to 
the department secretary, who files 
it in the supplier’s folder along with 
the expense voucher issued for the 
supplies. 

The same person that buys the 
supplies also verifies payment of all 
invoices to the suppliers, says Mr. 
Woodall. While not advocating this 
method, he notes that the buyer may 
remember sales prices better than 
someone else in the office who is not 
familiar with the merchandise or- 
dered. 

The Hancock Bank has used the 
system for four years, and according 
to Mr. Woodall has improved the 
efficiency of the bank. It has also 
assured that the necessary forms are 
always on hand, he adds. In addition, 
since employees know their depart- 
ment is charged with everything 
issued, they are more prone to be 
cost conscious, thereby eliminating 
wastage. 

There weren’t too many of our re- 
spondents that had as streamlined a 
purchasing system as the Hancock 
Bank. In fact, only one-third of the 
banks reported that they had full- 
fledged purchasing departments. This 
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minority had an officer in charge, 


usually a vice-president, reflecting 
the importance of the function to 
them. 

As a department head there is no 
limit to the amount of money the 
purchasing agent can spend for a 
particular item, as long as his spend- 
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ing does not exceed the budget. In 
general, his authority is limited to 
the area of supplies. Spending on 
capital items, such as furniture, 
equipment, etc., is most often left to 
top management and the board of 
directors, according to our respond- 
ents. 

Even in banks that do not have 
purchasing departments, the buying 
of supplies is usually handled by an 
officer. In addition to vice-presidents, 
the survey disclosed that cashiers 
and assistant cashiers were on the 
ordering end. But in all too many in- 
stances, porters or bank guards are 
taking inventory of supplies and re- 
laying the information about needed 
forms and supplies to an officer who 
does the actual ordering. 

Many banks without purchasing 
departments do not place a dollar 
limit on orders placed by the staff 
member responsible for stock pur- 
chases. Where limits were revealed, 
a $500 maximum seemed the average 
sum the person could spend without 
management approval. 

Less than one-half of the reporting 
banks required the taking of bids 
prior to ordering supplies. Several 
indicated that they sought quotations 
when purchasing large machines, but 
even then, few had formal policies on 
bid taking. Some of the banks that 
do not require bids compare prices 
in supplier catalogs to determine the 
best source. 


HE great majority of the re- 
. spondent banks make every at- 
tempt to do their buying in their local 
area, and purchase through bank cus- 
tomers whenever possible. Only eight 
of the banks we contacted—and this 
included banks in three major clas- 
sifications—$2 million to $10 million 
in assets; $10 million to $25 million; 
and $25 million to $60 million—felt 
that they should not practice reci- 
procity (the common practice of 
placing business with good custom- 
ers). But even this group was willing 
to buy locally when the price and 
quality were the same as that offered 
elsewhere. 

Significantly, the study showed 
that nearly one-half of all the bank 
purchasing is completed within the 
bank’s trading area. In smaller com- 
munities, however as little as five 
per cent of the buying dollar is spent 
at home. 

Supply distribution and control 
varied widely from bank to bank. 
Only one-half of the reporting banks 
revealed that they had an internal 
requisition system under which de- 
partments would make written or- 


| ders for supplies from the stock 
_ room. In most of the other institu- 
' tions it would appear that staff mem- 


bers help themselves to supplies 
whenever necessary. 

In those banks that operate branch 
offices, all but two disclosed that 
branch supplies were ordered through 
the main office. 

Inventory control systems were re- 
ported in operation in less than half 
of the banks. Items under control 
ranged in number from 50 to 1,000, 
but the majority of systems covered 
about 375 items. The size of the bank 
did not appear to be a criteria for the 
installation of an inventory system. 
As great a percentage of those banks 
in the less than $10 million class 
maintained inventory control meas- 
ures as was to be found in the $25 
million to $60 million category. A 
$5% million institution in Indiana, 
for example, reports that their sys- 
tem covers 300 regularly-stocked 
items. 


HE most complete inventory sys- 

tem uncovered by the survey was 
in a Massachusetts bank that listed 
resources of $44.8 million. Its pur- 
chasing department is operated under 
the comptroller’s office and the head 
of the department is an assistant to 
the comptroller. This person can 
spend up to $1,000 without going to 
the board for approval. He keeps an 
inventory control on 1,000 items. 

Every reply indicated that banks 
continually review all forms to see 
what forms can be eliminated or 
simplified. And nearly all banks re- 
vealed that they reviewed forms 
from other banks of comparable size 
to determine whether their own 
forms could be improved. 

Surprisingly enough, only one- 
third of the reporting banks stated 
that they made supply cost forecasts 
at the beginning of the operating 
year. This would indicate perhaps 
that those banks that do not fore- 
east costs are largely unaware of the 
dollar savings that can be realized by 
reviewing forms usage and schedul- 
ing orders in amounts most advan- 
tageous to the bank. 

Several affiliates of large holding 
companies were contacted through 
the survey. Most of their purchasing 
was handled by a central unit at the 
head office which estimated needs on 
the basis of the previous year’s 
usage. The central¥office purchases 
mass quantities of material and ob- 
tains discount prices in the process. 

The chain banks and some of the 
larger unit banks have their own 
printing plants. But these facilities 
are used for producing temporary 
forms or other rush items. Standard 
forms and other items that are nor- 
mally used in pads are generally pur- 
chased in quantity lots from national 
concerns. 
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This typifies common industry 
practice, whereby the larger corpora- 
tions will purchase nearlv 80 per cent 
of their forms and other printed 
matter. In recent years thev have 
discarded much of their reproduction 
and printing equipment, favoring in- 
stead to utilize local and national 
printing sources for their forms. 
This material is obtained in quar- 
terly or six-month lots, which are 
considered more than ample. 


ANY of the surveyed banks indi- 

cated that they purchase their 
materials in annual lots, and they 
justified the practice as being more 
practical because of the discounts 
involved. The smaller bank undoubt- 
edly has to resort to bulk lots, other- 
wise it would have to pay the top 
dollar for every form it uses. 

Increased checking account traffic 
and account numbering have forced 
many. banks, however, to expand 
their printing facilities because of 
the economies that may be experi- 
enced over the years. The First Na- 
tional Bank of Paterson. New Jersey, 
for instance, has just increased the 
size of its reproduction department. 

Vice-President Leo Hammond, who 
is head of the purchasing depart- 
ment, supervises the reproduction 
department and points out that it 
prints, collates and binds more than 
90 per cent of the forms used by the 
bank and its branches. In addition, 
it is responsible for the reproduction 
of board, administrative and com- 
mittee reports for the bank. 

The department is constantly de- 
veloping and branching out, adds 
Mr. Hammond. Currently, it is 
equipped with two multilith presses, 
a camera, collator, heavy stapling 
equipment and a microfilming ma- 


chine, many of which are recent 
additions. 

Mr. Hammond also has charge of 
a 10,000 square foot warehouse, 
where more than 700 types of forms 
and a myriad of supplies are kept. 
This highly-efficient operation is 
handled by one man, who distributes 
materials from the cataloged bins. 

Mr. Hammond has his counterpart 
in most of the larger banks, where 
expensive printing equipment can be 
amortized in a few years. But the 
smaller bank has to rely on the 
nimble-witted effectiveness of its 
purchasing agent, who must go out 
into the market place and strike the 
best bargain obtainable for the vari- 
ous supplies needed. 

Some excellent tips for buyers are 
contained in the American Bankers 
Association’s booklet on Bank Pur- 
chasing Procedure, Bank Manage- 
ment Publication 119. It points out 
the merits of gang printing, which 
enables a bank to print a number of 
forms at the same time, thereby cut- 
ting costs per individual items. 

Inventory and stockroom controls, 
forms committees, centralized pur- 
chasing, stockroom arrangements, 
sources of supply, and purchasing 
procedures are among the many 
items discussed in the pamphlet, 
which may be obtained by writing to 
the Bank Management Commission, 
American Bankers Association, 12 
East 36 Street, New York City 16. 

One of our Idaho respondents had 
undoubtedly made good use of the 
information in the booklet. The bank 
makes a practice of combining its 
orders for checks and forms with 
those of other banks. It pays the 
printer the plate change charge and 
receives a quantity price on the 
printing of its checks and forms.... 


THE DEPOSIT AMBUSH 


CONTINUED FROM PAGE 47 
planted with the bankers in Boston 
she had known for years. 

“John,” Director Clutchbill had 
said to the bank’s cashier, “if you can 
think of any way to hold that $60,- 
000, now is the time for you to step 
forward like a noble Roman and 
throw your spear.” 

“Shucks!” John had jerked out 
sidewise from under an eye-shade, 
“she’s such a town car ... such a 
Queen Elizabeth model. If she was 
only like her sister-in-law, Clemie 
Sargent, I could sit down and chuckle 
her into leaving it. She likes dog 
though; I found that out. The lower 
I bow, the better she likes it.” 

“Huh,” observed Mr. Clutchbill, 
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hanging onto his goatee with one 
silent hand, “something may be made 
of that. I'll put on my state trousers 
and plug hat and make an excuse to 
call on the two ladies tonight.” 
When Mr. Clutchbill was introduced 


to Mrs. Amelia East that evening, he | 


executed a bow that spoke of candle- 
lit evenings, the stately grace of the 
plain quadrille and a dancing master 
who could point and glide like a 
courtier. 

Mrs. East melted under its old- 
time grace; she realized it was fault- 
less. 

“Clemie,” began the old gentleman 
in a neighborly way to Mrs. Sargent 
as he sat down in the parlor, “I’ve 
come over on an errand of mercy.” 





Planning Officials 
Shown Need for Parks 


The American Society of Planning 
Officials’ recent national planning 
conference was addressed by Mar- 
shall K. Powers, Park Division Di- 
rector of Mobile Homes Manufac- 
turers Assn. In his keynote speech, 
Powers urged all-out cooperation in 
planning more and better parks, and 
presented statistics to demonstrate 
this growing need. He cited the fact 
that during the last 2 years alone, 
1 of every 10 “housing starts” was a 
mobilehome—and that this increase 
in units, of larger size, has created 
a demand for more parks throughout 
the nation. 

¢ ¢ ¢ 


Governor’s Conference 
Spotlights Mobilehomes 


Over 1,000 housing experts at- 
tended the Governor’s Housing Con- 
ference this summer in California, 
and heard Gov. Brown point out that 
mobilehomes have grown to where 
they demand EQUAL representa- 
tion with private and public hous- 
ing, and urban renewal segments. 
Experts from the mobilehome field 
were active participants in panels 
on park financing, planning and 
standards as well as mobilehome 
standards. 

¢ ¢ 


Industry Leaders 
Meet in Michigan 


Both attendance and interest were’ 
high at the Annual Mobilehome In- 
dustry Seminar held in late August 
at Michigan State University. Deal- 
ers, suppliers and manufacturers 
participated in the 2-day meeting at 
which top subjects were actively dis- 
cussed: sales, standards, service and 
public relations. Stress was on the 
overall improvement of parks to 
keep pace with the growth and im- 
provement in mobilehomes. 


¢* ¢ ¢ 
Mobile *“*Dormitories”’ 


MHMA’s Park Division lent a 
hand to developing the site plan for 
a ten-unit mobilehome park “dormi- 
tory” at Oklahoma Christian College 
in Oklahoma City. Single male stu- 
dents would be housed in the units, 
and the development is expected to 
grow to a total of perhaps 50 units. 











News Highlights 
On An Important 
American Industry 
Presented Toward a 
Better Understanding 
of Mobile Home Life. 
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“Why, Aaron!” she exclaimed. 

“T want to take Heliotrope for you 
while you’re gone to Europe.” 

Heliotrope was Mrs. Sargent’s 
aged tomcat, so named from his light 
tiger shade which resembled faded 
purple. 

“Well, there, Aaron! You’ve taken 
a load off me this minute. That’s an- 
other thing settled. I’m almost crazy 
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clearing up things so we can go.” 

“Oh, our travel department down 
at the bank will smooth out any little 
thing that- worries you,” hastened 
Mr. Clutchbill, thankful for a chance 
to bring in the bank’s name so grace- 
fully. 

“Travel department! At the bank 
here in the village!” Mrs. East gave 
tongue with a half-smile and in the 
manner of one merely going over to 
open her house in Mayfair for the 
London season. 

Mr. Clutchbill had it on his mind 
to ask Mrs. East if she had ever been 
across before but it was answered for 


| him. The doorbell rang and let in two 
| female committee workers who in- 


stantly delivered themselves of an 
invitation to Mrs. East to give an 
address on London at a church meet- 
ing on Sunday evening. 

Mr. Clutchbill noticed how Mrs. 
East rippled all over as she got in 
gear to rise and accept. To avoid the 
coming chatter, the old gentleman 
seized upon the interruption grace- 
fully to withdraw, and on the way 
home he carried one thought from 
the meeting; Mrs. East’s $60,000 
was going to be the most difficult 
thing he had tackled in the interest 
of the bank for many a year. 

When the London lecture was put 


| on the air, Mr. Clutchbill was sitting 


in a front pew. In order to give tone 
to the lecture and win Mrs. East’s 
favor, he had gotten himself up till 
he looked like a Trustee of the Brit- 
ish Museum. And when the lecture 


| was over he was placed so as to be 


| 


first to rise, take Mrs. East by the 
hand and congratulate her on her 
keen memory of London, especially 
Trafalgar Square ... she had dwelt 
quite vividly on the night life there. 
It was a congratulation remembered 
by Mrs. East in after-days with 
spasms of silent laughter and at other 
times with hot flashes of anger. 


FTER the lecture Director Clutch- 
bill drifted homeward absorbed 
in mental pictures he had not looked 


_at for many years. He blew softly 
| through his lips at times and winked 





his eyes rapidly with the speed of 
his thoughts. And on his arrival 
home, to celebrate a coming cam- 
paign which was now clear to him, 
he drank a glass of cider and went 
to bed. 

In the morning Director Clutchbill 
had a talk over the breakfast table 
with his aged sister who kept house 
for him. Like most small, thin old 
ladies, she was bright and nimble of 
wit. It took only a few hints from Mr. 
Clutchbill to start her counting the 
minutes before she could take the 
war path. 

Since Director Clutchbill’s little 





white cottage was only two houses 
away from the home of Clemie Sar- 
gent, it enabled Mr. Clutchbill’s sister 
to slip over for a dooryard call the 
first time she saw the two ladies at 
ease on the side veranda. 

“My brother was so interested in 
your address,” chirped the little 
woman to Mrs. East after the weath- 
er had been handed around. “He is 
so fond of Trafalgar Square; it 
brought back memories of the old 
days.” 

“Your brother has been there?” 

“Oh, yes, Aaron has been to Lon- 
don fourteen times.” 

“Landsakes!” burst out Mrs. 
Clemie Sargent, bringing her rock- 
ing chair to a stop at a forward slant, 
“T never knew Aaron had _ been 
across.” 

“Yes,” said the little woman meek- 
ly, “when he was a young man he 
made several trips. He thought of 
following the sea at one time.” 


FTER Mr. Clutchbill’s sister left 
the words Trafalgar Square 
kept ringing in Mrs. East’s ears. She 
slipped off to her bedroom and dipped 
anxiously into a red-cover Guide to 
London. A moment later a grunt of 
disgust burst from her lips. “Shucks! 
I got it mixed with Piccadilly Cir- 
cus.” For a moment she sat speech- 
less, then hurried down to her sister- 
in-law. 

“Clemie! That old friend of yours 
in the bank has found out .. the 
clever old devil!’’— 

“Huh? What do you mean?” 

“Why, I got Trafalgar Square and 
Piccadilly Circus mixed ... and he 
noticed it.” 

“Fiddlesticks! What if you did? 
No one will know.” 

“Won’t they? Can’t he tell ’em 
any time he wants to? Not that I ever 
said I’d ever been across, but they all 
believed it. Now my name is likely 
to be mud in this town any minute.” 

“So’ll mine . . . I wonder if he’s 
told ’em.” 

“Not yet,” said Mrs. Amelia East 
shrewdly. “He knows how long my 
money would stay in his bank if he 
opened his mouth.” 

“And he knows you don’t dare take 
it for fear he will holler.” 

“Oh, that old bird is shrewder than 
he looks!” 

“You can’t tell what’s loose in 
these woods, Amelia. Why, that thin 
little whiskered man that leaves our 
milk every morning, drove a horse 
car in Boston twenty years. Would 
you believe it? I ought to have posted 
you to watch out, but I never dreamed 
it would come to this.” 

“I wish we could trap him some 
way before we leave,” hissed Mrs. 
East, opening and closing her hands 
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as though she were crushing a lion. 


“Trap Aaron?” asked Mrs. Sar- | 


gent. “Huh, you’d have to pour a peck 
of diamonds on a trap before he’d 
ever go near it.” 

After his sister’s call Mr. Clutch- 
bill anchored for a day and then 
sailed forth like a dove of peace with 
an olive branch. He picked a bunch of 
parsley from his garden, tickled it 
into freshness with a fine spray from 
the garden hose and drifted over to 
Mrs. Clemie Sargent’s with the little 
bouquet of green to learn if his 
scheme had taken root. It was about 
10 a.m. and the two ladies were at 
ease on the shady side veranda. 

“T’ve brought you over some pars- 
ley to go with your dinner,” an- 
nounced Mr. Clutchbill, coming up to 
the veranda steps. “Lovely June day, 
ain’t it?” 

Before Mrs. Clemie Sargent got up 
out of her rocking chair, she winked 
to Mrs. East as though here was her 
chance. “That’s awful good of you, 


| 
| 





Aaron. It’ll perk up our plate of sau- | 
sage I’m going to fry. Won’t you | 


come up and sit down?” 

“Do,” urged Mrs. East. 

“No, I mustn’t now. I’ve got to 
dig a little more in my garden; the 
weeds are getting ahead of me. I 
hope you and Mrs. East will find the 
parsley tasty.” 

“Thank you so much,” nodded Mrs. 
East benevolently with glazed eyes. 
“Is your sister well today after her 
call? I hope she didn’t overdo.” Mrs. 
Amelia East looked into Mr. Clutch- 
bill’s dueling eye for a lingering 
moment. 

“Oh, no, thank you, marm, she 
never reaches beyond her strength,” 
crowed Mr. Clutchbill. “Well, I must 
be going.” 


MELIA EAST waited until Di- 
rector Clutchbill was lost from 
sight around the corner of the house. 
“The old devil . . . I'll get even 
with him yet!” 

“Amelia, don’t for heaven’s sake 
pull out your money before we leave. 
If he lets on you haven’t been abroad 
after that lecture, I never could hold 
my head up in this village . . . and 
me in all the ladies’ clubs, why .. .” 

“I’ve a good mind to,” stated Mrs. 
East, lifting her voice. 

“He don’t know for sure... he 


only suspects it,” argued Mrs. Sar- | 


gent. 
“If I ever do get over to London 


once,” raged Amelia East, “well, 
don’t worry ... I’ll know my Lon- 
don!” 


These last words went straight 
through the screen door into the 
kitchen, then out of the rear screen 
door of the kitchen and into Mr. 
Clutchbill’s left ear as the old gentle- 
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building facade letters. The 
impressive creations of U.S. Bronze 
serve the country’s leading banks. 
Yet the cost is modest. Write today 
for catalog and full information. 


UNITED ©. Free 
STATES  Gesign 
BRONZE «. “ge 
Sign Co.,Inc. ; 





Dept, BC, 101 W. 31st St., New York 1, N. Y. 








man ambled past the back stoop on 
his way home by way of the back 
yard gardens. 
He halted with quivering goatee. 
“Yes,” came Clemie Sargent’s 


voice, “once we actually get to Lon- 
don and back, we could face ’em.. . 
they’d have nothing on us then.” 

Mr. Clutchbill sat down gently on 
the top step of the back stoop. 
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It’s only next Wednesday we sail, 
thank heaven,” came the voice of 
Mrs. East. “I shall take the money 
down to Boston on the way. No know- 
ing what’ll happen before we get 
back in the fall.” 

“Now, Amelia, the bank is safe 
enough here. Think of me. And think 
of being able to come back and call 
around on the club ladies .. . how can 





MULTI-USE 


For office files—and briefcase portability 
whenever complete account records are 
needed for calls on customers. ADVANCO 


Compressor-Clip (no wires, no coil | 


springs) bulldog-grips 1 to 150 papers, 


easy to insert and remove. Works with | 


fingertip pressure. No need for time- 


taking paper punching, so no holes that | 
can tear. Tough, 25 pt. pressboard fold- | 


ers. Choose red, gray or black; letter or 


legal size. Modern loose-leaf binding, | 


moderately priced. 


If your stationer does not carry 


ADVANCO Punchless Paper Holders, ac- 
cept no substitutes. Write us, giving 
stationer’s name. Coupon below for your 
convenience. 





ADVANCO PRODUCTS, Inc. 

76-05 51st Avenue, Elmhurst 73, N. Y. 
Send complete data on Advanco Punch- 
less Paper Holders. Our stationer is 


eee eee ee ee sees seen ee eeeeeeeereeeeeesesesseeeeseseeeereeeeseeeresseeess senecessscoosooles ay 


YOUR NAMB........... .... 





FIRM NAMB ........ccscessssseees 

















CITY STATE 

Men to call on Banks and Savings and Loan Asso- 
ciations to sell popular holiday item. Part time or 
full time, We are a leader in the field of financial 
advertising and promotion. We offer a choice of 
prime territories to ambitious men. If you're inter- 
ested in making a year's profit in three months, 
send complete information to Box 418-R, c/o Bur- 
roughs Clearing House, Detroit 32, Michigan, Our 
salesmen ave aware of this ad, 











REPRESENTATIVE WANTED 
in your territory 


From your desk you can earn a_ substantial 
addition to your income. Only written contacts 
with your clients! Write for particulars and 
further details to 


VKK-Office, Vienna 66, P. O. B. 128, Austria 











Don't Trade-in. Sell for cash 
BRANDT AUTOMATIC CASHIERS 


Any quantity, any model full keyboard coin 

Payer or changer with serial number 8,000 or 

above is wanted. We pay generous premiums 

above current trade allowances. We pay freight. 

Write or phone for firm quote: 

ROBERT F. WIGHT—BUSINESS MACHINES 
1127 S. Clinton St., Fort Wayne, Ind, E-5182. 
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you resist it ?—all of ’em sitting with 
their eyes hanging out in envy. 
You’ll want to come back for a spell, 
maybe all winter.” 

“Huh, well, I don’t know.” 

Mr. Clutchbill chewed gently on his 
gums and waited for more. Suddenly 
he realized Clemie Sargent’s rocking 
chair had stopped its ceaseless rock- 
ing. There was a footfall. He rose in 
quick alarm and bumped into a wash 
basin hanging to a post of the back 
stoop. It dove to the floor and sent 
up the scream of a dying puma. 

Mr. Clutchbill sailed out over the 
back steps with one wing beat. Five 
serious straddles brought him to the 
woodshed door. He ducked in. 

As his coat tail snapped out of 
sight, the screen door flew out on the 


| back stoop. 


“What for mercy sakes!” yelled 
Clemie Sargent’s voice. 

“What is it?” gasped Mrs. Amelia 
East, charging through the door. 

“The wash basin .. . it’s been 
knocked off!” Clemie Sargent low- 
ered her voice. “Suppose some tramp 
has been... ” 

“Sh-h!”” Mrs. Amelia East looked 
cautiously around the corner of the 
stoop. “TI’ll bet that old friend of 
yours...” 

“Fiddlesticks, he’s been gone a 
long time,” said Mrs. Sargent. 

“Well, I can tell you this: some 
human knocked down that basin, and 


if it was that old banker, he knows 


now what he suspected before.” 
“Don’t be silly.” 
But Mrs. Amelia East made a thor- 
ough investigation of the grounds 
before she went in. 


URING this time Mr. Clutchbill 
had been standing like an Egyp- 
tion mummy leaned against the wood 
pile in the shed. When he heard the 
screen door slam the last time, he 
popped up his head like a partridge 
and looked around. He was rewarded. 
The latch suddenly clicked once on 
the door to the woodshed. The door 
opened and Amelia East looked down 
upon him. 

She recoiled a step and jerked up 
her eyebrows. 

“Oh,” she said politely. 

“Well, that’s certainly queer,” said 
Mr. Clutchbill, peering around the 
dim corners of the woodshed. 

“It is kind of queer, isn’t it?” 


| glowed Mrs. East softly. 


“T was sure Heliotrope ran in here, 


| and I was trying to get neighborly, 


seeing I’m going to keep him while 
Clemie is away.” 

“Heliotrope is asleep in_ the 
kitchen, Mr. Clutchbill. I think I shall 
call at the bank this afternoon... 
you'll be there, I expect.” 


“Amelia, who you talking to?” 


came Mrs. Sargent’s voice from the 
distance of the veranda. 

Mr. Clutchbill seized the opportu- 
nity to escape. He marched grimly 
homeward through the vegetable 
gardens. When he reached his own 
back veranda he took off his battered 
straw gardener’s hat and slammed it 
on the floor. For the most part he sat 
silently thinking, but once he mut- 
tered out loud to himself: “If it 
hadn’t been for that hell-hollering 
wash basin .. . but it’s all over now.” 


N the early afternoon he went 
straight to the bank and paused 

at the desk of Cashier John Atwood. 

“John,” he said as though just go- 
ing under the knife, “make out a 
draft for $60,000 to Amelia East and 
bring it into the directors’ room.” 

“Oh, my Gosh! Is she going to take 
it?” John’s ears fell as he thought of 
what the bank’s city balance would 
look like when the $60,000 hit it. 

“Make it out and bring it in,” said 
Mr. Clutchbill again like a ruined 
man. 

It was nearing two o’clock before 
Director Clutchbill heard Mrs. Ame- 
lia East’s voice in the lobby. He 
threw open the door of the directors’ 
room and bowed her in. 

Mrs. East sat down and threw back 
her Tremont Street scarf with a 
breezy hand. She gave Mr. Clutchbill 
a cosmopolitan eye. 

“Well . . . 1 guess we both have 
something we wouldn’t care to turn 
over to the village gossips, haven’t 
we, Mr. Clutchbill?” 

“T have had the draft prepared,” 
answered Director Clutchbill gamely. 

“Oh,” said Mrs. East with a sport- 
ing light in her eye, “supposing I 
leave it till fall, how much would it 
be worth to you?” 

Director Clutchbill locked one an- 
kle around a table leg to keep from 
leaving the floor. “Three per cent,” 
he panted. 

“Suppose we let it stay.”” Mrs. East 
moved over nearer with a searching 


look. “We understand each other, 
don’t we?” 
“Definitely definitely, Mrs. 


East! the Ferndale National never 
betrays a customer.” 

The old director excused himself 
for the moment with a graceful bow. 
He ran across the lobby and pounded 
on the cashier’s door. 

“Shift this draft into a certificate 
of deposit . . . write 3 per cent on 
it,” he ordered. 

“Why ... why! She’s leaving it!” 
began John. 

“Yes ... yes!” tooted Mr. Clutch- 
bill, drumming his fingers on John’s 
desk top. “In thirty years more you'll 
begin to learn how. You have to get 
"em mad sometimes.” 
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Quick Change ... A $1 and $5 cur- 
rency changer was one of the top at- 
tractions at the recent opening of Chi- 
cago’s newest bank, the Illinois State 
Bank of Chicago. Development by Na- 





tional Rejectors, Inc., a subsidiary of 
Universal Match Corporation, 5100 San 
Francisco Avenue, St. Louis 15, Mis- 
souri, of the revolutionary currency ac- 
cepting mechanism is considered by 
company officials as a “break-through” 
to a vast new potential in merchandis- 
ing, change-making and other areas of 
automatic authentication and handling 
of money. The changer, which elec- 
tronically validates and accepts gen- 
uine U.S. currency and rejects counter- 
feits or foreign bills, returns conven- 
ient change for a $1 bill and four $1’s 
and change for a $5 bill. It also makes 
change for coins. 
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Easy Now ... Redesigning the Sort- 
kwik package into a round container 
has made this widely used fingertip 
moistener more convenient to use, ac- 
cording to the Lee Products Company, 
2736 Lyndale Avenue South, Minne- 
apolis 8, Minnesota. The manufacturer 
states the easier-to-handle shape has 
the appearance of a small compact and 
permits every bit of Sortkwik to be 
picked up by the fingertips from the 
rounded surface. 
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Time To Save ... A new invention 
called the Envo-Cal, which is a combina- 
tion envelope and calendar, has been 
designed to stimulate weekly or monthly 
banking by mail. It is being offered by 
the Envo-Cal Company, 80 Morris Ave- 
nue, Springfield, N. J. The device may 
be composed of 12 or 52 envelopes with 
extended flaps to include deposit slips 
(with bank’s name imprinted) and a 
gummed area for easy sealing. A week- 
ly or monthly calendar is printed on the 
pocket side of the envelope. The face 
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side of the envelope carries the printed LIFTS RECORDS TO 
name and address of the savings insti- ADMINISTRATIVE FLOORS 
tution, and printed postage-free in- 
dicia, if requested. Each envelope can be | 
easily removed by tearing it off along | 
a perforated edge above the gummed 
flap. 
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Office Automation ... A new special 
handbook just published by Automation 
Consultants, Inc., combines hardware 
descriptions of “office automation” with 
case studies of “office automation ap- 
plications” in a looseleaf handbook for 
banking only. Similar to the well-known 
OA and OAA handbook services, but | 
for commercial and savings banks, the | 
new offering has in a single volume just | 
the material that is of special interest | 
to bankers. Optional updating service 
keeps the handbook current with month- 
ly supplements of new and revised 
pages. The publisher states that OA 
publications contain no advertising, that 
they are entirely without bias and give 
instant information (not theory), in 
condensed form. Further details about 
the availability of the handbook may be 
obtained from Automation Consultants, 
Inc., 155 Fifth Avenue, New York 10, | 
New York. 























LIFTS MONEY FROM VAULT 
TO TELLER'S AREA...ANDSA 
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Magic Lighting ... A new mystic 
Gratelite louver diffuser has been an- 
nounced by the Edwin F. Guth Com- 
pany. The new product refreshes and 
mystifies the eye with high intensity, 
softly diffused lighting in Guth fixtures 
or Gratelite overall electric ceilings. 
Mystic Gratelite is a strong, one piece 
louver-diffuser with spear-like tips on 
longitudinal vanes which conjures a} 
mysterious lighting phenomenon by 
changing from an open louver diffuser | 
to a “solid appearing” luminous panel | 
... depending upon your point of view. 
For more information, write to the Ed- 
win Guth Company, Box 7079, St. Louis | 
77, Missouri for your free copy of the 
new Mystic Gratelite brochure. 
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High and Wide ... The Wright Line, 
Inc., 160 Gold Star Boulevard, Worces- 
ter, Massachusetts, announces’ the 


new Hifiler for open shelf filing. The| Happy banks use Matot Dumb- 














Hifiler is designed to concentrate filing waiters. Saves time. Means better 
and utilize the unused area above ordi- service to bank customers. Keeps 
nary files, saving up to 60 per cent in| employees happy, too! 

floor space. The manufacturer claims | Write to us for money lifting 
that filing is faster, every record is | and record carrying ideas for your 
visible, errors are minimized by index- present bank .. or to work with 
ing and that there is no protruding your architect on new bank plans 


hardware to catch clothing or take - a eee File) a in 24a/ 
extra space. Hifiler units are available 


in 5, 6, or 7 shelf heights, with or with- | D. A. MATOT, INC. 


out doors, and for use with legal or | ‘ 
letter size folders. They can also be | pee: easy TE oA, eels 


used single or double faced and in | tad eats 
battery. Brochures are available. Specialising in Dambwatters since 1008 
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HERRING-HALL-MARVIN ; 
CUTS COST 










This is a typical 

Herring + Hall * Marvin 
Custom-Designed Installation 
at a Production-Line Price 


Step inside the Cuyahoga Falls branch of the 
Bank of Akron (below) and be impressed by its 
inviting teller’s counter. 

Custom-designed for most efficient use of 
space, each teller’s station is equipped as 
shown in the photo at the left. In the pedestal 
unit are a key-locked cash drawer, key-locked 
storage drawer and combination-locked silver 
compartment. 

The apron case accommodates coin wrap- 
pers and other papers; provides a 3-compart- 
ment bin for rubber bands, etc. The return 
counter has a divided apron case for passbooks 
and papers, utility drawer, a large swing-door 
compartment and two open bins for supplies. 


For the equipment of a new banking room or 
the remodeling of an old one, we have devel- 
oped a remarkably flexible system for creating 
custom-designed bank counters at production 
prices. 


Write for catalog showing standard-dimension 
steel under-counter units for cost-cutting 
counter installations. 


HERRING-HALL-MARVIN SAFE COMPANY 


Counter Division @ Hamilton, Ohio 


"A Division of Diebold, Inc." 




















OW te » © » Banks and bankers alike acquire their reputations with time and rarely 


is there a discrepancy between what they seem and what they really are. 


For decades, Republic has worked with an ever-increasing number of 
correspondents, both large and small, handling major and complex mat- 
ters as well as all the usual correspondent banking services. We are 
proud that they regard us as a bank of extraordinary service, and we 


strive constantly to maintain that reputation. 


Call on us... we are here to serve you. 






REPUBLIC NATIONAL BAN K 
OF DALLAS 


MEMBER FEDERAL 


to bankers everywhere DEPOSIT INSURANCE CORPORATION 


CAPITAL AND SURPLUS $102,089 0060,0090 * LARGEST IN Tae SOUTH 








